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The teeth of Disston 
Hack Saws are cut at 
a special angle — the 
correct angle for easy 
work and long use. 


DISSTON HACK SAWS 


HARDWARE 





Every third tooth is 
a cleaner tooth, with- 
out set. It plows 
straight through the 
cut and carries out 
the chips which dull 
ordinary blades. 


AGE 


Disston Hack Saws are 
made of a special alloy 
steel, developed in the 
Disston Steel Works—a 
stronger, tougher steel 
than any ever known 
before. 


—UNLIKE ALL OTHERS 


OUR customers will find that Disston 
Hack Saw Blades cut better, faster, 
easier, and stay sharp longer, with less 
breakage, than any others that you can 


offer them. 


These facts have been proved in test after 
test—not in the laboratory but in the shop, 
where profits depend upon fast, economical 
cutting. Great metal-working plants, rail- 
roads and shops are buying Disston Hack 
Saws because Disston blades do more work 
per blade, at less cost. 

Disston Hack Saws are just as much in 
advance of ordinary hack saws as Disston 
Hand Saws are ahead of other hand saws. 


Henry Disston & Sons, Inc. 
Makers of ‘“The Saw Most Carpenters Use’’ 


Philadelphia, U.S. A. 
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“Improvement 


The Motive Power of Business 








Such improvements as Pyrex, vacuum cleaners, elec- 
tric stoves, electric heat regulators, electric irons, wash- 
ing machines and ironers have brought big profits to 
every houseware dealer. 


Of these great improvements, nothing has done more 
for the home, and consequently more for the merchant, 


; than PYREX., 


Pyrex improves the cooking and serving of food, saves 
labor, fuel and beautifies the table. What improve- 
ment could interest a home-loving woman more than 
this? 


— SS 


No woman that comes into a housewares store should 
leave without Pyrex. 


No Home Can Have Too Much 


PYREX 


Transparent Ware 


Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 
World’s Largest Makers. o f Technical Glassware 
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SILVER | 
STEEL 





Established 1857 | “Cn Me 


Machine Knife Factory ome Office a 
Lancaster, New York 


Factory Branches in Atlanta, Chicago, Memphis, Mi 
Portland, Oregon, San Francisco, Seattle, Vancouver, 


MAIL THIS COUPON — 





E. C. Atkins & Company 
Indianapolis, Ind. 
Gentlemen: | | 
_ Please send your No. 19 Catalog to 

following address: 


me yy Orleans, New York City, 
‘B. C., Sidney, N.S. W., Paris, France 


March 20, 1924 





: UR new catalog No. 19 con- 
taining 268 pages is just off 
the press. It represents the - 
best thought of the entire Atkins 
‘organization, illustrating and describ- 
ing our complete line of Saws, Saw 
Tools, Saw Specialties and Machine 
Knives. 











Nothing has been spared which in our 
opinion, could better it. It will be 
found useful to the buyer in the office 
as well as to the man in the field. 







The catalog will speak for itself, and 
behind it is the experience of 66 years 
of successful manufacturing and selling. 









‘‘A PERFECT SAW FOR EVERY PURPOSE”’ 


Sign the c 






oupon below 
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‘The Silver Steel Saw People” , 
Canadian Factory 















Name 
Title. 
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“HERE’S WHY I RECOMMEND 


ATKINS 227 SAWS 


TO MY FELLOW HARDWARE DEALERS” 


G. M. OLIVER WINS $10.00 


Manager of OLIVER & MCKOWN HDWE. CO. 
American Falls, Idaho 





E. C. Atkins & Co., 
Indianapolis, Ind. 
Gentlemen: 


Our reasons for recommending Atkins Silver Steel Saws to our fellow hardware 
dealers are many, chief among them being the fact that we can sell 90% of our 
trade with this one line of saws. ; 


A considerable portion of our trade is among the farmers and others who have 
no expert knowledge of tools. To these a nationally advertised product such as 
Atkins Saws will break down most of the sales resistance simply by being a fa- 
miliar name. What they term a “standard brand” means more to them in buying 
such articles as tools of which they have no extensive knowledge than the 
average merchant realizes, and in selling them an Atkins Saw, you are strength- 
ening their confidence in nationally advertised products by the years of perfect ser- 
vice this tool will give. 


For the mechanic who knows tools you must have a proven line of saws. If you 
stock Atkins, the same brand of saws can be sold him as the farmer. 


Possibly he has never owned an Atkins, but a ten minute sales talk on their 
reputation, quality, taper grinding, handle and finish will usually bring forth the 
information that he has known a fellow mechanic who used and liked Atkins 
Saws. Your sale is then made with small effort on your part. 


The mechanic who has used Atkins will call for the saw he wants. 


The 10% of the trade we may lose comprises those mechanics who have had 
their saw tradition handed down to them from the previous generation (and a good 
portion of these will be Atkins) and no other saw except the kind they were taught 
their trade with will do. We are justified in losing this business at it would re- 
quire a 75% larger stock with only a 10% increase in turn over. 


Yours truly, 
OLIVER & McCKOWN HDWE. CO., 
G. M. Oliver. 


WE HAVE $10.00 FOR YOU 


We have $10.00 for you if you will write us a letter on the subject “Here’s Why I Recommend Atkins 
Silver Steel Saws to My Fellow Hardware Dealers.” Tell us why you would recommend them, and if we 
accept your letter for publication, we will send you a check for $10.00. Our only requirements are that 
your letter be written on the stationery of the concern with whom you are connected, and that they 
carry Atkins Saws. 

Address all communications to Contest Editor, c/o E. C. Atkins & Company, Indianapolis, 


= ee A FEW POINTERS ON ATKINS 
No. 10 Hack Saw Frame 


This is the finest hack saw frame on the market. I[t has a 
hard rubber handle, “easy grip” pattern, hung low, thus di- 
recting the entire force of stroke on a line with the cutting 
edge of the blade. This increases the cutting power of every 

_ stroke, gives the operator better control, and prevents injury 
to the hand should the blade break. Adjustable for 8, 9, 10, 
11 wo ag inch blades. You should have a number of these 
in stock. 


WANNA (A7KINS ALWAYS ARE AD” 
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Screv eshipr aes 


These pictures show how easily our “Stock 
Order” Screw Plate Assortments can now be taken 
out of our packing boxes addressed and shipped. 
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Our new corrugated containers save Jobbers 
and Mill Supply Houses the usual bother and 
expenses of hunting or making boxes to fit these 
Assortments. 


To re-ship simply type the customer’s name and 
address on a label and attach it to the corrugated 
container which contains the Assortment desired. 
No more complaints. No scratched boxes. 









ct Stew Plate 


= _—~. 








Send for Complete List of the 44 Assortments 
now shipped in this manner and a copy of 
Catalog 46-A. 
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CORPORATION 
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~ GREENFIELD, MASS., U.S.A. 
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An Opportunity to Order 
a “Trial Assortment” 


Sometimes jobbers have calls from dealers for 
a smaller assortment of Coes Steel-Handle 
Wrenches than is contained in our standard assort- 
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s ment. 
4 The case above makes it easy for such dealers to 
start with a small assortment at a minimum outlay. 


It contains a carefully selected assortment of the 
best selling sizes as follows: 








4 i s aoues > ee 15 inch 
ee, 5 ith WOM SS 18 inch 
- yer Or Te hi a: DR oes oes we win a 21 inch 
2 ie ai ee ee 12 inch 
A total of 5 1/3 dez. Coes Steel-Handle Screw 
Wrenches. 
A Special Introduction Assortment ef the same COES 


sizes can be had if desired in the Knife-Handle 


Wrench. STEEI | 
These cases are sold only for Introductory Purposes and 
being offered at a Special Introductory Price only one assort- HAND] E. 
ment is allowed to a dealer. You know how Coes 
Wrenches sell WRENCHES 


Your Jobber will supply you. 
Distributed by 
J. C. McCarty & Co., 29 Murray St., N. Y. 


: John H. Graham & Co., 113 Chambers St., N. Y. 
| Fenwick Freres, 8 Rue de Rocroy, Paris, France 
COES WRENCH COMPANY 

“In business since 1841” 
Worcester Mass. 
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One of these stands 
will be furnished 
free to any dealer 
ordering the follow- 
ing assortment. Ask 


ERE’S a salesman that costs you nothing to hire, 





that works every minute and that rings up sales for it. 
for every size of Walworth Stillson Wrench in your stock. Twe 6-inch wrenches 
Th-ee 10-nch wrenches 
Every customer of yours who knows tools knows that Three 14-inch wrenches 
genuine Walworth Stillsons are good wrenches. This (Stee! Hand’e) 





display stand on your counter, in your window, or 
hung up on the wall will remind them again and again 
that you’ve got Walworth Stillson wrenches in all the 
sizes they need for any kind of job. 














sortment listed above from your regular source of sup- 
ply, and ask for the metal display stand ‘‘as advertised 
in Hardware Age.’’ Then your supply man will know 
just what you want. 


WALWORTH MANUFACTURING COMPANY, Boston, Mass. 


Chicago—Cleveland—Glasgow—Kewanee, II].—London—New Sorte vamasetey~-Pertiond, Ore. 
San Francisco—Seattle—Youngstown. Plants at Boston, Mass., and Kewan ee, 


Ill. 
WALWORTH INTERNATIONAL COMPANY, NEW YORK, FOREIGN REPRESENTATIVE 





WALWORTH 


Stillson Wrench 


To get one of these stands free, order the wrench as- hg 
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A WORTH WHILE HAMMER LINE— 


EXPANSIVE is 
DRAWING 4%, 


& 


BIT BRACES-AUGER BITS: 


1) COMPASSES 


< DIVIDERS 


PINCERS 
CALIPERS 


FIRM JOINT PLIER 


IVET SETS 


STANDARD STEEL SQ 
FY 


a 
5 
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> 
= 
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PEXTO HAMMERS are the result of ex- 
pert workmanship, unusual care and inspec- 
tion from start to finish. 


They are forged from one piece of special 
tool steel and tempered to an extreme tough- 
ness. The handles, which are shaped to fit 
the hand, are made from selected second 
growth white hickory. 


The line is complete and covers practi- 
cally every style of hammer in common use. 


Our dealer helps, consisting of Metal D1s- 
play Fixtures, Window Cards and Booklets, 


will help you increase your sales, 


oa @ $2 MONKEYWRENCHES ~ GENE 
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THE PECK STOW & WILCOX CO. Southington, Conn.,USA 
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MF Your Store 
») Is Judged by fF 
the Goods You Sell 


Vy ov can add to your reputation and profits | 

















with the Crecoite line of steel tools. Here 


is rare good quality at prices never before 
equalled. 


Ul Crecoite tool metal is a special alloy steel 
inl developed especially for use in tools; it tem- ) 
pers evenly, resulting in reliable tools that you 
can handle with confidence. They will do the 
work for which they are designed and intended. 


- . . ee - OS Soper Ney ae 1: Sather aa 
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Note Crecoite Camp Axe below—easy to 
sell to scouts, campers, motorists, etc. Within 
the reach of every boy’s pocketbook— and 
famous for its keen cutting edge, rubber black 
rustless finish, Forest Green hickory handle. 
Fully guaranteed in material and workmanship. 
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Us Today for Samples er Catalog H 





If Your Jobber Can’t Supply You Write I 
Vir 





Pronounced Cre-Co-Ite 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Company 
30 Years of Steel Making 


Marion Indiana 


be) 

y 
as 
t 
we 

wr 

eB) 
vie 
sis 
ig 
ok 
. ‘ 
- 
" a 
aS 
Rr 
<a 
a 
3 
Pye 
Bo 
ry 
ord 
eet 
| 
ea 
49 
% 
re] 
e 
we 
* 
ken 
4 


\ 




































































































































































March 20, 1924 HARDWARE AGE 11 

















**Let’s see one of those 
vises on that stand.”’ 























You don’t have to say to your customer “How 
about a vise?” This silent, on-the-job-all-the-time, 
display-stand says it for you! 


PRENTISS VISES 


have a national and international reputation for excellence of 
design and for superior quality of workmanship. 
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This display-stand shows them, and to show 
them means a sale. 


Nine times out of ten a man will buy what he 
needs when he sees it, but nine times out of ten 
he’ll forget, if you don’t remind him of his need. 
Today everyone needs a vise as a household tool. 
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This remarkably successful 
- salesmaker will be loaned you 
without charge on receipt of 
your order for PRENTISS 
VISES needed to fill it. To- 
day write for this. 





PRENTISS VISE COMPANY 


106-110 Lafayette Street New York @® 
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Out of 600 Jobbers 
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Only 50 Get This 


Double Business 
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More than 600 jobbers handle Detroit Belt Lacing and 
Closing Machines—Out of the 600 only 50 realize the 
double opportunity it offers— 


Ss 
r . \\ 


All 600 are selling the larger trade—50 are selling the 
farm and small shop outfit (which is part of the regu- 
lar line) to the general Hardware Stores. Here is a 
wonderful opportunity without increasing stock to 
double sales. 


We advertise this $5 small shop and farm outfit to 
reach more than 10,000,000 consumers monthly. Hard- 
ware dealers are constantly writing us about it—It 
laces belt the best way at a cost of only one cent an 
inch, saves time, money, belts, power and annoyance. 
Soon saves its cost. Even small hardware dealers sell 
a dozen outfits a month. Ask for Bulletin 88. 


Detroit Belt Lacer Co. 
Detroit, Mich. 





Vise Tool 
Closing 
Machine 
Price $3.50 
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COMPLETE 
OUTFIT 
SELLS 
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DETROIT 


** The Lastingest Lace’’ r 























Large 
Assorted 
Box of Hooks 
Price $1.50 


“DETROIT” 
BELT LACING 
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To Help You Sell 
MORE 


NICHOLSON 











“CERTAINLY a complete and good 
~ looking Window Display Cut- 
out. Ought to bring ’em in!” 


That’s the opinion of every Hardware 
Dealer who has seen our 1924 “trim” 
It’s lithographed in nine colors, ingeniously 
constructed and made of heavy, durable 
cardboard. Dimensions: main display 
341%” high 42” long, side cards 10” x 10”, ) 
counter cards 914%” x 15”. And it’s yours 
upon request---without cost. 


























We have also published three unique cir- 

culars (or mailing.pieces) to increase your | 

NICHOLSON File turnover this year. A ! 
circular on NICHOLSON File supremacy 
for the professional. A booklet on file uses 
about the home for amateurs. And a 

clever envelope stuffer. 3 

| 

This material will be furnished gratis and 





bearing your imprint, upon request --- 
| and in whatever quantities you honestly 
feel you can use. Write today. 


4 NICHOLSON FILE CO. 
Providence, R.1!., U.S.A. 
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-NICHOLSON FILES 


~a File for Every Purpose 
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Just Off the Press 












































Hardware Age Verified List 


of Wholesaler’s and Retailers 
Fifth Edition (1924) 


It gives the names and addresses of Hardware Retailers, with 
ratings based principally upon annual sales; and it also shows 
the names, addresses, capitalization, territory covered, number 
of traveling men and the lines handled by Hardware Whole- 
salers. This data is very useful. The Wholesalers and Retailers are 
listed by states and towns in separate sections in the same book. 
This list is practically indispensable to sales managers, and every 
salesman can profitably carry a copy in his grip, because there 
is no other way in which they can so easily and at so small a 
cost procure carefully verified names of: 
Wholesale Hardware Houses, and Manufacturers’ Agents in the 
United States, Canada and Foreign Countries. 
Retail Hardware and House Furnishing Stores, including Retail 
Departments of Wholesale Houses, and General Stores handling 
a hardware stock in the United States, Canada and Foreign 
Countries. 
5c, 10c and 25c Stores carrying hardware in the United States 
and Canada. 
Department Stores carrying hardware and housefurnishings in 
the United States. 
Automobile Accessories Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 
Mail Order Houses handling hardware and house 
furnishings. 
' Woodenware and Willow-ware Wholesalers. 
b Paint, Oil and Varnish Jebbers. 

Members of leading Hardware Associations. 
All this valuable information is contained in the Fifth 
Edition (1924) of 


Hardware Age Verified List of 
Hardware Wholesalers and Retailers 


You cannot afford to be without Verified List—just the 
information you need—conveniently arranged, up to the 
minute, and thoroughly reliable. SEND FOR IT NOW. 


$12.00 
Postpaid 


HARDWARE AGE 7 


(Verified List Department) 
239 West Thirty-ninth Street, New York 
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SHEETS 


Corrugated Sheets, Formed Roofing and Siding Products 











nee eel 









Romer Tin Plates 


40 POUNDS COATING 
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Made from Keystone Copper Steel—¢grades up to 40 pounds coating. Highest 
quality and most durable Roofing Tin Plates manufactured 


in this country. 


Demand the genuine. 





The destructive enemy of sheet metal is 
rust. It is a well established fact that an 
alloy of copper gives to Steel Sheets and 
Tin Plates the maximum of rust-resistance. 
Keystone Copper Steel is unequalled for 
roofing, siding, spouting, gutters, culverts, 
and all construction work. It assures roofs 
and sheet metal work that will 
withstand the ravages of fire, 
wear and weather. Shall we send 
proofs from actual service tests? 
We manufacture Steel Sheets 





and Tin Plates specially adapted to the re- 
quirements of the hardware and builders 
supply trades: Black Sheets, Special Sheets, 
Apollo and Apollo-Keystone Galvanized 
Sheets, Corrugated Sheets, Formed Roof- 
ing and Siding Products, Roofing Tin 
Plates, Bright Tin Plate, Black Plate, etc. 
Sold by leading metal mer- 
chants. Our products represent 
the highest standards of quality 
and utility. Write for quota- 
tions, and “Testimony” booklet. 








American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 








Chicago 


Cincinnati Denver Detroit 


DISTRICT SALES OFFICES: 
New Orleans 








New York Philadelphia Pittsburgh 


Representatives: Unitep Sratzs Stezz Propucts Company, New York City 
Pacifie Coast Representatives: Unrrep States Stexzi Propucts Company, San Francisco, Los Angeles, Portland, Seattle 























St. Louis 
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YALE No. K870 


YALE Hard Service Padlocks ! 
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Padiocks, Night Latches, 


RIDE of ownership in a padlock 

that’s impregnable makes it easy 
to sell the unquestioned security of a 
Yale hard service padlock. 

The owner of a motor boat, ware- 
house, factory, retail store or com- 
mercial garage buys padlocks to pro- 
tect thousands of dollars worth of 
valuable property. He will buy the 
locks you recommend, regardless of 
price—if he is convinced they will do 
the work. 

He means business. He realizes it’s 
dangerous to buy a cheap padlock. 


Show him the best you have in stock | 


—and make it a point to have the 
best. 

Let your customer examine the 
Yale No. K870. Tell him all you 


Stamford, Conn., U. S. A. 
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know about it. The Yale No. K870 
is an unusual lock—a massive five- 
pin-tumbler padlock; 2% inches in 
size; weighing more than a pound; 
made of solid bronze; with hardened 
steel shackle locked at toe and heel. 
It will go the limit in sturdy resistance 
to the battering attack of a most de- 
termined burglar. 

Other popular Yale Hard Service 
Padlocks are displayed on the Yale 
Metal Selling Device No. H18. These 
padlocks meet every requirement for 
heavy, rugged service. The suggested 
retail prices (printed on the back of 
the selling device) range from 60c up 
to $6.00. Ask about the No. H18 
assortment, and the complete line of 
Yale Metal Selling Devices. 


The Yale & Towne Mfg. Co. | 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 


Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks. Trunk Locks, Door Cilasers. Bank Locks. Prison Locks 
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- Remington’s March Farm Paper Advertising 

















with steel and brass linings. Remington 
Knives are beautifully fitted and polished in- 





and designed to make clean, safe, 
Remington Arms Company, Inc., New York City 
Estableshed 1816 
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The farmer knows the value of a good knife—of sturdy construction—with nickel silver 
linings, correctly shaped surgical (spey) and other blades; a knife that will do all the 
cutting jobs around the farm and ranch in a satisfactory manner. 

Remington is acquainting the farmer with Remington Pocket Knife values—featuring specific 
3 knives for specific purposes. 

Remington offers you greater possibilities toincrease your cutlery sales. 


Watch for Remington’s Advertising in April! 


—Remington— 


The Authority in Firearms, Ammunition and Cutlery 
| Also Makers of Remington Cash Registers 
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100 in a Box 


to meet the preference expressed by 
many hardware merchants for the 
unit or decimal system of pricing 
and packing. 


AS THE trade has been most enthusiastic 
in its approval of this method and because 
it greatly simplifies the figuring necessary 
to arrive at a price for any quantity— 


Sargent Bright Wire Goods and 
Brass Cup and Screw Hooks 


are now listed by the hundred and packed in boxes 
of 100. Larger sizes are packed 50 and in some 
cases 25 in a box. If you know from experience 
just how desirable these Sargent goods are, you 
will find this new system an additional reason for 
handling them. 


Let us send you a price sheet showing 
prices by the hundred compared with the 
old list by the gross, and giving the quan- 
tity in a box of each number. Write to-day 


SAR G ENT: @ COMO? A NY 
Hardware Manufacturers NEW HAVEN, CONN, 
New York: 92-98 Centre St. Cricaco: 221-223 W. Randolph St. 
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HARRY JUOKOVICS BELL PHONE MEYER BERMANN 


aa Hutbrct€ Read what this 


Dealer says: 


WALL PAPER AND PAINTS This experience is typical of hun- 
dreds of other Wetherill Atlas 
dealers who have revolutionized 
Dec. 5, 1923, paint selling methods and added 
greatly to their sales and turnover. 


332 LACKAWANNA AVE SCRANTON PA 





Geo. De. Wetherill & Co., 
Philadelphia, Pa. 


se The WETHERILL 


When your representative 


Mr. Clark called on us several months ago e 
and spoke about the proposition of install- Ail L 
ing your new display rack, we were rather aS Ine 
skeptical of this innovation. 

Now that we have it we do not 
know how we ever did without it. We have “‘The P rofit Maker 
sold many items that we never before carried rT 
in stock, due to this open display. It is for the Dealer 


also an adornment that any store may be 


proud of. 

is the logicz al stock a 
TE Cree Le ee ee the logical paint stock for every live 
It is an investment that pays with compound dealer. Not only is this a quality line but 
interest. , , : . : 
the intensive advertising and sales plan is 
Here is hoping that every dealer r , ver rl Atlas aler 
in the U. S. will have one and reap the benefits ste 93 make wees, Wetherill Atlas deale 
that we have. a bigger paint man. Our monthly sales 
Very truly yours, effort for 1924 will increase profits, make 


new and permanent customers, and more 


HANNA WAj,' PAPER)CO. ' 
by firmly establish every Wetherill] dealer in 
Maye his community. 
















Make every month 
a “Peak Month” 


mn 





_ 


L imc. COMPLETE 
. Bj i.iiti y: cio 0 WETME! SILL &CO.! i 1 ft eae 
} qiyy tesey iscoren Git. ‘ll ys CONVENIENT 
. fee ‘ld aye 


Here it is 











A complete stock of paint 
for every inside and outside 
s use, displayed on a compact steel rack, 
occupying only 13% sq. ft. of floor 
space. And every can of paint visible. 
We will send this steel unit (with 
erection instructions ) and the complete 
Wetherill “Home Beautiful” Paint Stock to you under conditions that 
are really extraordinary from the standpoint of economy of purchase and 
merchandising advantage to you. Get yours at once. Write and have a 
Wetherill salesman call. | 


GEO. D. WETHERILL & CO., Inc. 


BOSTON PHILADELPHIA MEMPHIS 








22 HARDWARE AGE March 20, 1924 


by. Sn AS NEE ENED, BS ED EN OS ENE PRL CPS 





wd 
\ a 


e 


. 

K ‘ 

o am « 
e.* 


«3 


















































a7 ‘ 
—i/ «J !' 
es oe 
7 d ~ » a 
Hes By 
| t yi j es 
» J ; - 
Ter Se, = ts 
uP ty at 
P ng e 
% : i 
Po ne e 
ja i] e 
x ss 
G e 
¥g , BS) 
» ; a 
, a i 
2%] = 
¢ @) - 
“=| Be 
AG x 
% , A 
SIA ye 
a) +3 
«) 7 ane 
BA bs 
Ale ee 
31,1) I ea 
41) : 
. = + 6.22 my . : SSAABAAAADAAIANIIAIBALBAADLDRADRE ERA LO otananet er renee . ‘te in bak 
_ os oO Soe oe , PM LLL TT TONE : = : J = 
ar ae Fw A ie MMMM th 4 aN wee Zn Gea a ar 2! sf 
SP SOPs '¢ Caprese . ") 7 re ere ery ee 4 4 = Si LY SY ey er ee ey ate _ Se 
ee... =} Eft 
et * , ff > ¢ = = Fl j y . ae 
Kot okt © | Rea Sa ROT Seg Q 
o a rs 7 > a ~~ _ ~ + Y = CTS eC iss < . AD AS CAD es, 
PF MONS EYS BOOS RO NOAY/ HONEY . | N IS : Zein 3 
; { —_ From a Painting by Norman Rockwell Pe A TOL a eT, ee a j : a 
Ly 7H Ww MIM | TM a 
inec- ™~ os) vr ~ - | & 
vty - «} BS yA . 
* Mee Tes ey 
Z  \\ 





, « 


MCMOTFIG| Jor qHIS ADVERTISING HELP 
of love. ||} You, 100! 
postal card 


one-cent 
floors gee ~ t for the details : 
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varnishes cove a mighty profitable 
investment --- if you 
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ish Products are 
i i a oF painters, specified by architects and 
Leaatape recs. sold by leading paint and hardware dealers, 
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Prait & Lamepert-Inc., 114 Tonawanda St., Buffalo, N.Y. In Canada, 20 Courtwright St., Bridgeburg, Ontario 


PRATT & LAMBERT VARNISH PRODUCTS | 
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The home of the Geo. 
Ferguson Company, New 
Rochelle, N. Y. This build- 
ing was recently enlarged 
to take care of a steadily 
growing business. tI 
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Have your sales doubled 
in the last four years? 


" UR Dutch Boy white-lead 

sales multiply rapidly,’’ 
writes Mr. F. W. Chillingworth of 
the Geo. Ferguson Company, New 
Rochelle, N. Y. ‘‘Many years ago 
we started with a small stock. Year 
by year sales grew larger. 

‘‘We thought 1920 a banner year 
when 10 tons of Dutch Boy moved 
out of our store. But ths record 
increased to 13 tons in 1921—then 
to 16 tons in 1922. 

‘‘Last year we more than 
doubled our 1920 total by 
selling almost two carloads or 24 tons.’’ 

The Geo. Ferguson Company first opened its 
doors in 1857. It now occupies the large build- 
ing pictured above. It is a store of many ac- 
tivities, but there is one sales policy that applies 
to paint as well as to its many other products. 
That policy is: concentrate on those items which 
move across the counter rapidly. 

The growth of this company may be credited 
largely to this policy of pushing standard prod- 
ucts having a rapid turnover. Old customers 
know they can get what they want at Ferguson’s. 
New customers know that Ferguson’s exists to 
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Mr. F. W. Cnillingworth, Secretary 
of the Geo. Ferguson Company, 
who believes in pushing nationally 
advertised products. 


— +~—S *«|-~ssuppily- them with nationally ac- 


vertised products. They all keep 
coming in, stocks move rapidly, 
investments return quickly — and 
the Ferguson Company enjoys a 
healthy, steady business growth. 


What other reports show 


As with the Ferguson Company, 
Dutch Boy white-lead is bringing 
to merchants everywhere quick 
sales and many profits. It makes 
no difference whether these mer- 
chants are large orsmali. All their 
reports show decided increases in the number of 
sales made each year. 

Write to our nearest branch or ask the Dutch 
Boy salesman for more facts and figures about 
this fast-moving paint product. 

Our new window display will start your Dutch 
Boy sales. Our paint booklets, slides, cuts 
etc., will help* keep your stocks on the move. 
Just tell us your needs in your letter. 


NATIONAL LEAD COMPANY 


New York, 111 Broadway; Boston, 131 State Street; Buffalo, 116 Oak Street: 
Chicago, 900 West 18th Street; Cincinnati, 659 Freeman Avenue; Cleveland, 
820 West Superior Avenue; St. Louis, 722 Chestnut Street; San Francisco. 
485 California Street; Pittsburgh, National Leai & Oil Co. of Penna., 316 
Fourth Avenue; Philadelphia, John T. Lewis & Bros. Co.,437 Chestnut Street. 
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PURE PAINT 




















Monarch Dealers 
Say This 
to Prospective 
Paint Buyers 


When You Paint Your Prop- 
erty Use MONARCH 100% 
PURE PAINT. 


BECAUSE 


1. For - real upkeep paint 
economy MONARCH 100% 
PURE PAINT fills the bill in 
a way that no ordinary paint 
can. Because it is composed of 
Pure Carbonate of Lead, Pure 
Zinc Oxide, Pure Turpentine, 
Turpentine Japan Dryer, tinted 
with pure colors. 


2. The tough, elastic and 
leather like film which it pro- 
duces adheres to the surface 
years longer than any paint 
containing such short oil carry- 
ing pigments as_ whiting, 
barytes, clay, chalk, etc. 


3. The material cost of the 
average job will be no more by 
using MONARCH 100% 
PURE than with ordinary 
paint, because fewer gallons are 
required. Throughout all 
weather conditions, winter's 
cold, summer's heat, rain or 
shine, _ this 100% PURE 
PAINT will give maximum 
protection to your property. 


4. You will save money and 
worry by using MONARCH 
100% PURE PAINT for all 
purposes where first class paint 
protection is desired. 








If You Were 
a Paint User 


and a merchant gave you the information contained 
in the box to the left, don’t you think you would feel 
that 





MONARCH 
100% Pure Paint 


Was the paint for your Hundreds of successful 
dealers have found that because Monarch 100% 
Pure Paint does give 100% paint results to their cus- 
tomers, repeat business and steady profits can be 
counted on, year after year, in their paint depart- 
ments. 


FREE ADVERTISING SERVICE 








Monarch 100% Pure Paint is backed by an exceptional 
direct advertising service to prospective buyers right in the 
dealer’s territory, and a complete plan of local selling that 
brings results. 


Send today for complete details that will tell you why 
Monarch 100% Pure Paint and the other quality lines 
made by us, including Wood-Var Varnish Stain, produce 
more profits and an increased business in paint departments. 


Gre MARTIN-SENOUR Go. 


PIONEERS OF PURE PAINT 
CHICAGO MONTREAL WINNIPEG LINCOLN 


NEW YORK 
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OW Valspar helps build a good repu- 
tation for those who recommend it is 
told in the following letter from Mrs. 


Dickerson of ““Wyndecrest Farm,” Dayton, 
Ohio. 


“Each spring,” the lady writes, “it has been 
necessary to have the French doors and the 
ceilings of the porch varnished because of 
their weatherbeaten appearance. Last sum- 
mer we had an old reliable painter do the 
work and he made a bet with us that he 
would put a varnish-stain on those doors that 
would be just as bright and unclouded the 
year after, as it was when it was just put 
on. 
“He handed us a can of Valspar Varnish- 
Stain, which he put on the doors; then Valspar 
Varnish for the ceiling. Still I was skeptical. 

‘The winter has been most severe. Rain 


HARDWARE 





The Painter Wins His Bet! 


and snow have beaten around our house, but 
the doors and ceiling remain beautifully 
bright and unchanged by the weather. No 
wonder Mr. Painter’s eyes twinkled when 
he made so generous a guarantee, for he bet 
on a sure thing.” 


. 


Valspar quality is a “‘sure thing.” Elastic, 
durable, absolutely Waterproof—Valspar gives 
service that astonishes the most skeptical. 
Water and weather can never hurt it or turn 
it white. It comes through almost unbeliev- 
able service without harm. ° 


Display Valspar and Valspar in Colors 
prominently in your window. Recommend it 
to your customers. ‘lhat’s the sure way to 
identify yourself as a first class dealer—the 
way to put yourself in line for an ever-in- 
creasing, prohtable repeat business. 











VALENTINE’S 


LSPAR 


The Varnish That Won't Turn White 


VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 
ESTABLISHED 1832 
New York Chicago Boston Toronto 
London Paris Amsterdam 


W. I. FULLER & CO., Pacific Coast 
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ONE DAY WITH MURPHY DA-COTE 
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OUSEHOL Dohings may be down but they're never Your Cream ceparators or farm implements or the children's 
out Wah the help of Da-cote Enamel they can be toys always lookong thew level bea It's the ideal colored 
resored to grace wm a surprimngly short time Wh enamel for any surface requiring a lustrous, long-wearmng 


ERR RS RRA xe 


— tye ou take a day of — new Seturday, say—and make some of finish 
id thongs about the howee look as good as they really are’ When the bread-winner gers home Saturday afternoon, turn 
ov. ow li be surpreed at the esse with which you can convert him loose on the car Murphy Da-cote will flow a brilliant 
shabby dum surfaces wmo bngit, cheerful ones. All you need custam-hoeh on your road-stained car ma single afternoon 
a few cans of Murphy Da-cote and a wel brush ane the next day you can go out for a spin The best of aig, bg 
> $4 


& at a new car, you can get or soy? pany and insures them Da-cote resists weather and tempera- 
ture. It flows freely and dries quickly. 
a. Da-cote comes in black and white and 


you ll be proud to go 


How about some new kitchen chairs ? 
Cheer up your car with Da-cote 


S' PROSE you cart with the kachen chairs Don't be ashamed Satu a hye rnoon——be- he nger 
of them ar 


ARS that are Da-coted every season always nok beautiful dinner=<anc 


mare T reat them to Da-cote, and see what a 
2 . 
a:flerence make x and new and people are so apt to judge the worth of a ge oe time doing so Da-cote makes things ncw. ten beautiful colors. Buy two or three 
* How shout the thaby carnage’ tt has seen beter days, of — car by as extenor Soman Make your car book ats worth cs a 
ep matter of flowing of your favorite colors today and start 
course, but under ms somewhat aged appearance « 1s really = Nearly 3,000,000 mortars s have performed the easy miracle ie ciaitiscstiien éaimen We ott cote E naapasdepr pe the youngster's You'll fnd D " 
sound and good Da-cote will spruce a up wondertully of taking “brand ne cars out of the Da-cone can — ava yedregeenipa = ter or go-cart shine hke new. With a-coting = 
And don't forget the porch furnture Now « a good wme Buy two or three cans of Da-cote Yoday—the colors you hke ve meaty 300,000 mo- De cote you can quickly €xchange fon. And the results you get will make 
to make it new" for next season Wacker furnaure that gem = best—and atart in Da-coting « great fun You'll have the ume rd to put glowing new your “old * kiechen table for s hand. YY a grateful friend of Da-cote for the 
Deacote now and then will never ac quire that second-hand look of your life saving the surface, and Da-cote will do mos of Bh: if road-scarretl cars, some new one. And if v@ur heart is rest of your days. 
Da~ote » a w cather-ressting, durable ename! which keeps the work, @ flows so smoothly and dres so quickly! Werte is more than a fine ats a . : 
xa set on new wicker furniture, buy Da- 
Egeamel. It 1s the ideal col- 
cote and spruce up the set you have. 
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for all sorts of worn sur- 
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me) objects that once were 
j lustrous, but now look 
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Murphy Varnish Company 
Newark, N. J. Chicago, Ill. Montreal, Canada loin oe 


Murphy Varnish Company, Limited, Montreal, Canada Successor 10 The Dougall Varnish Company, Limned 







































Putting Da-cote on the map 
as a “General Use” Enamel 


When these two advertisements get out and around the U. S. A. a lot of 
people will go shopping for Da-cote—and a lot of cash registers in paint 
stores and hardware stores will start jingling. 

If you sell Da-cote, stick these advertisements in your window, about the 
time they’re due to appear in the POST—and be sure you have a good 
supply of Da-cote booklets for mailing out and handing out. The booklet 
is called “Doing Things with Da-cote” and has 24 pages. Printed in two 
colors and illustrated. It has real sales value. Use it. 


Murphy Varnish Company 


Newark, N. J. . Chicago, Ill. 








Murphy Varnish Company. Limited, Montreal, Canada 


Successor to The Dougall Varnish Company, Limited 
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Our Dependable Re-Sale Plan 


MEASURES UP TO YOUR EXPECTATIONS and 
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HEATH & MILLIGAN 
PAINTS 42° VARNISHES 


TAKES .THE MEASURE OF PAINTER AND CONSUMER 


An Individual Service | see 
Rendered EVERY | Be | 
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Co-operative Plan and 
QUICK DELIVERY! 
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YOUR NAME HERE 


ee ae SC CO SCt:—iCtCe 


. For Agency Franchise Particulars ° 
Write f THE HEATH AND MILLIGAN MFG. CO. Right 


Today . 1833 Seward Street, Chicago, II. Now y 
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riE paintcr who is carcful of his 

work also studies his materials closely- 
As a result, more of the craft are con- 
stantly turning to Eagle White Lead in 
Oil. For painting the home of Frank A. 
Vanderlip, Scarboro, N.Y., A. E.Coutant 
used Eagle White Lead in Oil. 


Eagle W hite Lead in Oil has been pure 
Old Dutch Process White Lead in Oil 
since 1843. The Master Painter knows 
thet Old Dutch Process white lead in oil 
works better under the brush. The quali- 
ties that insure this are superior covering 
power, whiteness, uniformity, smooth 
and even brushing, and the ease with 





Home of Frank 4, Vanderlip 


Why A. E. Coutant Used Eagle for 
Frank Vanderlip’s Home 


which it breaks up in the keg. These 
qualities are produced in the slow, sure 
process of corrosion during the ninety 
days that Eagle White Lead in Oil 
stays in the corroding pots in the tan 


bark beds. 


When a process of manufacture is dis- 
covered that is a better process and not 
merely a cheaper one for the production 
of white lead, The Eagle-Picher Lead 
Company will consider its adoption. 
Until that time Eagle White Lead in Oil 
will continue to be Pure Old Dutch Proc- 
ess, the white lead in oil that the painter 
knows. 


The EAGLE-PICHER LEAD COMPANY : 208 South La Salle Street - CHICAGO 


EAGLE warre tap 


CINCINNATI CLEVELAND PITTSBURGH PHILADELPHIA NEWYORK MINNEAPOLIS 





BUFFALO DETROIT BALTIMORE NEW ORLEANS 


« CINCINNATI 
EAST ST. LOUIS, ILL. 


NEWARK GALENA, KAS. 
CHICAGO 


HENRYETTA, OKLA. 
ARGO, ILL. 


KANSAS CITY ST.LOUIS JOPLIN 


PICHER, OKLA. 


JOPLIN, MO. HILLSBORO, ILL. (2 Piants) 


| 
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COLES PHILLIPS ~ 


Paints 1925 Save the Surface Calendar 


Get your order in now 


OU know Coles Phillips’ style, his popularity. 

You’ve seen his wonderful paintings on the covers 
of Life, The Saturday Evening Post, and other big 
magazines. His work is in great demand for advertis- 
ing purposes, and correspondingly hard to get. 


He’s done a calendar for us—“Miss Save the Surface.” 
It is shown here in black and white, but is richly 
reproduced in full color on the calendar. 





Have you ever heard before of a calendar that offers 
all these features? 


1. $2500 Ccles Phillips painting. 

2. Tie-up with National. Save the Surface 
Campaign. 

3. $1000 Prize Contest cn back cf calendar. 


4. Calendar pad with special surface saving 
suggestions for each month. 


5. Trade mark of line you carry. 





6. Your imprint—as in cut. 


Joun Wiusams & Son 


Paints and Varnishes 


Phone Ghestont 0348 It will make business for you 


SO) Pabst Ave, Milwankee 


Af + ‘Prede CM: ° ° 
arundel | Your custcmers and prospects will be proud of this 


Spore, : 
calendar —a 365-day reminder of your store and your 
paint and varnish business. 


De luxe style, including envelopes and imprinting — 
9’%c each. 


Super de luxe style, including envelopes and imprint- 
ing—15c each. 
Minimum order— 100. Prices net — no discount for 


quantity. Cardboard mailing protectors at slight 
extra cost. 


























Exact size of calendar 7x 16 Have vou seen a sample? If not, ask your “paint and 
varnish salesman next time he comés in-—or write 
direct to us for sample and full details. 















the $ surface and qd: - i 
GONE 5 eall Pant Varish. Sa SAVE THE SURFACE CAMPAIGN 
you \ Calendar Department 
, x \ 1219-1227 W. Washington Boulevard Chicago, Ill. 


JUST FILL IN AND MAIL THIS COUPON FOR SAMPLE AND DETAILS 


—so- mmm en —onees i aeietemeenall ree ore -_— —_— ——— ———— en ieaenieeeeanneedl eo mene —_—_—_—_—_ ——_— em mae ne =_ a = — | cc. 2 


SAVE THE SURFACE CAMPAIGN, Calendar Department, 1219-1227 W. Washington Boulevard, Chicago, Ill. 


Please enter ce eee re 1925 Save the Surface Calendars. 
De luxe 

Super de luxe } 
Or, send me sample of 1925 Save the Surface Calendar, with promotion and distribution suggestions. 


Style. Copy for imprint is attached. 


a <p ald oa Sa Way. 046 45) 6 SOs wEDEATEEOD CET EODESD ESSEC URS eaeceseeees Ba vn oSKb vo cece ccsesoceccasdesesseeedsecesvece 
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“Know What You Use” 
-|“Our Formula—Makes Sales Easy” 
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One Hundred Percent Pure 
Varnish meens 1008 free trom 
rosin or so called ester gum. 
gesoline, kerosene. or any turpen- 
tine substitutes Martin's 100% 
Pure Floor Vernish is mede 
eccording to the following formule 


NON VOLATILE 46 0% 








Resins—FPure Foss! 
gums 226 


Rosin—Any form or 
combination 000 


Pure Vegetable Oils 23,2 


VOLATILE 


Pure Spirits of turp- 
entine a 


Minere! Spirits-. 
“4«Neotha. Benzine,, 
‘Gasobne, 

Kerosene) ,\00.0%@ 


100 O@ 


Our formala is printed volunteri- 
ly for the beret:t of those who 
desire to specify, buy. and use good 
vernish r Remember thet vernish 
more then 1008 Pure cennot 
be made 


KNOW WHAT you BUY 


G 


PIONEERS OF 100% PURE VARNISHES 
CHICAGO 








Onrwaeta,. Coe Co Cortese 





PIonzERS OF 1007. PURE VARNISHES 
| CHICAGO 
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UXEBERRY Enamel pos- 
: sesses raré purity of tone. 2 
| It does not contain the slightest . 
trace of blue, gray or yellow. It 
: : never cracks, peels or chips. And 
i it may Le used inside or out, so 


porcelain-like is its durability. 


Architects, master painters and dealers 
have long realized that white enamel to 
be worthy of its name must be pure 
white and capable of staying white. 






These outstanding characteristics dis- 
tinguish Luxeberry as the greatest 
achievement in the modern history of 


































‘ enamel making. 

< ‘ 

For an architect to specify Luxeberry, for 

| a dealer to recommend it or for a master 

painter to use it is to insure ename! work 

of enduring satisfaction. It is for this 

| reason that leading architects, dealers 

Pe and master painters are today giving 

Luxeberry. first preference. | 

‘ 

ERRY BROTHER@ 

‘ Varnishes Fnamels Stains re 4 
Detroit, Mich. "ne Walkerville, Ont. 
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You can. sell more 
Wall Decoration by this Code 


HAT Mr. and Mrs. Jones think 

more about than anything else— 
next to their children—is the comfort 
and appearance of their home. Nobody 
knows better than Mr. and Mrs. Jones 
that bright, clean and attractive walls 
promote health and happiness; but 
what they might not know is a fact 
that you can so easily give them—that 
Muralite will decorate the walls and 
ceilings of the average room for less 
than two dollars. The reason that so 
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many walls go undone is more often 
than anything else a matter of price. 
Muralite not only meets the Jones 
family budget more than half way, but 
it gives them decoration that is durable 
and beautiful. 


You have two reasons why you: 
should sell Muralite; one is that the. 
Joneses of your town need it and the. 
other is that it pays 114% on a very 
small’ investment. 


Have you sent for your copy of The Calcimine 


Encyclopaedia? 


It’s free to any paint dealer. 


M. EWING FOX COMPANY 


For Forty Years Calcimine Spezialists 


New York 


Chicago 





MAKES A PERFECT WALL FINISH 
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There is little that we can tell you about this 
water-mixed wall coating that you do not already 
know. 


Without boast, we say it is “The best wall finish 
in the world regardless of price”’—it has proven 
itself so. 


And of special interest to the dealer, it is the 
largest selling paint of its kind in the world. 


Muresco continues to hold its enviable position 
because it never varies in quality. Paint users 
have learned to depend on it. They buy Muresco 
because they know it. 


Muresco and the Vari-Tone Sponge Roller are a 
combination offering new possibilities of increas- 
ing your business with the master painters and 
decorators. 


Write for further information. 








| MURESCO| 
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NEW YORK 
CHICAGO 
CLEVELAND 








Concrete Floor Paint 
Graphite Paints Baking Japan 
Dado Paints Baking Enamels 
Machinery Enamel 
Radiator Enamel 


Always a’Moore’ 


MURESCO (22:22 
: ‘For the House—Exterior 


House Paint 

Porch and Deck Paint - 
Cement Coating 

Shingle Stain | 

Impervo Varnishes 

Pure Oil Colors 

Veranda Furniture Enamel 
Paqua (Cold Water Paint) 


For the House—Interior 


Sani-Flat a 
Muresco (Hot Water Wall Finish) 

Floor Paint | 

Impervo Varnishes 

White Mooramel 

Damar Enamel 

Interior Enamel 

Impervo Surfacer 

L.iavid and Paste Wood Filler 
Calsom Finish (Cold Water Wall Coating) 
4T5 Varnishes 





For Roofs, Barns, Etc. 


Barn Paints alg 
Roof Cement—Liquid and Paste 
Graphitallic 


For General Home Use 


Tile-Like Color Varnish 
Tile-Like Enamel 

Varnish and Oil Wood Stains 
Bath Tub Enamel 

Auto Lustre Polish 

Stove Pipe Enamel 

Ground Color 

Aluminum & Gold Paints 
Screen Paint 


For Automobiles and Carriages 


Automobile Enamel 

Superfine Coach and Auto Colors 
Coach and Auto Varnishes 

Auto Lustre Polish 

Engine Enamel 

Aluminum Paint 


For Wagons, Tractors, Eic. 


Wagon Paint 
Varnishes 


White Enamel 
INDUSTRIAL PRODUCTS 


Fire Apparatus Paint 


Copper Paints 
Smokestack Paints 
Deck Paint 





Benjamin Moore ®& Co. 


ST.LOUIS 
CARTERET 
TORONTO 


Mill White (Flat—Gloss) 


Vaco Red Lead Paint 
Iron Filler Red Lead Preservative 


FOR SHIPS, MOTOR BOATS, ETC. 


Marine Paints 
Yacht Paints 
Canoe and Boat Paint 
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Extra Heavy Electro Zinc Coating 
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INCORPORATED 1892 
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Our other Brands Screen Cloth 
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Brand Hex Nettings 


Liiiiiil 

















No. 34 guage warp 
No. 35 guage warp 


18 Mesh, No. 34 guage filler 

















Wickwire Premier 
Wickwire Bronze 














White Metal Finish 














Cortland Black Enameled 














Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


wire 
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Dull Finish—Multi 
Galvanized After 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout 
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14 Mesh, No. 33 guage each way 


12 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage f 


Compare weight of our Screen Cloth 


Made from Open Hearth Steel 
with other makes. 














Wick 
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ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1373 















































GRAY-WICK 


SCREEN WIRE CLOTH 
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GRIFFON CUTLERY WORKS—Dept. 23, 
151-153 West 19th Street, New York City. 


Gentlemen: 
Please give us further details of your new Insurance 
Policy way of selling cutlery. Also send your catalog. 


Griffon Cutlery Works—Dept. 23 


151-153 West 19th Street New York, N. Y. 
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MANICURE SETS - TOURIST SETS 


TOILET SETS © LEATHER NOVELTIES 
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7 air is a dainty st 
Strong, black, and of a pears breed, 
Full of fue, and full of bone, 

With all his line of fathers known. ”’ 


FORTY-TWO YEARS 


Devoted Exclusively to the Manufacture of Pads for Horses 


BOVE is reproduced a copy of lithograph used almost forty-two 
years ago to advertise the Collar Pads made by this company. 











The accumulated experince of all these years is em- 


bodied in TAPATCO Pads as they are made today. 


We manufacture a complete line of Pads for Team Collars, Riding Saddles 
end Cart Saddles. Also a full line of Back Bands, both Padded and Burlap Lined. 


Our Tenth Campaign of Advertising direct to users, through the medium of Agricultural Publica- 
tions, is also under way and on a more extensive scale than ever before. This serves to further the 
interests of dealers and jobbers. 

Patented Hook Attachment 
Wire Staple and Felt Washer securely attach Hook to Pad. 





t. in U.S. 
USED ONLY ON TAPATCO. Demand this fastener.  Patcin' Gan 


TAPATCO 


HORS 
COLLAR PADS 


FOR SALE BY JOBBERS 


The American Pad & Textile Company 


Canadian Branch Greenfield, Ohio, U. 8. A. wy A ag Sm 


April 6, 1916 
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Dealers! 
Let 
Columbian 
Twines 
Increase 
Your 
Profits 





Large or small, heavy or light, packages entrusted to the care of the most careful trans- 
portation companies, require stout serviceable twine to keep the contents intact. And prac- 
tically every manufacturer ships thousands of packages every year. 

This illustration, for instance, shows how one of the large motor car manufacturers 
insures safe arrival of extras and parts. He knows they will arrive in’ good condition, for 
every package is securely bound with Columbian Twine. 

Dealers selling Columbian Commercial Twines may truthfully assure their customers 
that these Twines will give an extra measure of satisfaction, — being made in the big Colum- 
bian Mills with the same painstaking care that has made Columbian Tape-Marked Pure 
Manila Rope the leader in its field. 

Remember, Dealers, there is a real profit for you in selling Columbian Twines, for they 
have _ yardage, extra strength, and are right in price as well as quality. They are in real 
demand. 

Your inquiry will have our prompt attention. Write us today for full information and 
current price list. 


By Invitation Member | 


o 


Embiem of 


BUSINESS CHARACTER Auburn, ““The Cordage City” N. Y. 
of tae Uarid 
Alssociation 


Columbian Rope Company 


352-80 Genesee Street 











Las ins Branches: New York Chicago Boston New Orleans 





aii dite _——_* 


— 
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INCH 
INCH 
54 INCH es ie 


42 INCH 


- Poultry 
Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 














Farm fence. arinciples carried over into U. S. Poultry Netting construction have 

given to the trate the very type of netting necessary to economic construction and 

: long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 

ness:to U. S. Netting not found in any other type. Top rail and baseboard are en- 

: tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


ea U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
. galvanized before and galvanized after weaving, and is now 
furnished in*both 19 and 20 gauge wire. 


. Don't, through force of habit, order just poultry netting but insist upon U. S. 

» ‘Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satistied Dissatistied 
Customers Gustomers 
2 are an are a E 

Asset Liability? 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company > 


Muncie, : : : Indiana 
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You know the Old Adage: 


“Genius is the capacity for taking infinite 
pains, and success 1s the result of attention 
to little things’—-but 


Do You Know— 


WHAT “ATLAS” PRODUCTS are scientifically 
‘designed for the purpose for which they are to bé - 
used ; 


THAT THERE ARE OFTEN from 15% to 40% = * 
more tacks in a package of the:same Seem 4 than < 
are found in those of. other makes; - eR 1s 


THAT WHEN A JOBBER buys an inferior grade 
he does it because of the slight advantage in price, 
which he does-not pass-on to'the consumer ; and— 


THAT “A FLAS” GOODS can be bought as cheaply” : 
as any decently made goods; 


THAT WE DO NOT put the quality in our products 
to handicap ourselves by increasing the cost, but 
’ because it is right and necessary; 


THAT CONSTANT USERS of our products, such 
as shoe manufacturers and repairers, upholsterers, 
trunk manufacturers, etc., recognize this and are 
the largest contributors to our business; 


THAT YOU SHOULD specify “ATLAS” wae 
ordering from your jobber. 


“THE GREATEST QUANTITY OF QUALITY 
AT THE PRICE” 


ATLAS TACK CORPORATION 





Fairhaven, Mass. 


and 
St. Louis, Mo. 


AN 


Registered Registered 
Trade Mark Trade Mark 
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Send for this New and Dramatic. 





HOUSANDS of retailers saw it at the big Phil- 

adelphia Hardware Exposition, and it stopped 
all of them. The compliments we received were 
extremely gratifying. 


There are six pieces, as shown above, lithographed in 
eight colors and packed in substantial shipping 
cartons. 


With these several pieces and whatever extra stock you 
have on hand—wMi£iller Padlocks, night latches and 
cabinet locks, a Miller display panel, stand or counter 
carton, or all—you can easily fix up a window that 
will arrest the attention of passersby and bring many 
new customers into your store. 


Requests for this handsome trim are being received 
daily. We don’t know how long our supply will last, 
so be sure to send in your name as early as possible. 


If your stock is low, an order to your jobber, mailed 
at the same time you write to us, will bring both locks 
and trim at about the same time. Don’t be afraid to 
make the order a little larger than usual. The window 
will clear it out for you in jig time. 


A Night Latch Panel 
with 
New Features 


} IS unusually well finished, con- 
venient and complete. No. L6 
contains six night latches—Nos. 80, 
137C, 4978, 378, 178C and 64—a full 
range from the finest pin tumbler rim 
night latches to the least costly. 
Mounted on swinging Miller green dis- 
play board, size 8'’x23’’x1%"". Packed 
one assortment in carton, with screw 
eyes and hooks for mounting. 


No. L12, same as above with one extra 
latch of each type as stock. No. L18, 
same as No. L6, with two extra latches 
of each type as stock. 


A big building program still confronts 
us. We carry ample stocks of these 
latches to meet your requirements 
promptly. Each latch fully illustrated 
in Miller Catalog No. 29, now ready 
for mailing. Write for copy. 


MILLER LOCK COMPANY 


Originators of swinging metal 
display panels, metal display 
stands and counter cartons for 
padlocks. 


New Catalog No. 29 Now Ready. 


Established in 1871 
PHILADELPHIA, U. S. A. 


Write for Copy Today 


Miller Lock Window Trim 





PADLOCKS 
NIGHT LATCHES 
CABINET LOCKS 
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$398 


The New Retail Price of the Famous 

















ELECTRIC KAN 


The most astounding announce- 
ment made the trade since the 
Polar Cub Fan was first pre- 
sented. 


The 8-inch Polar Cub 
now retails at ....... $4.95 


A new ivory finished 8-in. 
Pos Gb at.:........ $6.50 


Distributors now have complete 
information. Write for name 
of one nearest you. 


Get Your Orders In Early 
There Won't Be Enough 
For All 


The A. C. Gilbert 


Company 
431 Blatchley Ave., New Haven, Conn. 
Polar Cub Fans Retail in Canada at $5.95, $7.50 and $10. 
Send for full information to 
The A. C. Gilbert-Menzies Co., Ltd. 
439 West King St., Toronto, Ont. 



































4? 


NATWIRE 


Bowl Strainers, No. 735 


The construction of this bowl strainer is 
typical of the complete line manufactured 
by Wickwire Spencer Steel Corporation. 
On all Natwire strainers the wire cloth is 
first securely bound with a tin binder, then 
set into the wide rim and made firm and 
perfectly smooth. Note the handle wire is 
carried around the bowl, welded, and en- 
tirely covered by the tin binding. For 
complete information address Depart- 
ment A. 





Wickwire Spencer Steel Corporation 


General Offices 
41 East Forty-second Street, New York 


WORCESTER BUFFALO PHILADELPHIA DETROIT CHICAGO 
SAN FRANCISCO LOS ANGELES 
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“Copper King” Kettles 


—keep your whole copper line moving 


“Copper King” Kettles move off your 
shelf fast. And it’s always the items that 
keep moving that pile up profits. 


The Rome “Copper King” Solid Copper, 
Nickel Plated Tea Kettle is the biggest 
bargain in copper ware ever offered. It 
can be sold for $1.49 (on and east of the 
Mississippi River) and $1.59 west of the 


Mississippi. efit te 





It will introduce your RomeCopper Ware 
line and quickly build your sales in Rome 
Percolators, Tea and Coffee Pots, Dip- 
pers, Inset Pails, Wash Boilers and Tea 
Kettles of other types. ay 


Your store will get endless word of 
mouth advertising by putting “Copper 
King” Kettles on sale. Every woman 
buyer will tell her friends of the “Copper 
King” bargain. Once they see the real 
value in this copper kettle they will want 
other items in the Rome Copper Line. 


Most women have always preferred cop- 
per ware. Now they may have it at a 
price that is no higher than that of 
utensils made of inferior metals. 


Ask your jobber—or write us for cata- 
logue and prices. 


ROME MANUFACTURING COMPANY 
Office and Factories: ROME, NEW YORK 


Branches: 
New York, 342 Madison Av. Seattle, 302 Pioneer Bldg. 
Chicago, 1431 Lytton Bldg. Boston, 60 India St. 
San Francisco, 610-614 Wells Fargo Bldg. 
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\ HYATT ROLLER BEARINGS 


Coldwell has a complete, dependable 
and profitable line for all lawn mowing 
requirements in your town. 
> Your Park and Cemetery Superin- 
> tendents, also Golf Club Committees, are 

investigating Lawn Mower equipment 
now. Our complete line enables you to 
fill their requirements. Forward a list - 
: of your prospects and let us help you 4 
5 close with them. | < 


| COLDWELL 


DEPENDABLE LAVN MOWERS 
_ Hand Florse, Motor & Gang 


COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U.S. A. 


FACTORY BRANCHES—DES MOINES, Iowa: 319 South West Fifth St. CHICAGO, Ill.: 4139 West Kinzie St. 
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The screen that — *  nailltim 


This vs “the baffle screen”’ that 


Seater Sats eae teh Mite 5 tain eee aN ake Se ee ee ee ee eR 


vd breaks up the aur currents, 
steadies the flame eo 


OU know that it is more important to con- 
trol heat than it is just to create heat. 

How does the screen which is illustrated above 
control the powerful Florence flame? As the dis- ae 
tributor becomes heated, the air is drawn in { 
through the opening or well in the center of the 
tank. This steady air current, striking the holes 
in this “‘baffle screen,” is thoroughly broken up 
and distributed evenly above and inside the 
circle of flame. The main current, striking the 
top of the distributor, which is curved downward, 
is forced in an even, powerful draft along the 
under side of this top and reaches the flame at 
its hottest point. 


Another exclusive Florence feature is the new 
porcelain enameled heating drum, which is rust- 
proof, everlasting, and sanitary. Radiating much 
more heat than does plain steel, it throws this 
heat on a lower plane —where it will do the 
most good. 

You must see this new Florence Heater. Noth- 
ing quite so good has ever been offered you before. 
Watch for next month’s educational story. 


FLORENCE STOVE COMPANY, Garpner, Mass. 


Dept. 752 
Makers of the Famous Florence Oil Ranges 


FLORENCE 


OIL HEATERS -. 
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No. 405 (Brewster Green enamel—gallon 
size), ee 


Retail prices of the new Aladdin “DeLuxe” $ 
Models (polished aluminum and ebony jackets 
—lined with heavy heat-resisting ovenware 

glass): Gal. size now 50; 2-qt., $7.50. 50c $5.50 
more in Denver and Western territory. All in Denver 
jars $2.50 more in Canada. and West 


Aladdin Industries, Inc. 
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The Largest 
Selling 


Large 
Thermal 
Jar! 
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ORDER NOW! 


Think what'll happen when this immensely larger 
nation-wide Aladdin Advertising Campaign cuts 
loose in April! Splendid call, quick sales, quick 
profits—for dealers who have Aladdin Jars, the 
o largest selling and best large Thermal 
Containers. This is a,word to the wise. Order at 
once through your jobber. Clinch your profits. 
Nothing else comes within gun-shot of an Aladdin 
Jar. You must have genuine Aladdin Thermal- 
ware Jars to satisfy your trade. Be prepared! 
No time to lose! Order at once! 


laddin 






Patentedieakproof, 
Thermatware Aladdin 
hermalware Neck-Seal. 





Guaranteed ~ — 
unsanita 


me ‘Ledeen, Ex: 








clusi 











of 


Non-porou 
ua a ith en i) 
vitrifi rce- 
lain - like inner 
jar - glassy 
smooth. Exclu- 
sive! No cracks 
or crevices! 
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CAt the Sign of the Red Wheel 


bn success of any retail establishment, regardless of its size or location, depends upon a 
reputation for selling good merchandise at a fair price. One of the best and ~~ way to 
build up this kind of a reputation is-to sell articles that are nationally advertised. 


The buying public of America knows that established 
organizations do not spend hundreds of thousands of 
dollars annually to advertise a product unless that 
product is worthy of the advertising investment, and 
the Company able to “make good” when unavoidable 
conditions interfere. 


For more than a generation the several divisions of 
American Stove Company have been manufacturing 
oil stoves. And the Lorain High Speed Oil Burner is 


the capstone of this great pyramid of experience,’ fort, 
investigation and investment. 


Any dealer will benefit himself by recommending and 
selling Oil Cook Stoves equipped with this famous 
burner—marked with the world-known Red Wheel— 
found only on the finest merchandise made by Ameri- 
can Stove Company. ° 


It’s a good sign to put over your door. 


AMERICAN STOVE COMPANY, ST. LOUIS 


GUARANTEE 


Should the innercombus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, 
replacementwill be made 
entirely free of charge. 


READ THE 








Many famous makes of Oil Cook 

Stoves are now equipped with Lorain 

High Speed Oil Burners, including : 

Direct Action — National Stove 

iv., Lorain, 

New Process— New Process Stove 
Co. Div., Cleveland, O. 

Quick Meal — Quick Meal Stove 
Co. Div., St. Louis, Mo. 

— Jewel —George M. Clark & 


Div., Chicago, Ill. 
Sinenitiine-Tenaten Stove Co. Div., 
Cleveland, O. 
1924 
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o LORAIN BURNER FOR THE 
GUARANTEE REO WHEEL 


LORAIN Ss;0IL BURNER 
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The Positive Lock 


This patented lever lock makes it easy 
to put them on and to take them off. 
It takes up slack; thus saves wear on 
tires and chains alike. No lost chains 
—no loose chains. OFF’N°ON has a 
positive locking device. 





The Slip-on Link 


This patented slip-on link makes it 
easy to take off worn-out cross chains 


and put on new ones. 

A child can do it. OFF’N’ON 
Chains, with these special devices, 
cost no more. 


Easy to put on 
Easy to take off 


Stay Tight—Wear Longer 


HE patented lever lock makes it a job of 

only a few seconds to put the chain on so 

that it will stay tight. The lever action of 
the lock makes tugging and pulling unnecessary. 
So simple that a child can do it. A tight chain 
wears longer than a loose one. No unnecessary 
noise and no unpleasant labor. 

The patented “slip-on” link makes it possible 
to replace old cross chains in a moment. 

Motorists are interested as soon as they see 
OFF’N’ON Chains. 

These new features will make it so easy to be 
safe that motorists will try OFF’N’ON Chains 
rather than condemn chains indiscriminately. And 
the price is no higher than other chains. 

Write for circular and price list or order from 
your jobber today. A complete set of extra cross 
links can be sold with every chain. 


PYRENE MANUFACTURING COMPANY 


Makers of Pyrene Fire Extinguishers 


520 Belmont Avenue, Newark, N. J. . 
Branches: 
CHICAGO ATLANTA KANSAS CITY SAN FRANCISCO 
17 So. Jefferson Street 164 Spring Street 2010 Grand Avenue 977 Mission Street 
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What Keeping Posted on Current 
Market Quotations Means to 
Hardware Dealers 





A one merchant put it, “Before goods 
can be sold right they must be bought 





right.” 
Did you profit onthis Money made at the buying end is 
price advance? _ equivalent to money made at the selling 
[ROPE ADVANCE LIKELY end. oh 
Hesie' herbaoan’ wnsket’ bellgve, tent This is a fundamental of successful sell- 
| price advances are likely within a few ° 
| weeks on manila rope, Ing today. 
| Some jobbers believe that manila ; P 
| relly ops cry yn Ml laa We have reproduced a specific example 








of the way in which Hardware Age 
Weekly Market Reports help you buy and 





» although not. 


No change reported in ssa sell advantageously. Hardware Age told 


cago 


its readers three weeks .in advance that the 
rope market was becoming tighter and 
that a price increase was imminent. Were 
you one of the merchants who profited by 
this preliminary information? 








Hardware Age is the only hardware 
business paper which furnishes a nation- 
wide market service. Being published 
weekly it gives this important price infor- 
mation while it is fresh and useful. 


Current prices, trade reports and gen- 
eral market conditions are _ reported 
weekly from every principal manufactur- 
ing and jobbing center in the United 
States. 


Keep posted every week through Hard- 
ware Age. 
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Good Machinists 
ask for “Starrett” 


They know Starrett 
, Tools are easy to read, 
easy to use and 100% 
reliable. 


That’s why they’re preferrea 
by good machinists. Starrett 
Tools are good tools to own 
—and good tools to sell. 


Write for Catalog No. 22 ‘‘A’’ and the 
Supplement describing the new Starrett 
Tools. 


THE L. S. STARRETT COQ. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 
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When Ordering Garage Hardware 
Remember ~ 


Although builders recognition and acceptance 
may prove National Builders Hardware the 
Standard Line of Quality—the real profit for the 
Hardware Dealer lies in National Service— 
Prompt Shipments Direct from the manufacturer. 


NATIONAL MFG. CO. Sterling, Il. 
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No. 801 Garage Door Set 


A very popular set for the trade that considers both service and economy in 
Garage Hardware... The Complete Set consists of the following, packed in 
a neat strong carton, with screws. ' 


3—pairs No. 840 Reversible “‘T”’ 1—No. 5 Door Pull 


Hinges (8 or 10-inch) =” 
1—No. 820 Chain Bolt ean Se ee 
1—No. 830 Foot Bolt 1—pair No. 40 Padlock Eyes 


Can be furnished in the following finishes: Japan, Dead Black Japan, 
Sherardized and Sherardized and Dead Black Japan. 


Our Complete NATIONAL Catalog Upon Request 
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Figures for Daily Use* 


TURNOVER HAS A BIG EFFECT ON YOUR INVESTMENT | 








Cost of goods for | month . Pe eae age 0, Beng Se $100.00 

Markup on selling price 3314% BO ae ee 50.00 
BOOMs Somene ONS i a a A ek $150.00 

Margin . san (a eee ee pee $50.00 

25% Overhead Pg a eee” SE oO ak aw a 37.50 





$12.50 net profit at 12 Ties per year is = $150. 00 or 150% on your original invest- 
ment of $100.00 for | month's supply. 


BUYING SIX MONTHS’ SUPPLY TO SAVE AN EXTRA 10% 





Net Profit. . . aie $12.50 | 
| 
| 











| 
| | 6 Months’ Supply . gee ke ee oe ae Cee $600.00 
Hil ne on selling price 3314% ee eae a ee as 300.00 
| | ee ee NO i ak ee $900.00 
Cost of Goods . :°. ARB a ieee $600.00 
RA og fo Flas hp tige igs ert Gristigl gk BEA 60.00 540.00 
Margin . wee gg! 360.00 
25% Overhead on ' Sales OS pees Se SR a 225.00 
6 Months’ Net Profit... $135.00 


$135.00 Net Brg at 2 Pisses per year eels $270. 00 or 50% on your original 


investment of $540 


HOW -ONE ADDITIONAL TURNOVER AFFECTS YOUR PROFITS 












































Average inventory at selling price . . . . . . . $10,000.00 
SE TI Gey Sue ge ewig "age eke gg gS he 30,000.00 
$10,000.00 into $30,000.00 — 3 TURNOVERS 
eR a ee oe air ee ee ih ig No et S ee a eee 
Markup gt pu RECN US 7 Co 8 OMe Se Sa as Eh ae er ore 30% 
Margin . Dice RL eS 2 Soke et ow ae Ce 
Overhead Expenses SS eS goa eager ee aie 6,600.00 
Net Profit ; Wee ee oe i. 2 rn 
Average inventory at selling price me Le ae eer _ $10,000.00 
pS OR aa ee Se ee ee 4 
I ok a8 By Pn ag a ig 8 eo ert a $40,000.00 
Markup Re ieee Gre ene ded Se rg RLS ge ag eg meg 30% 
Margin . Fe ee sre pg eee) ge gs RN oh $12,000.00 
Overhead Expenses ABS Soar ae oe ie ees ae 6,600.00 | 
Net Profit. . . $5,400.00 ° | 
BY INCREASING YOUR “AVERAGE SALE YOU WILL SHOW | 
A BIG INCREASE IN YOUR PROFITS | 
a foie 8 ee Seater ee BURA PN gg tea See $80,000.00 
Average Sale . SI EN erg a gg See .70 
I SR cSt sieges SP A SR $56,000.00 
(IE OSSETIA aes te a eee ee ae 
EE ESE ON EN 53,675.00 
Net Profit PTA: I nates re ea ee ee © Ft NS NL ae ce $2,325.00 
aR Se a Oe US 1 SE ee mS SU $80,000.00 
TS kn Ga gS hs ee ge 807 
RI 1 ng ke SE ee gg gk eee $64,000.00 
ees fire ey iG. ERE wk el tw ee 
Cee Dieemede gs ais ce ew + lf} oe es 56a 
OES STL Tel ME CCU TLR ie ee en $4,325.00 


* Figures used by W. G. Pearce, field secretary Pasha Ass'n, in a recent address to hardware 


retailers at Philadelphia. 
¢ Or 10c increase per customer. 
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HE security of the 
retailer depends on 
his knowledge, courage 
and initiative. 
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I was recently in the paint 
department of a hardware store 
that has the reputation of having a 
large paint turnover, and I was interested 
in observing the way a clerk sold a can of 
varnish to a lady who was evidently curious to 
know something about using it to the best advantage. 
“Tell me,” said the lady, “something about the best 
way to prepare the wood before using the varnish.” 
“You should thoroughly clean the wood before at- 
tempting to remove any of the old varnish,” answered 
the clerk, and as he said that he reached for a little 
booklet and handed it to his customer. 

“This tells you all you want to know,” he informed 
the lady, “and a lot of other things about varnish 
you’d never think to ask.” And with that he wrapped 
her can of varnish, said nothing to her about a brush, » 
took her money, made change, and let her go out of 
the store without any further comment. 

As there were several other customers in the store, 
I stepped aside to wait until the proprietor was free 
to talk with me. So I walked over to the counter and 
took one of the little booklets that I had seen the 
clerk give to the lady. And in looking into it I found 
it to be full of pointed instructions about cleaning 
wood before applying varnish. 

“A satisfactory finish cannot be obtained,” the little 
booklet informed me, “unless all dirt and grease is re- 
moved from the surface. If you use scouring powders 
or other cutting agents and water, be sure to rinse 
the wood thoroughly with clear water. Allow the 
wood full time in which to dry. Twelve hours is 
renerally ample in a well ventilated room, though if 
in doubt it is wise to allow eighteen to twenty-four 
hours.” Then I read about removing the old finish. 

“This need be done,” continues the booklet, “only if 
the old paint or varnish is cracked or marred. The 
best results are obtained by applying a liberal] coat 
of paint and varnish remover with an ordinary paint 
brush. When the finish becomes soft, remove it with 
a putty knife, scraper or other blunt instrument. 
Wash the surface clean with cotton waste or cloth 
soaked in benzine or gasoline.” 

This is all very interesting, I thought, and as I 
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glanced through the pages my eye caught sentences 
such as the following: 

“In cleaning crevices use a stiff brush dipped in 
benzine.” 

“Open-grain woods, such as oak, mahogany, walnut, 
etc., require filling before finishing because their wide 
pores interfere with securing a smooth, even finish. 
The woods should be first sanded thoroughly, dusted 
off clean, and then coated with the proper color of 
paste wood filler.” 

The little booklet was a veritable storehouse of 
information and all that the clerk had claimed it was. 
But— 

If the clerk had told his customer these things 
wouldn’t it have made a more substantial impression 
on her mind? Wouldn’t she have felt that she had 
been compensated, in a sense, for having purchased 
her paint at that particular store? Wouldn’t that 
indefinable quality which we call the human element 
have entered more largely and more beneficially into 
the sale? 

Of course, I realize that these are busy times and 
that time is valuable. But I cannot dismiss the belief 
that it is one of the functions of a merchant to give 
his customers information about the merchandise he 
sells them. The distinction between a merchant and 
a storekeeper is very evident when this test is in- 
troduced. - 

The security of the retailer depends on his knowl- 
edge, courage and initiative. One of his greatest assets 
is his individuality. When a store gets so large that 
it ceases to represent the distinctive personality of its 
owner, it becomes an abstraction, something a little 
vague in the public mind. That is probably why you 
find customers insisting on a particular salesman serv- 
ing them, because he represents a distinct personality, 
an element of individual and personal service, an un- 
derstandable entity in flesh and blood, whereas the 
company is but an abstract term, a symbol, without 
life or power or potentialities except what is con- 
tributed to it by the men who make it possible. 

The growing tendency of clerks and dealers to let 
others do their thinking for them and to function 
after the fashion of automatic slot machines is a 
serious matter if the influence and the security of 
the retailer is to be maintained. So I would repeat 
again: Brush up on the things you sell, so that you 
ean think and talk intelligently about them.—C. D. 
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Fig. 147 








Fig. 148 





known as “casements.” These are sash hinged 

at the side. They may have one sash to the 
opening known as “single” or they may have two, meet- 
ing in the center and known as “pairs.” Casement 
sashes may open in or out. If they are in an unpro- 
tected location they should, if possible, open out as it 
is quite difficult to build them to open in and be weather 
proof as rain storms are likely to beat in and do 
damage. 

When they open out the butts should be “fast joint” 
and should be made of brass, but they need not be 
highly polished. Should brass be too expensive then 
they should be of galvanized iron or steel with brass 
pins so that they will not rust and be difficult to oper- 
ate, If the sash opens into the house the butts must 
match the other hardware and they may be “loose-pin.” 
In determining the size to be used, study carefully the 
natural position the sash will take when open and 
use a width of butt sufficient to accomplish this. There 
is no advantage in having the butts wider and more 
conspicuous than is absolutely necessary. 

When the sashes are opened either in or out they 
should be controlled and held in the desired position, 
and in order to accomplish this, there are many types 
of “casement adjusters” made. The most common of 


r [in second most common form of windows are 
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them for sashes opening out, is a rod having a hinged 
foot at one end to be fastened to the sash, and a 
swivel guide, with a thumb screw for clamping, to be 
fastened on the sill (Fig. 146). As the sashes are 
opened the rod slides through the guide and can be 
clamped in any desired position. For sashes opening 
in the device is quite similar except that the foot is 
fastened to the sill and the swivel clamp guide to the 
sash (Fig. 147). Both of these are made in several 
weights and lengths in order to be suitable for light 
or heavy sashes of different widths. The cheaper ones 
have round rods while the high grade ones usually 
have square rods. The principal objection to these is 
that they take too prominent a place on the window 
sill, but their simplicity and efficiency is much in their 
favor. 

When something slightly less noticeable is wanted the 
swivel clamp is made to move in a slatted plate placed 
on the sill (Fig. 148). These are made only for sashes 
opening out. There is another kind known as a “fric- 
tion holder or adjuster.” 

The most popular form is in the way of a tube and 
rod (Fig. 149). The tube is secured at one end to 
the sill or soffit of the frame by means of a hinged 
foot and the rod is similarly 
secured at one end to the > 
sash while the other end of 
the rod slides back and forth 
in the tube. There is a fric- 
tion device where the rod en- 
ters the fube that makes it 
necessary to use some force 
to push the rod back and 
forth in the tube as the sash 
is opened and closed. The 
friction is sufficient to hold 
the sash in any position. In 
the better holders of this 
sort, the friction device is 
adjustable partly to suit the 
pressure required to move 
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Left—Fig. 149 


Right—Fig. 150 














Right—Fig. 151 
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the sash, and partly to take up whatever wear there 
may be. The style of holder is frequently placed at 
the top of the sash instead of on the sill, and when 
so placed has the advantage of being out of sight 
and out of the way of draperies. 

There have been made a number of what are known 
as “concealed adjusters.” These are usually placed 
under the sill and should have room provided for them 
as the house is being built. When the sash is closed 
the adjuster closes in under the sill out of sight with 
only the operating handles showing. One of the 
difficulties encountered with these is that they are apt 
not to be very rigid and allow the sash to rattle with 
the wind. Again they are not very easy to apply and 
are rather expensive, all of which tends to curtail their 
use. 

When casement sashes are in pairs they should be 
rabbeted where they come together to insure their 
being weather-proof. The sash closing first should 
be fitted with a bolt at the top and bottom. As there 
is not much wood in the sash it is better to use bolts 
to be applied to the surface such as was shown in 
Fig. 106, rather than to be cut or mortised into the 
wood. For light sashes a simpler but 
lighter one (Fig. 150) may be used. 
The top bolt should be long enough to 
be within reach for operating. For 
heavy sashes a combined top and bottom 
bolt, a “Cremorne bolt,” shown in Fig. 
107, may be used. This bolt may be 
placed on the iast sash closed and there- 
by eliminate the necessity for any other 
fastener. Cremorne bolts are operated 
by a knob or lever handle placed in a 
convenient location. The rod from the 
handle to the top is often longer than 
that from the handle to the bottom. 

There is still another device made 
for securing casement sashes at both 
top and bottom—it is known as an “Es- 
pagnolette bolt or bar” (Fig. 151). This 
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Fig. 154 





Fig. 155 


Below—Fig. 156 
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consists of a long rod, or bar, with hooks at top and 
bottom so that by turning the bar with the handle 
the hooks are made to engage in keepers and draw the 
sash tightly closed. The keepers may be as shown 
for sashes opening in or they may resemble little 
posts around which the hooks engage when the sash 
opens out. The particular style of strike to use de- 
pends on the trim at top and bottom. In an “Espagnol- 
ette bolt or bar” of the type shown, the bar may be 
turned when the handle is raised, but is locked when 
the handle is down. There are simpler styles in which 
the handle engages in a keeper when in a locked 
position (Fig. 152). Cremorne bolts and Espagnolette 
bars may be used on single sashes as well as on pairs 
of sashes. . 

There are many styles of “casement fasteners” and as 
they are all made to serve the same purpose their 
difference is largely in design or weight. For light 
casements one something like that shown at Fig. 153 
may- be used—for heavier sash one like Fig. 154 
is good. Fig. 155 shows an English pattern that is 
both effective and good to look at, but it is “handed”— 
that is, the same one cannot be used on either a right 
hand or left hand sash. There are three general styles 
of keepers or strikes for casement fasteners (Fig. 156) 
one of which will usually fit. Care must be taken to 
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Left—Fig. 152 








Left—Fig. 153 


Right—Fig. 157 
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Fig. 158 





select the style strike suited to the detail of the sash 
for which it is intended. 

When casement sashes extend to the floor they are 
usually known as French windows, but are used as 
doors. They may be hung with the same kind of 
butts as casement sashes. Since they are used as 
doors they are usually secured by a narrow stile lock 
of duitable size, operated by a knob and lever handle. 
When in pairs a Cremorne bolt for the sash first closed 
makes a good job, 
or they may be 
fitted with surface 
bolts at the top and 
bottom. In order 
to insure security 
a surface bolt may 
be used at the top 
and bottom of each 
sash and the bolts 
on the sash which 
carries the _ lock 
may be “bolted” 
only at night or 
such other time 
when the security - i 
is desired. Of : 
course, when so 
bolted the sash can 
be opened only 
from the inside. 

Sashes are some- 
times “pivoted” at 
top and bottom or 
at the sides, so they 
may be turned on 
the pivots. This is particularly good for heavy sash 
as they are balanced and for that reason more 
easily operated and controlled. Exterior pivoted 
sashes are usually rabbeted to make them weather 
proof. For such sashes what is known as a rab- 
beted pivot (Fig. 157) is used. They are made 
in iron and brass or bronze. They open and close 
much the same as do a pair of shears. They are 
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ness of the common rabbet. These pivots must be 
of the same width as the-~thickness of the sash. 
Some pivots of this sort are made with a friction 
spring washer (Fig. 158) calculated to hold the sash 
in several different positions when open. The applica- 
tion of a rabbeted sash center is shown at Fig. 159. 
When sashes are not rabbeted a pivot style (Fig. 
160) may be used. Sashes pivoted at top and bottom 
may use the same adjusters and fasteners as are 
used on casement sashes. For this type of sash there 
is a pivot device made with a heavy lever for elevat- 
ing the sash above the rabbet so that it may be turned. 
When closed it is let down and becomes weather proof. 
Interior sashes pivoted at the sides may be hung 
on pivots with one end open so that the sash may be 
removed (Fig. 161) or with a surface pivot (Fig. 162). 
Sash pivots are often known as “sash centers’ because 
they are mounted in the center of the sash. 

Sashes over doors and windows are known as “tran- 
soms.” They may be hinged at the top or at the 
bottom, or may be pivoted at the ends. They may be 
operated from the 
floor by means of 
a device known as 
a “transom lifter,” 
which is made with 
a rod carried down 
to within 4 ft. of 
the floor so as to 
be within easy 
reach and control. 
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on a separate rod 
(Fig. 164) should 
be used, as with it 
one has much bet- 
ter control of the 
transom. ' It is sometimes desirable to have exterior 
transoms, hinged at the top and opening out at the 
bottom. This requires a lifter having the arm made 
so that it will push the bottom out as the rod is 
pulled down (Fig. 165). It is very unusual to have 
sashes hinged at the bottom and out at the top as 
this arrangement affords no protection from weather 
and drafts. When sashes are hinged at the top and 


(Continued on page 68) 
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The paint department of the Rechlin Hardware Co. is neat to the housefurnishings section and the arrangement is a sure-fire profit- 





maker for the store 


Paint Plus Housef urnishings 


—A Good Bet f or Springtime 


| HEN the ‘Rechlin Hardware 
W ow. Bay City, Mich., sells 
paint it treats all customers 
alike with respect to price. The firm 
has but one price for each item, and 
it advertises the fact and sticks to 
it. Rechlin’s turns over about $15,- 
000 in paints annually, and the 
firm’s selling policy has undoubtedly 
helped bring about this result. 
During the early spring the 
thought of house-cleaning is para- 
mount in the mind of every house- 
wife throughout the land—and Bay 
City is no exception to the general 
rule. People visit the store to 
obtain brooms, mops, _ dusters, 
sweepers, vacuum cleaners and the 
many other articles essential to the 
process of spring cleaning. They 
are in a receptive mood for anything 
that will add to the cleanliness and 
improve the general appearance of 
their homes, and it’s only natural 
that they think of paint at such a 
time. The housefurnishing depart- 
ment in Rechlin’s is on the main 
floor at the rear of the store and 
the paint department is situated at 
the left of it. It’s an easy matter 
for a customer to turn from house- 
furnishings to paints and that is just 
what the customer usually does, with 
the aid of one of the firm’s salesmen. 
Women are particularly susceptible 


to paint sales efforts during the 
spring season and the Rechlin sales 
force is fully aware of this fact. 
The city-wide sales survey which 
this firm made, which was described 
in HARDWARE AGE, issue of May 24, 
1923, and was mentioned at the re- 
cent Indiana convention, included 
paint needs in addition to many 


others. Frequently when a customer 
is purchasing something in the 
housefurnishings department, the 


salesman has an opportunity to 
glance at the customer’s survey card, 
and get a line on her paint needs. 





SELL 
PAINT! 











y/yaen the housewife comes 
into your store at this season 
of the year she has her mind 
filled with spring cleaning. Any- 
thing that means cleanliness looks 
good to her. This being the case, 
don’t forget to talk paint to her 
at every opportunity. It’s worth 
while. 














This usually furnishes him with a 
number of excellent sales arguments 
and makes it an easy matter for him 
to sell. 


The Rechlin Hardware Co., is a 
firm believer in daily newspaper ad- 
vertising and attractive window dis- 
plays, and sees to it that the people 
of Bay City are fully apprised of the 
quality and quantity of its paint 
stock. Incidentally the store itself 
is always well painted, which proves 
that it practises what it preaches. 

The tie-up of housefurnishings 
and paint is a decidedly good one for 
they are closely aHied departments, 
particularly in the spring. During 
the vernal months the ladies are on 
the lookout for anything that will 
help make the home neat and clean, 
and when it comes to neatness and 
cleanliness paint is the dealer’s best 
bet. Remember that when you sell 
housefurnishings for the _ spring 
housecleaning season, that it is time 
to get busy with your paint ammuni- 
tion. If you can’t close a sale on 
paint, then and there take the cus- 
tomer’s name and inaugurate a paint 
selling campaign for her particular 
benefit. Do this and when she is 
ready to buy paint it will be a fore- 
gone conclusion that your store will 
be the one from which she will buy 
it. 
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The Economic Progress 
of Simplification _ 


By E. W. MceCULLOUGH 
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ized effort have ‘been con- 
centrated upon waste in in- 
dustry, as revealed by the investi- 
gation instigated by Secretary of 
Commerce Hoover and developed by 
the Federated American Engineer- 
ing Societies. Activities were 
launched almost simultaneously and 
cooperatively by thé Fabricated Pro- 
duction Department of the Chamber 
of Commerce of the United States, 
the Division of Simplified Practice 
.of the Department of Commerce, the 
American Engineering Standards 
Committee, and with the sympathet- 
ic cooperation of engineering organi- 
zations in general, technical journals 
“and trade association periodicals. 
‘The three agencies mentioned 
planned their joint efforts so as not 
- to overlap, so that, during the period 
mentioned between 300 and 400 com- 
modity lines have received attention. 
It was first necessary to arouse 
each class of industry to the fact 
that waste actually existed. This 
was accomplished largely through 
‘ transmitting to them the experiences 
of other lines. Then a committee or 
“key man” was found to undertake 
the making of a survey or analysis 
of conditions. In due time the forth- 
coming report gave enough of a 
cross-section of the industry to in- 
dicate that further activities were 
justified. 


Help of Trade Associations 


Nias three years of organ- 


It was found, where lines had 
formed trade associations, that the 
work not only of organizing investi- 
gations, but giving continuity to this 
undertaking, progressed more rapid- 
ly and_e satisfactorily. The  sec- 
retaries of these organizations soon 
caught a vision of the possibilities 
-of worth-while economies and co- 
eperated splendidly in carrying such 
projects through to consummation. 

From the beginning it was made 
clear to the industries that none of 
the cooperating agencies mentioned 


Many Industries 
Have Eliminated 
Five-Sixths 
of Number 
of Varieties 
Formerly Used 



































had any arbitrary power, but simply 
were offering their helpful services 
in the elimination of wasteful va- 
rieties and practices. Even the in- 
vitations of the Secretary of Com- 
merce that members of an industry 
come to Washington for a confer- 
ence meant nothing more than offer- 
ing them facilities to serve their 
own best interests and the public 
as well. It was only after these re- 
lations were understood by industry 
that real interest was aroused and 
progress made. 
While most lines approached read- 
ily admitted that too many varia- 
tions of sizes, styles and kinds were 
being produced, it was quite another 
thing to bring about unanimity of 
views as to what should be dropped 
and what retained. Here also arose 
the usual clash between the sales 
and manufacturing departments, 
and in not a few instances was it 
necessary to retain many more va- 
riations than the situation war- 
ranted; but the wisdom of “making 
haste slowly” was duly appreciated. 


Progress Has Been Gradual 


There were notable instances of 
this in the clay products lines, where 
certain sizes and kinds of brick were 
continued for a year or two, not- 
withstanding they were not needed; 
yet certain conditions in the selling 
field seemed to justify holding them 
for a time. In fact, narrow self-in- 
terest has been the greatest hin- 








drance to progress in most lines and, 
while the responsibility has frequent- 
ly been thrown upon the consumer, 
the burden of proof in most in- 
stances should rest upon the pro- 
ducers. 

Standardization, closely linked 
with simplification, has in no small 
way also hindered the movement, 
especially through its being wilfully 
misinterpreted by writers for the 
public press. It has been charged 
that many important commodities 
were being reduced by hard and fast 
processes to standards so rigid as to 
eliminate the possibility of freedom 
of choice by the purchaser. Claims 
are also made that this effort would 
tend to kill initiative and bar the 
progress of inventive genius. All 
of this is not only erroneous, but to 
a degree malicious in checking many 
worth-while savings, where credence 
has been given to such statements, 
especially when emanating from 
seeming high authority. 


It Clears the Path 


If simplification means anything, 
its operation clears the path for in- 
ventive genius and improvement, 
reducing as it does the volume of 
dead or slow-moving stocks of both 
materials and finished products. It 
is a step also in the direction of 
learning what the consumer’s real 
needs are and through efficient pro- 
duction, satisfying those needs at 
the lowest possible cost. 

It would seem that this whole 
effort should have been unnecessary, 
and that it really reflects discredit 
upon those engaged in industrial 
management and direction, because 
these elements of waste, since at- 
tention has been directed upon them, 
are so self-evident in many lines. 
But a more careful examination of 
the situation exposes the fact that, 
in conducting a manufacturing plant 
in such a manner as to give its sell- 
ing agencies the greatest possible 
liberty in securing business, it was 
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not possible always to eliminate the 
obviously unnecessary, at least when 
first apparent. 


The Shibboleth of “Service” 


For several years prior to the war, 
“service” was a common trade slogan 
and most industries went far in sat- 
isfying the consumer, so much s0 
that factories began to degenerate 
into made-to-order shops and, to 
account for the extra expense heaped 
up in increased production costs and 
overhead, new activities were 
created to pass this burden on to the 
consumer. This wonderful service 
was continually dinned into his ears 
to drown any protest against in- 
creasing prices. 

This lasted until the post-war 
boom, when price for a time was lost 
sight of in the anxiety due to the 
belief, created with little foundation, 
that there was a tremendous short- 
age of all commodities. We are just 
now emerging from this confusion 
and are beginning to realize that the 
consumer is “gun shy,” fearing 
neither possible shortage nor that 
present prices will be greatly en- 
hanced, but rather looking anxiously 
and continuously for indications of 
economies as forerunners of lower 
prices, 

The solution of these waste stud- 
ies through simplification and stand- 
ardization has been largely in lines 
other than those involving the ele- 
ment of style—that is, in particular, 
those related to personal wear. Lines 


a 
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which consume largely iron, steel 
and most of the metals received early 
attention; and with them might be 
listed clay products and ceramics 
generally, paper, wood products and 
many composite lines closely allied to 
them. The explanation for this rests 
largely in the fact that most of these 
lines may be included in the category 
of commodities where personal 
examination in making selections is 
not essential (as would be the case 
of those commodities for personal 
consumption), and which  con- 
sequently are non-resistant to the 
proposed changes. 


A Measure of Performance 


In tracing the economic benefits 
of this work of simplification, it is 
perhaps easier to visualize it through 
the use of percentages, the following 
percentages applying to varieties 


dropped from the several lines 
named: 
Per Cent 

De GREG. ..o- cece sve ndonecere 5 
Fruit and vegetable baskets... 86 
CI es Side wah ad 6 wee Co 2 0 02 83 
Hammers, axes, etc..........-. 72 
EAR EP PS Pr er Pee 96 
0 SE a ee Ee a eee 85 
EE PE. 9 5 495-064 000693 484 H- 


Shotgun shells 
Woven wire steel fence....... 85 
Automobile tires 


These are typical of a number of 
other lines in which the elimination 
percentages extend from 25 to over 
90. Some of these records were 
made by entire lines, others by in- 
dividual initiative. 

It would be gratifying if it were 
possible to insert a table here which 
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would indicate the monetary econo- 
mies accomplished, the effect on 
lowered stocks of materials and 
completed products, as well as the 
savings made in warehouse rentals, 
taxes, insurance, handling charges 
and quickened turnover, but in most 
lines it is too early to do this 
adequately. The conditions under 
which simplification is carried out 
render it difficult, if not impossible, 
to trace such savings through an in- 
dustry, and it is not always easy 
even in its application to individual 
cases, yet’ the study is well worth 
while and justifies the effort. 

One of the greatest obstacles in 
getting such figures is the fact that 
all eliminations can not be made in 
a plant simultaneously, but must be 
done with due consideration to both 
the stocks of materials and finished 
goods on hand. Consequently, in 
making a reckoning of this kind, 
comparison will have to be made be- 
tween the period before changes and 
the period when all simplification 
has been put into effect. During the 
interim, however, account may be 
taken from time to time as. to quick- 
ened production schedules, prompter 
shipments, lower stocks carried both. 
at factory and distributing points 
and of the improved conditions as 
to turnover by all three—factory, 
wholesaler and retailer. 


Savings in Woven Wire Fence 


This difficulty in measuring the 
extent of the benefits which accrue 











Dh W. McCULLOUGH while a young man made a connection with a small ‘ 
¢ plant in Illinois which distributed its products throughout the Central 





West, Southwest and Pacific Coast. He served this concern in various 
capacities in factory, office and management until, in 1904, he was called 
by the farm wagon industry to reorganize their trade association. He was 
secretary and manager until 1910, during which time he initiated their 
efforts in cost accounting and simplification of varieties, etc. The reduction 
of wagon wheel heights from 41 to 3 was practically accomplished during 
this connection, as also were many other standards, and the establishment 
of grading and inspection rules for wagon wood stock. These were the first 
rules established and recognized by both the mills and factories. 


In 1910 he assisted in the consolidation of the National Plow Associa- 
tion, National Association of Agricultural Implement Manufacturers and 
the National Wagon Manufacturers’ Association, forming the National Im- 
plement and Vehicle Association, of which he became secretary and general 
manager. This organization represented 92% per cent of the country’s pro- 
duction of farm operating equipment and rendered much service during the 
war. He resigned in 1918 and joined the Chamber of Commerce of the 
United States in its new effort better to serve business, becoming manager 
of the Department for Service to Manufacturers. 


Mr. McCullough is considered an authority on trade association organ- 
ization and work and is in constant contact with their activities. He is 
closely associated with Secretary Hoover’s work of simplification and stand- 
ardization, being a member of his planning committee; also his committee 
now constructing a dictionary of commodity specifications for Federal, State 
and municipal purchasing. 
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through the elimination of  un- 
necessary varieties should not be at- 
tempted with the dollar yardstick 
alone—even though it may be neces- 
sary eventually to show results in 
that way for certain purposes—for 
such a picture will be far from satis- 
factory in showing the vast benefits 
and gains. Let us, however, take 
as a case in point one important line 
which has used simplification with 
most gratifying effect—the woven 
wire field fence used by every 
farmer, the railroads and other large 
consumers. 

This industry confessed to 552 
varieties, which were finally reduced 
to 69, with an expectation to reduce 
this number considerably more. This 
applied to the styles and kinds alone, 
but there also were other problems 
due to the bulky character of this 
commodity, including the fact that 
this fencing was put up in a little 
over 2000 kinds and sizes of pack- 
ages. These were sweepingly re- 
duced to 139. To measure the 
monetary value of this example of 
simplification would seem easy but, 
because of stocks being carried at 
many points for the convenience of 
the retailer and the farmer, it will 
be some time before the new is fully 
substituted for the old. Can there 
be any doubt, however, of the sav- 
ings to be reaped by all classes in- 
volved? 


Intra-Plant Progress 


Recently another interesting phase 
of this work has developed in one of 
the large industries whereby a fine 
record of progress has been reported 
through ‘intra- plant simplification 
and standardization. This report 
will be interesting and encouraging 
to many lines not represented by 
trade organizations, where difficulty 
has been experienced in the forma- 
tion of cooperative groups. In such 
instances it is entirely possible, and 
in many most desirable, to proceed 
within the individual plant. If the 
concern undertaking intra-plant 
simplification includes several plants 


or subsidiaries, the opportunities 
are great for making’ splendid 
economies. 
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The plant above referred to makes 
farm tools in large variety, some of 
these variations being necessary 
owing to soil conditions or other re- 
quirements. These had been multi- 
plied through ambitious _ selling 
forces and in part because, in tak- 
ing over certain plants, peculiar 
types and variations were inherited; 
yet in the comprehensive effort to 
simplify, an exceedingly large re- 
duction of varieties has occurred. 
The success they are making is, no 
doubt, due to the interest of the 
management. 

The elements of their problem in- 
cluded nomenclature, materials and 
selective use, design, practice, pro- 
cedure and data, machine parts and 
fittings, machine units, machines 
complete, attachments and equip- 
ment, methods of test and research. 
From these fundamentals the study 
ramified into many details and 
touched every activity in the pro- 
ducing process. Within comparative- 
ly few years they have made most re- 


‘markable reductions in the number 


of types, sizes and kinds. These per- 
centage eliminations range from 31 
to 95 per cent, yet the consumer is 
being better served. 

It is quite as necessary, in intra- 
plant and individual plant simpli- 
fication, to make a survey as in 
operating through a trade associa- 
tion, and the results of such a sur- 
vey should be dealt with from an 
economic rather than a competitive 
standpoint, for producers, like 
musicians, are not likely to be able 
to play “every instrument in the 
band.” Here is where the greatest 
test of broad vision occurs in the 
cooperative help given by sales and 
production heads to management in 
composing the elimination schedules. 


Problem in Personal Wear 


Again referring to the so-called 
style or personal wear lines, which 
have not yet been attacked in this 
waste campaign in an organized 
way, it is to be noted that much has 
been done in reducing the number 
of designs, colors, etc., selected to 
meet the seasonal use of such lines 
as clothing, shoes, hats and certain 
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articles of women’s wear. The 
demand for bridging the unemploy- 
ment gap in a number of lines, as 
a matter of more economical pro- 
duction, has brought about studies 
for the purpose of establishing a 
greater number of staples in style 
and design. 

A greater tendency is noted in the 
direction of relegating extreme or 
freak creations to the specialty or 
custom producer, where in our 
opinion they properly belong, in- 
stead of permitting them to clog 
factory production and increase the 
overhead on regular lines, for the 
doubtful satisfaction of giving a 
portion of the trade everything 
asked for. The successful efforts of 
individual producers of men’s hats, 
clothing, shoes, women’s wear, knit 
goods and other lines are paving the 
way for organized efforts in the not 
distant future, for there can be little 
breaking down of the high cost of 
articles of personal wear while un- 
limited and unnecessary varieties 
choke all attempts at volume pro- 
duction. There is nothing in this 
program which will destroy the 
privilege of individual selection, nor 
the right to have what we want 
when we want it, but rather a 
greater opportunity and at a less 
cost to the average consumer. 

It is not too much, I believe, for 
us to claim that this economic 
awakening, which usually comes to 
the American people after a period 
of extravagance, is now not only 
well under way, but is better under- 
stood and is making a real step for- 
ward in our position as a leader 
among nations whose competition for 
the world’s markets is likely to be 
more intense as war problems fade 
away and competitive fields every- 
where are developed. Moreover, 
simplification and eventually reason- 
able standardization in its applica- 
tion to both production and quality 
of what we make are worthy of our 
greatest consideration in the pro- 
tection of our home markets, as well 
as our trade developments in the 
foreign field—lIJron Age. 


Makes $1,700 from Oil a Year 


dealer, Mt. Auburn, IIl., has not 
been mentioned in connection 
with the Tea Pot Dome oil exposé, but 
records do show that he made $1,700 
last year from handling oil. Mt. 


\ /IRGIL DAVIDSON, hardware 


Auburn is a town of about 500 people, 


according to the last census, and is 
located in the rich farming country 
of the State. There are automobiles 
and tractors in Mr. Davidson’s com- 
munity and he sells the owners the 
oil they use. He thoroughly can- 
vasses his territory and takes orders 


in advance for each customer’s re- 
quirements. Then the oil is ordered 
in large lots and delivered upon re- 
ceipt, or sometimes as his buyers need 
it. The company which supplies this 
oil is very proud of Mr. Davidson’s 
business, and it has a right to be. 
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When the Steinman Hardware Co., Lancaster, Pa., displayed lawn and garden tools and seeds, the floor was covered with 
grass and a flower-covered lattice was used for a background. They helped put a springtime punch into the display 
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It’s the 





Early Seed Display 


That Gathers in the Profits 


OR many years women have 

been in the habit of buying 

white goods in the winter, al- 
though they rarely use the goods 
purchased until spring. Department 
stores and specialty stores hold their 
sales of white goods during the cold 
months and have succeeded in train- 
ing their customers so that they 
purchase the articles they need far 
in advance of the season in which 
they are to be worn. In short, it’s 
a well thought out system designed 
to make the customer buy in ad- 
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Take a Tip from 
the White Goods 
Sales and 
Train Customers 


to Buy Early 
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vance. And incidentally it’s a good 
system to work in the hardware 
store, particularly in selling garden 
tools and seeds. 

Now is the time for the dealer to 
begin featuring garden tools, lawn 
tools and seeds in his display win- 
dows. Don’t wait until late in April 
or May but get on the job now and 
educate your customers along tool 
and seed lines. The frost will soon 
be out of the ground and your cus- 
tomers will begin to feel the urge 
of spring. Prospective customers 


The Gray Hardware Co., Coshocton, Ohio, introduced an unusual touch by featuring a seed map of the United States. the 
States being reproduced in seeds of different colors 
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are reading over seed catalogs and 
the mail order houses are already in 
the field for the seed and garden tool 
business. Get started now, run an 
attractive window display on this 
line, advertise the fact that you han- 
dle a complete and reliable line of 
both garden tools and seeds, and 
you'll not only beat the mail order 
house to it but you’ll get the jump 
on your compet- 
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of the one just naturally suggest the 
fact that the other is needed. In- 
cidentally when a salesman sells 
seeds to a customer, if he knows his 
business and is on the job, he will 
suggest a rake, hoe, hose, hose reel, 
sprinkler or any one of the many 
articles that are needed to complete 
the fancied lawn or garden. And it 
may be also added that sales of fer- 
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Make it a point whenever a man 
only makes a purchase of seeds to 
get his name and address if possible 
and follow him up for something in 
the way of lawn and garden tools 
and accessories. Conversely, if he 
buys tools, get after him for sales of 
seeds. One follows the other in 
natural order as day follows night. 


Then, too, when a man takes the 


trouble to im- 





Dt en , 


iters. And in- 
didéntally money 
wilk remain in 
your own com- -: 
munity which -; 
might otherwise 
be spent else- 
where. 

Window dis- 
plays of tools: 
and seeds are 
mighty good 
thought devel- 
opers and suc- 
ceed in influenc- 
ing many a man 
to start a gar- 
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den or to im- 
prove a_ lawn. 
Even if they 
don’t buy at 
once, the old 


garden germ is Chas. 
at work in their 
brains and they 
ire mighty good 
prospects for spring sales. 

Dealers handling seeds in bulk 
should have a seed counter near the 
entrance of the store. This counter 
should have the package seeds dis- 
played on top with the bulk seeds 
kept below in drawers or bins. 
Seales for weighing the _ seeds 
should be kept conveniently at hand. 
It’s always a mighty good idea to 
keep a movable rack filled with 
rakes, shovels, hoes, edgers and 
other garden and lawn tools near 
the seed counter. There’s a logical 
link-up between these lines and sales 
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Coming Hardware Conventions 


W. Woizeski, 





sells tools 
business in trellises because he was the first in the town to feature them 


Bloomington, ITU., 


and seeds and does a big 


prove the ap- 
pearance of his 
lawn or garden 
it is a sure thing 
that pride of 
home is strong 
within him. 
Such being the 
case, how about 
suggesting the 
advisability of 
painting his 
house, porch fur- 
niture or fence? 
Frequently you'll 
start a train of 
thought that will 
bring additional 
profits to you. 
Take it all in 
all, seeds and 
garden tools are 
among the best 
feeders for 
spring business 








tilizer, wire fence and trellises may 
then be made. 

Emphasize the fact to the people 
of your community that your store 
is headquarters for the above-men- 
tioned articles and then drive it 
home via newspaper advertising and 
window displays. Success with, these 
lines is largely due to getting the 
jump on competition, particularly 
the out-of-town catalog house. This 
can be easily done if you will handle 
good, reputable seeds and reliable 
tools and broadcast the fact to the 
world at large. 


known to the 
hardware trade, and you can’t afford 
to overlook them. | 
One more word of suggestion— 
get started early, for the early sales 
are the ones that pay the profits. 
Circularize your prospects by means 
of letters, telephone calls, newspaper 
advertising and displays, and back 
up your assertions with real, honest- 
to-goodness, reliable merchandise. 
Do that and the sales will take care 
of themselves. Start your campaign 
on garden tools now and follow it up 
day by day and week by week. Don’t 
delay. Start now! 
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NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 

AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION, in conjunction with the South- 
ern Hardware Jobbers Association Conven- 
tion, New Orleans, La., April 8, 9, 10, 11, 
1924. Headquarters, Roosevelt Hotel. F. D. 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York, N. Y. 

HARDWARE ASSOCIATION OF THE 
LINAS CONVENTION, Wrightsville 


CaRoO- 
Beach, 


N. C., June 17, 18, 19, 1924. 
secretary-treasurer, 717-718 
Bank Building, Charlotte, N. C. 


T. W. Dixon, 
Commercial 


MISSISSIPPI RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel Amarillo, 


Amarillo, Tex., May 12, 13, 14, 1924. C. L. 
Thompson, secretary-treasurer, Canyon, 
Tex. 


soennnnne COSECOCDLDEODOETEDSDOUADOSEDUUREOAEROGE,D GOOD ERO REDEDOTE ERA NOUAE OOOH ORORD NONI eCnSNEOOS 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 10, 
11, 1924. Headquarters, Roosevelt Hotel. 
John Donnan, secretary, Richmond, Va. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee. 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 


retary, 701 Grand Theater Building, At- 
lanta, Ga. 
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EDITORIAL COMMENT 





Front Row Merchandise 


N merchandising the front row is not neces- 
| sarily the “bald-headed” row. Rather, it is 
the one occupied by the foremost business 
men of any community. It isn’t a case of buy 
your ticket and sit down. A place in the busi- 
ness front row is attained only through ability, 
knowledge, energy and vision. Time and falling 
hair are merely incidentals. 

But the merchant himself is not the only can- 
didate for front row honors. Merchandise also 
has its place in the favored section. Not all mer- 
chandise at the same time, but different lines or 
items at different times. 

For example: While the selling of hardware 
represents in general an all-year round busi- 
ness, it is, nevertheless, a business vitally af- 
fected by seasons. The steadiness of the trade 
is largely due to the range of goods carried. In 
other words, the year-round feature is largely 
the result of a continuous series of heavy sales 
in various so-called seasonable lines. 

For each season of the year there are certain 
items or lines which are more in demand at that 
particular time than during any other one pe- 
riod. These items or lines might well come un- 
der the heading “Front Row” merchandise, be- 
cause they occupy front row positions in the 
minds of those who make business possible—the 
customers. Naturally the position which a mer- 
chant holds in the business life of his commu- 
nity depends greatly upon whether or not he 
pays proper attention to this type of merchan- 
dise during the demand period. 

Among the seasons spring occupies a domi- 
nant position in its possibilities for front row 
hardware lines. Spring is the preparation pe- 
riod, the planting time for summer growth and 
fall harvest. It boasts a certain line of hard- 
ware demands which are purely seasonable, but 
which act as feeders for sales in other lines hav- 
ing a much longer period of use. 

Practically all seed sales are made in the 
spring, as are also sales of tools for preparing 
the garden, lawns, etc. However, it is compara- 
tively easy to sell in addition the tools used in 


connection with the lawn and garden through- 
out the growing season, such as cultivators, 
sprayers, weeders, lawn mowers, turf edgers, 
hose, nozzle, sprinklers, etc. The beautifying of 
the yard calls for attention to the home itself 
and creates a demand for paints, varnishes and 
kindred lines. This in turn calls for interior 
cleaning, decorating and refinishing with a mul- 
titude of housecleaning and housefurnishing 
items. : : 

Building operations proverbially start in the 
spring, bringing in their train not alone sales 
of builders’ hardware, but of tools and complete 
home equipment. The car comes into more fre- 
quent and more general use, causing an imme- 
diate demand for oils and accessories. At the 
same time it opens up a potential demand for 
tires, new equipment and touring supplies. 

The out-of-door sport season starts with first 
bare ground of spring with urgent calls for 
baseball and golf requirements, fishing tackle, 
tennis goods, etc., each sale in one line acting as 
a feeder for other sales bearing added profits. 
And so it goes through the entire gamut of 
spring needs. 

But—despite the opportunities offered during 
the favored season, there are hundreds of retail 
hardware stores which reflect little change in 
stock, arrangement or display. Some merchants 
apparently think that the arrangement of goods 
is a fixed proposition. That it -is sacrilege to 
change anything. It makes you wonder if their 
owners wear woolen underwear the year ’round. 

Get your strictly spring merchandise out in 
the open as soon as possible. Back it up with 
other lines which those seasonable ones suggest. 
Change the interior arrangement in such a way 
as to make it easy for customers to see the 
spring goods, and equally easy for your clerks 
to fill orders quickly. Make your windows talk 
spring and spring needs. Take advantage of 
your opportunity while it is still here. You can- 
not expect to occupy a front row position as a 
merchant, if your seasonable merchandise is a 
chronic holder of rear seats. 
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Chapter VI II— 
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Salesmanager’s 


Troubles 
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“IT was very angry. My ears burned and I am sure my face 
was red as a beet” 


about this time—I think it was before I re- 

turned to the house as a sales manager—was 
the abolition of the charge for boxing and drayage. 
This charge was of course an ancient tradition. Every 
well-trained claim man always had his boxing and 
drayage letter on tap when a customer would deduct 
this charge. It was a constant cause of trouble. One 
reason for this trouble was because the hardware 
jobbers of the country would insist upon making a 
very handsome profit out of boxing and drayage. The 
retail dealers objected to the item. Finally it reached 
the point where some dealers put down their feet hard 
and said they would not buy goods if boxing and 
drayage was charged. This led to some salesmen 
making personal credits for boxing and drayage out 
of their expense accounts. This no doubt was often 
done without the knowledge or consent of their house. 


QO NE of the most interesting things that happened 


Eliminating the Charge 


However, as I heard the story, Hibbard, Spencer, 
Bartlett & Company hired a salesman who had been 
traveling for another house. This salesman told them 
that he could not do his territory justice unless he 
had the same privilege he had had with the other 
house of crediting all boxing and drayage charges. 
They seemed to think that this was bad faith on the 
part of this house. For that reason, as they had heard 
other reports of the same character and had received 
more or less proof that underhand work was being 
done, on a certain date they mailed a circular letter 
to the entire trade of the country announcing that in 
future they would not charge boxing and drayage. 

This letter from this prominent Chicago house 
took us entirely by surprise. 


We had to get: 


quick action. We therefore wired to every one of 
our salesmen in the United States, instructing 
them to drop everything else and to sit down 
and write to every customer on their list that 
we would not charge boxing and drayage in the 
future. This was the quickest way to cover the terri- 
tory, and it is to the credit of our salesmen that they 
acted so promptly that the great majority of the hard- 
ware trade in our territory were under the impression 
that boxing and drayage was eliminated because -of 
a joint understanding between the two houses! As 
this is now all ancient history, it may not do any harm 
at this late date to clear up the point and to admit 
that the Simmons Hardware Company did not make 
this allowance until it was forced to do so by the 
action of its good friends and competitors in Chicago! 

As I have said above, I was having a hard time ad- 
justing myself to my environment. While I was 
supposed to be in charge of the salesmen, some of the 
officers of the company and some of the buyers would 
write letters to the salesmen about goods or prices 
without passing these letters through me. Therefore 
it happened quite frequently that when I would call 
down a salesman for some price, he would reply by 
referring to the date of a certain letter in which he 
had been given authority to make the price. 


“Don’t Wall Yourself In” 


These cases were so irritating that one day in a 
very angry mood I went to Mr. Simmons’ office and 
told him I was tired of having my work interfered 
with. I told him I wished him to straighten out all 
these other officers and buyers who would insist on 
dabbling in my work. I wished my authority clearly 
outlined. Mr. Simmons ‘listened to me with -great 
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patience. I was very angry. My ears burned and I 
am sure my face was as red as a beet. When I finished, 
Mr. Simmons pushed a pad of paper across the little 
table to me and remarked, “Write down on that pad 
just what your duties are.” I proceeded forthwith to 
do it. When I finished, he remarked, “Now, Norvell, 
these are your duties. I will see that you are pro- 
tected in them, but if you do anything else outside 
of these specified duties I will discharge you.” He 
looked very fierce. I was of course quite surprised. 
Then his face lighted up with a smile and his gray 
eyes twinkled, and he added, “My dear boy, how young 
you are! What a lot you have to learn! Don’t you 
realize that every time a man builds a wall around 
his house he does two things? He not only walls the 
other fellow out but he walls himself in. Now, if you 
have the strength of character and the ability, in time 
you will assert yourself in your position so your 
authority will never be questioned. Other people in 
the end will come to you and ask your advice and 
your suggestions. You will be sought after, but, of 
course, if you are a weakling—if you cannot rise 
above the mass of men by the very nature of your 
own character and ability—I will have to prop you up 
with artificial authority, such as a list of your par- 
ticular duties, and I will have to warn other people 
to be careful not to interfere with you.” 


I Will Never Forget That Interview with 
Mr. Simmons 


I will never forget this interview. Many times in 
the years that have followed have I thought of this 
talk with Mr. Simmons. I found it true in my own 
case, and how many times have I attempted to impress 
the same principle of life upon others! To my mind 
there was an amount of wisdom in it that every young 
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“I arranged from time to time to take trips with our salesmen” 


man in business should recognize. I think my re- 
lating this interview is probably the most important 
thing in this history. Everywhere and all the time 
weak men are asking to have their duties outlined. 
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Everywhere and all the time strong men are making 
a place for themselves without any boundaries or 
limitations. This little story of mine should be cut 
in stone or cast in bronze or engraved on steel because 
every young man in his career sooner or later has the 








—SUMME RE IELO- 


“The Captain was very much surprised” 


feeling that he needs protection from others, and he 
should realize that what he needs is not protection 
but to develop his own strength. Since that interview 
I have never asked protection from anybody in the 
business struggle. I have never expected it and I 
have fought my battles alone, sometimes winning, 
sometimes iosing, but whether winning or losing al- 
ways learning my lesson. 

Mr. Simmons, as I have before stated, was a great 
believer in the closest possible personal contact with 
salesmen and with customers. He believed this so 
much that after I had been in the house a few months 
he suggested that I arrange from time to time to 
take trips with some of our salesmen. This, he said, 
would not only lead to my becoming more closely 
acquainted with our customers in various territories 
and learning the pecularities of these routes, but it 
would also lead to my khowing our salesmen better. 
I found this to be true. 


That “Notorious” Line 


On one of these trips I went to ‘Atlanta, Ga. You 
will remember in the early part of this story I told 
of my having been scheduled for that territory but the 
route was given to Captain Simms as he was familiar 
with it. Now, I had the pleasure as a sales manager 
of visiting Atlanta, Macon, Augusta and all of the 
Captain’s best towns. I remember the Captain in sell- 
ing would frequently refer to “these notorious ‘Keen 
Kutter’ goods.” After I had listened to this ex- 
pressive word for several days, I remarked, “Captain, 
do you know what ‘notorious’ means?” “Certainly,” 
he answered, “celebrated; the best of their kind.” 
“Well,” I said, “suppose we go into a book store and 
look up ‘notorious’ in a Webster dictionary.” We 
did and there we found this definition: ‘Notorious: 
well known in an unfavorable sense.” The Captain 
was very much surprised and nonplussed. “Why,” 
he said, “that has been my favorite word in describing 
‘Keen Kutter’ goods for the last ten years!” 


(To be continued) 
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MERICANISM is more than a 
{\<\name; it is a mind, a life. No 
nation ever in the history of the 
world has done as America has done 
in aiding the weak, feeding the 
hungry, clothing the naked and sav- 
ing the lives of innocent children. 
For America we do not claim perfec- 
tion, far from it. But we do say 
that our nation comes the nearest 
toward fulfilling the Christian ideal 
of any nation that ever lived. 

For example, we just now are 
feeding thousands of children in the 
Balkans, children that no doubt 
would long ago have perished; who 
can count the millions we have spent 
in charities in France, Belgium, 
Austria, and latterly Germany, our 
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By JOHN W. GORBY 


former enemy? “Therefore if thy 
enemy hunger, feed him.” Here’s 
an interpretation in deeds by a na- 
tion of the direct command of Jesus 
Christ. 

Is it by chance, therefore, that 
America is now the most prosperous 
of nations? The one nation that dis- 
claimed the right to profit materially 
by war has achieved such a pros- 
perity since the war as to completely 
over-balance whatever material ad- 
vantage clever jockeying at the peace 
table might have won for another 
nation against her. 

In our definition of Americanism, 
therefore, let us not forget that this 
nation was discovered by a man 
whose first act was to raise the cross 
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Americanism 


of Christ upon her soil, that one of 
the first and most important settle- 
ments was opened with prayer and 
supplication, that the founders were 
Washington, Franklin, Adams and 
Jefferson, men of vision and prayer; 
that you never knew a President to 
take his office without the most 
solemn dedication to the Almighty, 
and that, wicked though we are, yet 
the heart of America is sound and 
right, and most claim favor with the 
Most High. 

Americanism in the light of this 
history must therefore include a 
recognition of the Divine in the af- 
fairs of men, that “there’s a divinity 
that shapes our ends, rough hew 
them how we may.” 


Builders’ Hardware trom the Ground Up 


open in at the bottom the same style of lifter may 


(Continued from page 58) 


be used for all good work. 


In order to determine the 





be used as is used for pivoted sashes (Fig. 163). 
All of the above mentioned transom lifters are 

secured in any position by means of a fastening de- 

vice near the lower end of the long rod. Usually 





OPENS IN PULL DOWN” 


Fig. 163 


Fig. 164 


transoms are hung flush with the inside trim and a 
lifter as regularly made for stock should work it. If 
the transom is set in or “recessed,” however, an 
additional length of bracket (the piece that is fastened 
to the sash) is tequired. In case there is no place 
on the trim within about 2 in. of the edge of the 
sash to place the guides for the lifter, then the bracket 
must have a greater “offset.” The amount of offset 
depends on the extra distance you will have to set the 
guides back on the trim. Regular “stock” lifters will 
operate in most places. The catalog of the maker of 
the lifters you are using will give you the necessary 
information to cover the “recess” and “offset” when 
ordering. 

The size of transom lifters is designated by the 
diameter of the rod % in., 5/16 in. and % in. and by 
the length of the rod. The small 14 in. rod is intended 
only for very light transoms. The % in. size should 





Fig. 165 


length of the transom lifter required, measure the 
distance from the floor to the top of the transom and 
deduct 4 ft. The length of transom lifter varies by 
full feet, that is 3 ft., 4 ft. or 5 ft., and it is rarely 
necessary to cut them finer than this. 

There are made what are known as 
“concealed transom lifters’’—that is, 
the working parts are placed under 
the door casing and are operated by 
means of a small exposed handle or 
knob. These are in the same class 
with concealed casement adjusters, 
their principal recommendation is that 
they are not in sight. 

Sometimes it is desirable to have 
the opening of transoms controlled by 
what is known as a “transom chain” 
(Fig. 166). These hold the transom 
open, and when the transom is closed 
it is secured by a catch (Fig. 167) which may be 





Fig. 166 Fig. 167 


operated from the floor by means of a sash pole 
with hook. 
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“The Fellow “Who Thinks de 
Can'l Sell 


selling.” It was a young retail clerk talking. 

“Sometimes I think the fellow who said ‘sales- 
men are born, not made,’ was dead right,” he went on. 
“Anyhow, I can’t seem to put sales over.” 

“Sit down,” I said, “and let’s see whether you can 
or not. Have you a radio?” . “Sure,” he replied, “and 
it’s great stuff.” “How did you ever come to buy a 
set?” I queried. “Well,” he said, “it’s this way”’— 
and then he launched into an enthusiastic talk on the 
joys of radio that would have turned the rankest 
skeptic into a radio fan. “Whoa, that’s enough,” I 
interrupted. “If you were standing behind a counter 
right now you could sell any ordinary customer a radio 
set. Why? Because you know what you are talking 
about, you are in earnest, and you are enthusiastic. 
If you will put the same knowledge, earnestness and 
enthusiasm behind every article you try to sell, you 
will find selling easy. You have more than the average 
intelligence, and it’s foolish for you to think that you 
can’t do anything that other men of your intelligence 
can do. The main trouble is that you have convinced 
yourself that you can’t sell and others are taking you 
at your own valuation. 

“Selling is largely a matter of education and prac- 
tice. If you succeed as a salesman there are certain 
things you must cultivate. The first is energy. You 
can’t get anywhere without work. Next comes per- 
_ sonality. Whether your personality is pleasing or 

otherwise is in a great measure up to you. You can 
certainly train yourself to be pleasant, polite, earnest 
and courteous. Appearance is a great ally of per- 
sonality. Therefore, you should be clean and neat, 
with a haircut when necessary, and a shave every 
morning. A checkered vest and loud striped trousers 
will not help your introduction to a conservative cus- 
tomer; neither will a black suit, black tie and a long 
face put you in solid with the younger or livelier ele- 
ment. Choose a good ordinary business suit of a color 
which will not soil easily, and keep it pressed, even if 


vy fe a punk salesman—guess I wasn’t cut out for 


you have to do the pressing yourself occasionally. 
Also don’t forget to shine your shoes. It doesn’t take 
long and it helps appearances. 

“Next comes knowledge. Learn all you can about 
the goods in stock. How they are made—what they 
are used for—their points of superiority over similar 
articles. At the same time familiarize yourself with 
the store system, service, methods, etc. Finally, get 
a knowledge of the different kinds of customers and 
the merchandise they can buy to advantage. Use your 
head. Think. Study an article to find new uses for it. 
This will give you new selling points—new things to 
tell the customer. 

“Read everything you can get to read that deals 
with selling and merchandising—trade papers, cata- 
logs, advertising circulars. This will help you both 
in knowledge of the goods and in finding the words 
you need to get your viewpoint before your customer. 
Also talk with the traveling salesman about the lines 
he sells. He can help you as much or-more than any 
one outside of yourself. ; 

“With a fair personality, a knowledge of the goods, 
and the ability to transfer that knowledge to others, 
you will soon develop confidence in yourself and 
courage to face all types of customers. It is natural 
to fear things we don’t understand, and as we learn 
more about selling we lose that fear we once had of 
facing the “tough” customer. 

“The last step is vision, which will come naturally 
from a study of the merchandise, its uses and the 
needs of the customers. It is the element which re- 
veals Sales possibilities—the openings for your sales- 
manship to fill. Of course you can sell. Any normal 
human being can. The measure of your sales should 
be a pretty good measure of yourself.” 


flor 8 Brit _ 
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Paint Simplification Conference 
Adopts Modified War Schedule 


—Hoover at Meeting 


At a conference held in Washing- 
ton on March 13 under the auspices  f 
the Division of Simplified Practice of 
the Department of Commerce, manufac- 
turers of paints and varnishes rep- 
resenting 90 per cent of the production 
of the country decided upon a standard- 
ization program for the industry, to be- 
come effective Sept. 1, 1924. Secretary 
Hoover attended the conference, as well 
as other officials of the Government. 

Representatives of the National Re- 
tail Hardware Association and other 
paint and varnish distributors were in 
attendance, but did not join with the 
manufacturers in indorsing the pro- 
gram on the ground that it was merely 
confirmation of the war schedule, with 
few changes, rather than actual sim- 
plification. William A. Durgin, chief of 
the simplified practice division, presided 
at the meeting, which was attended by 
nearly a hundred. It was announced 
at the conclusion that formal accep- 
‘ tances would be sent out to the various 
firms for signature, and that the trade 
associations interested would be re- 
quested to appoint members to make up 
a “carry on” committee, which should 
meet a year from the effective date of 
the program, and meanwhile, if desir- 
able, to keep in touch with the move- 
ment and consider revisions with a view 
to further simplification. 

Today’s action represents the cul- 
mination of negotiations begun in De- 
cember, 1921, which were carried on 
through various trade conferences, and 
a meeting last April at which time a 
standardization program was adopted 
but failed when the time came for 
signed acceptances by members of the 
industry. The program adopted March 
13, as compared with the war schedule, 
represents increases in shades and tints 
on seven items and but one decrease. 
It provides for a modification of the 
war schedule in the matter of sizes and 
shapes of cans. The schedule follows 
with changes from the war schedule 
noted in quotation marks: 

1. Two pound and three pound cans 
to be eliminated. 

2. All sizes less than gallons to be 
eliminated in barn paint, roof paint and 
shingle paint. 

3. Oblong or square varnish cans to 
be eliminated in sizes smaller than one- 
half gallon for all products, excepting 
carriage and automobile clear varnishes, 
“varnish remover, bronzing liquid; 


Japan and liquid driers, penetrating 
stains and spar stains.” 

4. Shades and tints not to exceed the 
following maximum numbers: 





War 


List List 

Interior floor paints and floor 

Pt“. <csteuvene souneeees 10 8 
Dl rn. . sedieig oy se kesee% 32 - 
Past wall paints... ..cccscvccecs 20 16 
DD ércvecenees ae oke boss 14 10 
Porch paints ........... Seoeun 8 6 
Roof and barn paints.......... 4 te 
Be GENE cccosececccessces 14 12 
Auto and carriage paints or 

SEES aéceoceeceesoceuvess 10 8 
tt SE ‘divs seeendeuceeeens 10 s 
Vee. OME «ote bce whe eeccce 8 
Rees GED oc 0 4.dw KG ecccces 14 


(All the foregoing exclusive of 

black and white) oil colors.. 32 
(Including black but counting 

the several shades of a single 

color as one color.) 

Architectural and marine var- 

nishes, interior and exterior.. 10 14 
Other varnishes ........:+..+:. 28 a 
(Including all not specified 

nbove, such as Japan driers, 

Asphaltum, etc.) 

After considerable discussion concern- 
ing various individual items, the above 
was adopted in its entirety on motion of 
Henry Calman of Emil Calman & Co., 
Inc., New York. Mr. Calman-declared 


that it represented a marked step for- 


ward. 

Herbert P. Sheets, secretary of the 
National Retail Hardware Association, 
called attention to the fact that repre- 
sentatives of that association were not 
voting for reasons indicated above. The 
impossibility of the manufacturers re- 
ducing their products further was 
spoken of by Mr. Patton of the Pitts- 
burgh Plate Glass Company, repre- 
senting the paint and varnish manufac- 
turers’ associations; Mr. Moore of Ben- 
jamin Moore & Co., ‘New York; Mr. 
Collister of the Sherwin-Williams Co., 
Cleveland, and others. , 

In connection with Mr. Sheets’ posi- 
tion, Secretary Hoover suggested that 
the distributors might be able to bring 
about further simplification by reduc- 
ing the demand for certain varieties 
through education of the consumers, 
with whom they come into closer con- 
tact that they do the manufacturers. 
Mr. Sheets said this was too big a job 
for the hardware men on account of the 
wide diversity of opinion among hun- 
dreds of thousands of paint and var- 
nish consumers. The manufacturers 
must take the initiative, he said. 

Mr. Patton declared that manufac- 
turers would like to see no dealer carry 
more than sixteen shades and tints in 
house paints, but that the thirty-two 
limitation was needed to enable selec- 
tion to suit the demand in various re- 
gions of the country and classes of the 
consuming public. This general ex- 
planation would apply to the other ma- 
jor items, he said. Mr. Moore added 
that 90 per cent of the sales of house 
paints were confined within twelve col- 
ors, but the dealer must have a few 
others to take care of the taste of par- 
ticular consumers. 











Brooklyn Retailers 
Elect New Officers 
at Large Meeting 


J. J. Snyder Condemns Congress-— 
men for Playing Politics and 
Not Lowering Income Tax 


Strong denunciation of congressional 
representatives for their failure to re- 
duce the income tax, and the election 
of new officers, were the principal fea- 
tures of the annual meeting of the 
Brooklyn Hardware Dealers Associa- 
tion, March 13, at the Johnston Build- 
ing, Brooklyn,-N. Y. A. H. Grafen- 
stadt was unanimously elected presi- 
dent to succeed Frederick Horn. 

John J. Snyder led in the attack on 
Congress for its failure to act on the 
president’s recommendation for tax re- 
duction. Representatives, he said, only 
study their own selfish aims, instead of 
representing their constituents. “We 
pay them to represent us, and to legis- 
ate according to the popular will,” Mr. 
Snyder said, “but instead they mis- 
represent us and play politics at every 
turn. We should hold every represen- 
tative and senator responsible at the 
next election according to what he did 
toward reducing taxes.” 

Resolutions to this effect were passed 
and ordered sent to the senators and 
representatives at Washington. 

Opinions expressed during the ques- 
tion box session indicated a belief that 
price tendencies are likely to go higher, 
that shortages are likely in builders’ 
hardware and tools, and that a good 
spring business may be expected. 

Secretary Robert Pearsall, in his an- 
nual report, outlined the work of the 
association during the past year, and 
spoke of its growing influence. 

Speaking about attendance, Mr. Pear- 
sall said “the following members were 
present at every meeting during the 
year: Henry F. Bond, H. A. Cornell, 
A. H. Grafenstadt, Edward Daily, Wil- 
liam Marlow’s Son; Robert Pearsall 
and Albert Wilkins. The following 
were present every meeting but one: 
R. J. Atkinson and Frederick Horn. 
For the past eleven years, for which 
our records are available, H. A. Cornell 
and R. J. Atkinson have been present 
at every meeting but one, and Edward 
Daily, representing the firm of H. N. 
Nelson, has been present at every meet- 
ing for five years and seven months, 
the entire period of his membership.” 

The following officers were elected for 
the ensuing year: A. H. Grafenstadt, 
president; William H. Giesler, Sr., first 
vice-president; Edward F. Daily, sec- 
ond vice-president; Robert Pearsall, sec- 
retary; Henry F. Bond, treasurer. E. 
P. Hawkins and A. A. Bunce were 
elected directors for one year and Fred- 
erick Horn and S. Victor were 
elected directors for two years. Fol- 
lowing the meeting a special supper 
was served. 
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“Philly” Retailers Re- 
Elect Officers 
for 4th Term 


Harry Kaiser Again Heads Quaker 
City Organization—Sharon Jones 
Speaks About Pasha 


President Harry D. Kaiser, Secretary 
Horace G. Goodwin and Treasurer C. 
Richard Watson have been returned to 
their respective offices for their fourth 
term by the Retail Hardware Associa- 
tion of Philadelphia. 

This body of merchants now boasts 
of approximately 300 members who 
have made their united presence felt in 
the Philadelphia hardware trade. They 
have an excellent system involving an 
interchange of merchandise so _ that 
stock which may be considered as dead 
in one locality is transferred to a mer- 
chant located in a territory wherein it 
is saleable. There is a mutual fire in- 
surance advantage for each member 
and recently a bureau of collections 
and credits has been put into effective 
operation under the supervision of an 
able attorney. 

Harry D. Kaiser, “started with push 
cart deliveries” 33 years ago, is a for- 
mer president of the Passayunk Busi- 
ness Men’s Association, and now a 
director, in addition to 10 years’ service 
as superintendent of the Third Baptist 
Sunday School and financial secretary 
of his church. He conducts one of the 
best-appointed hardware stores in Phil- 
adelphia. 

Horace G. Goodwin has been a leader 
in hardware circles for 22 years. He 
began with the old Supplee Hardware 
Co. in 1902 and joined the Simmons 
Hardware Co. in 1908, covering the New 
York and New England territories when 
that company had only 17 men traveling 
in the East. He joined the F. C. Good- 
win Co. of retailers in 1918 and is in- 
terested in the Germantown Business 
Men’s Association. 

C. Richard Watson has just rounded 
out 44 years in the retail business. He 
began as a clerk with what is now 
known as the J. B. Shannon Hardware 
Co. and steadily advanced to his pres- 
ent position of assistant to the presi- 
dent and manager of retail sales. He 
is president of the Sherwood Improve- 
ment Association, a director of the 
Chestnut Street Business Men’s Asso- 
ciation and also of the Sherwood Im- 
.provement Building and Loan Associa- 
tion. Both Mr. Kaiser and Mr. Watson 
are past presidents of the Philadelphia 
Hardware Association, Mr. Kaiser hav- 
ing served in that office for two terms. 
The other officers elected are equally 
busy men, Vice-Presidents J. G. Es- 
monde, William F. Brown and Charles 
Maurer. 

Secretary-Treasurer Sharon E. Jones, 
in addressing the association, directed 
attention to the fact that the territory 
embraced by the “PASHA” contained 








Spec sereere veseerer 


United States. He said “There is wis- 
dom in counsel and we have in our own 
counsel 2000 individuals, or the entire 
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Harry D. Kaiser, president 


membership.” Mr. Jones added that 
present applications for space indicate 
more than 80 per cent sold for next 
year’s exhibition at the Commercial 
Museum. 


F. S. McNeal, Sales Mer., 
Auto Wheel Coaster Co. 


F. S. McNeal, formerly manager of 
the Wabash Mfg. Co., Terre Haute, 
ind., a subsidiary of the Auto Wheel 
Coaster Co., North Tonawanda, N. Y., 
has recently become sales manager of 
the latter organization. 

Mr. McNeal, who is a well-known fig- 
ure in the hardware trade, was recently 
in New York, in charge of the com- 
pany’s toy exhibit at 130 West Forty- 
second Street. 





C. S. Rivitz Heads Sales 
Seaman Safety Bracket 


Charles S. Rivitz has been appointed 
seles manager of the Seaman Safety 
Bracket Corp., Rochester, N. Y. The 
company manufactures brackets for at- 
taching to ladders, increasing the safety 
element and extending the use of lad- 
ders and economizing in the time of 
workmen. 


Expect Large Number 


at Chicago Toy Fair 


The Chicago Toy Fair, which will be 
held at the Hatel Sherman and the Hotel 
Morrison during the first two weeks of 
April, is expected to draw a larger num- 
ber of hardware retailers and jobbers 
than ever before. A large number of 
new toys, mechanical games and chil- 
dren’s novelty playthings will be shown 
for the first time. 








A Correction 


In order to correct a misunderstand- 
ing that seems to have arisen in some 
quarters regarding the purchase by 
Horn Bros., 5401 Fifth Avenue, Brook- 
lyn, N. Y., of the business of Albert 
Wilkins, 9225 Fourth Avenue, Brooklyn, 
HARDWARE AGE desires to state the fol- 
lowing facts: 

Frederick Horn will continue to 
operate his present business at 5401 
Fifth Avenue, as heretofore, and the 
Wilkins store at 9225 Fourth Avenue 
will be operated by Henry W. Horn 
under the firm name of Horn Bros., both 
Frederick and Henry W. Horn having 
a half interest in the business. Mr. 
Wilkins, who has purchased a farm 
near Ellenville, N. Y., has retired from 
active business. 





New Hardware Age Verified List Ready 
—10,000 Additions and Changes Listed 


More than 10,000 additions and 
changes are included in the new 1924 
edition of the “Verified List of Whole- 
salers and Retailers,” published by 
HARDWARE AGE (Verified List Depart- 
ment), 239 West Thirty-ninth Street, 
New York City. 

The list, which is sold at $12, post- 
paid, gives the names and addresses 
of hardware retailers, with their rat- 
ings based principally on annual sales, 
and also includes the names, addresses, 
capitalization, territory covered, num- 
ber of traveling men and the various 
lires handled by hardware wholesalers. 
A new and valuable feature of the 
list is the inclusion in the retail hard- 
ware section of not only the town and 
city in which the retailers are located 
but also the county, thus expediting 
groupings, making up of itineraries, 


one-seventh of the population of the | allotting territory to salesmen, etc. 





The listings include: Wholesale 
hardware houses and manufacturers’ 
agents in the United States, Canada 
and foreign countries; retail hardware 


‘and house furnishing stores, including 


retail departments of wholesale houses, 
and general stores handling a hardware 
stock in the United States, Canada and 
foreign countries; 5-cent, 10-cent and 
25-cent stores carrying hardware in the 
United States and Canada; department 
stores carrying hardware and house- 
furnishings in the United States. auto- 
mobile accessories jobbers; dealers in 
mill, steam, mine and machinery sup- 
plies; export merchants handling hard- 
ware and kindred lines; sporting goods 
wholesalers and retailers; mail order 
houses handling hardware and house 
furnishings; woodenware and willow- 
ware wholesalers; paint, oil and var- 
nish jobbers. 
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Sea Trip to Southern 


Convention Planned 


by Hdw. Mfrs. 





Many to Go to New Orleans Next 
Month by Sea Route for Big 
Joint Convention 


Those manufacturers who plan to at- 
tend the joint convention of the South- 
ern Hardware Jobbers and the Ameri- 
can Hardware Manufacturers Associa- 
tions, April 8 to 11, at New Orleans, 
La., may be interested to know that the 
Ocean Steamship Co. of Savannah is 
making preparations for the accommo- 
dation of those who desire to go to the 
convention by water instead of by rail. 
It is expected that a large delegation 
will use the sea route to New Orleans 
this year. 

G. H. Angevine, general passenger 
agent of the Ocean Steamship Co. of 
Savannah, Pier 50, North River, New 
York City, recently outlined to a HaRp- 
WARE AGE reporter the plan for the trip 
which he has recommended to those 
interested. 

“For the use of this particular 
party,” he said, “I would recommend 
the City of Chattanoog1, which leaves 
New York Thursday, April 3. It is 
due at Savannah Sunday morning, 
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April 6. This gives the party the op- 
portunity of spending the day in Savan- 
nah, which they will leave that evening 
for New Orleans via Montgomery and 
arrive at New Orleans the evening of 
the seventh in ample time for the open- 
ing of the convention the morning of 
April 8. 

“Returning, the party would have 
ample time after the close of the con- 
vention to reach Savannah for the sail- 
ing of the City of Birmingham, Sunday, 
April 13, and which is due in New 
York at 6 o’clock on the morning of 
April 16. 

“The first class one way fare via this 
route,” Mr. Angevine said, “is $48.38 
from New York to New Orleans and 
$48.34 from New Orleans to New York. 
This fare includes meals and stateroom 
accommodation aboard ship while at 
sea, passenger and baggage transfer at 
Savannah and rail transportation be- 
tween Savannah and New Orleans. 

“The City of Chattunooga and the 
City of Birmingham are sister ships. 
Both were recently built and were com- 
missioned last fall—the Chattannoga in 
October and the Birmingham in Novem- 
ber. They are conceded to be the two 
finest vessels at the present time en- 
gaged in coastwise trade. 

“T would like to say, also, in this con- 
nection that I will be pleased to present 
detailed information relative to our 
fares and service to any and all who 
contemplate attending the New Orleans 
convention.” 
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Obituary 





Burton S. Daugherty 


Burton S. Daugherty, Cleveland, dis- 
trict manager for the Richards-Wilcox 
Mfg. Co., Aurora, IIll., died March 6, 
following an illness of five days. He 
was 54 years old. 

Mr. Daugherty went to Cleveland 
twenty years ago to become associated 
with the W. Bingham Co., hardware 
jobbers. In 1914 he was appointed dis- 
trict sales manager for the Richards- 
Wilcox Mfg. Co., supervising territory 
oe to his headquarters in Cleve- 
and. 





William Lape 


William Lape died recently at his 
home in Springfield, Mass., in his sev- 
entieth year. For many years he con- 
ducted a hardware and plumbing busi- 
ness at Housatonic, Mass., but retired 
some years ago. 





John F. Sharkey 


John F. Sharkey died at his home in 
North Cambridge, Mass., Friday, March 
7. Mr. Sharkey had been in ill health 
for some time. He was manager of the 
seed department and a director of 
Joseph Breck & Sons, Boston. 
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South Dakota Holds 100% Convention 
at Sioux Falls 


Association Indorses 
‘Simplification 
and Seeks Amendment 


of Several Laws 


vention and exhibition” was the 

description of the convention of 
the South Dakota Retail Hardware 
Association, held in Sioux Falls, March 
4, 5, 6 and 7. While the attendance by 
the members of the association was not 
all that could have been desired, those 
who came from their homes in every 
section of the State expressed them- 
selves as being more than pleased with 
the program, which had been carefully 
and thoughtfully arranged. . 

The meetings were held in the ball- 
room of the Cataract Hotel, which had 
been designated as headquarters for the 
convention. The exhibits filled the en- 
tire main floor of the Coliseum, practi- 
cally every space having been sold long 
before the exhibition opened. Some 
additional space was sold on the final 
opening date. 

A feeling of confidence in the busi- 
ness conditions, and of cooperation in 
the association, contributed to the 
manner in which the merchants ac- 
cepted and participated in the pro- 
grams, and also in attendance at the 
exhibition hall. The entire first fore- 
noon was given over to the exhibitors, 
and the early arrivals at the convention 
took full advantage of the opportunity 
to view the exhibits and renew ac- 
quaintance with the factory and job- 
bers’ representatives. Every afternoon 
was also left free from convention ses- 
sions, affording ample time for the 


66 \ ONE HUNDRED per cent con- 


‘exhibition. 


The banquet and ball, given in the 
ballroom of the hotel, to all of the visit- 
ing merchants by the local jobbers and 
dealers of Sioux Falls, was an un- 
qualified success. 


Business Better, Says President Olson 


The first session on Tuesday, March 
4, began with singing, following which 
came the invocation by Dr. A. C. Pres- 
ton, First Presbyterian Church. Presi- 
dent A. H. Olson of Mount Vernon then 





C. H. Casey, secretary 


delivered his annual address. After call- 
ing the attention of the members to the 
program which had been prepared, he 
referred to the business conditions in 
the State. He said in part: 

“Business has taken on a noticeable 
improvement in the past twelve months, 
varying somewhat in the different sec- 
tions of the State, but showing an im- 
provement over the previous year of 
from 15 per cent to 30 per cent. 
‘Frozen’ credits and loans are still 
troubling the path, but I believe we 
have put a stop to further spread of 
this condition. The farmer’s dollar, 
which we have been told has a purchas- 
ing power of only about 65 cents of the 
pre-war dollar, is another hindrance. 
With the work that is being done in the 
National Government to solve this 
problem, some plan to relieve this con- 
dition will be soon evolved. 

“It seems that the best policy is to 
guard against being over-optimistic 
while the present conditions prevail, 
and thereby avoid a repetition of the 
past conditions. Extending credits 
loosely should be replaced with extend- 
ing credits to responsible parties only. 

“Too heavy buying which will retard 
stock-turn and tie up capital should be 
watched. Quantity discount buying is 
not good unless goods can be sold within 
your stock-turn period. Buy according 
to your accessibility to your jobbers and 
thereby keep your stock well assorted 
and clean. Plan in some way to move 


Interesting Addresses 


Feature Sessions 
F. W. Heintz, Brookings, 


Now President 


your shopworn merchandise. But sales 
should not be used in the ‘cut-rate’ 
sense, as that tends to destroy the con- 
fidence of the public. 

“Service to the community should not 
be abated or allowed to become slov- 
enly. Future success depends in a large 
measure on this.” 


Manager C. H. Casey’s Report 


In his report C. H. Casey, elected to 
the management of the association last 
August, reviewed briefly the events 
which have taken place in the associa- 
tion since he assumed the position, and 
then passed on to a review of the con- 
ditions which obtain for the coming 
year. His views coincided closely with 
those of the previous speaker on this 
subject. In closing, Mr. Casey cited in 
detail the services the association is 
prepared to render to its members. Col- 
lections, sdles and advertising, plans for 
stock-turn, and for increasing sales, 
legal advice and aid, and even trustee- 
ships for those who have reached that 
regrettable condition, were some of the 
services mentioned. ., 

George M. Gray, vice-president of the 
National Retail Hardware Association, 
was introduced briefly as one of the 
speakers who would take a part in the 
convention program. 

“The Hardware Highway to Success” 
was the title to an address given by 
Capt. John W. Gorby of the National 
Transportation Institute, Chicago. Be- 
ginning his address with a brief review 
of the history of transportation and the 
development of this most important fac- 
tor in modern advancement and civili- 
zation, he presented facts and figures 
to show need of a complete understand- 
ing of the problem of transportation, 
and the reasons for the founding of the 
institution with which he is connected. 
He then went on to state that the sign- 
boards to success were accurate records, 
stock turn, advertising, a cred:t system 
and enthusiasm in selling. 
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The treasurer’s report showed that 
the finances of the association were in 
excellent condition. Membership dues 
are being received in accordance with 
the rules of the association, and there 
is a substantial fund in the resources 
of the organization. 

The Wednesday morning session, 
March 5, began with a description of 
the benefits of group meetings, given by 
D. M. Andrews. The progress made in 
other States was cited, and a tenta- 
tive list of towns suggested for group 
meetings for the coming season. These 
towns are Watertown, Mitchell, Mo- 
bridge, Pierre, Hot Springs and Aber- 
deen, and the time as during June and 
July. Definite dates and other details 
will be worked out. A request from any 
district for a group meeting will be 
considered and plans made. 


Gray on Salesmanship 


George M. Gray, Coshocton, Ohio, 
vice-president of the National Retail 
Hardware Association, was the next on 
the program, with an address on sales. 
manship. 

“Indecision,” he said, “is one of the 
greatest faults into which a salesman 
can fall. He must be able to weigh ad- 
vantages, make a decisive choice. Vacil- 
lating is a sign of weakness and some 
of the greatest kingdoms of the world 
have been lost for that reason. 

“The retail store depends upon the 
customers for its existence. Anything 
which drives them away kills the busi- 
ness. Intolerance of the customer’s 
moods and habits is another way to lose 
business. There are many kinds of cus- 
tomers, and they must all be handled in 
such a way that they are pleased. Treat 
them as though they are guests in your 
home and you are reaching a goal of 
perfection in service. It is not always 
possible to ‘size up’ a customer rightly. 
Many sales are lost in this way. 

“Knowledge of merchandise handled 
and proper display of merchandise are 
two essential things in selling. The 
salesman who knows the romance of the 
goods he is selling has a great advan- 
tage. This includes a knowledge of the 
use of the merchandise. Add to this a 
knowledge of the customer’s require- 
ments and you have the essence of a 
perfect salesman.” 


Paint Simplification Discussed 


The subject of paint simplification 
from the manufacturer’s view was han- 
died by C. E. Ehle, sales manager of 
the Milwaukee branch of the Pittsburgh 
Plate Glass Co. After a careful review 
of the simplification program, which 
was proposed last year, and the effects 
of simplification in many other lines, 
Mr. Ehle took up the matter of the 
amount of sales of the various colors of 
paints and allied lines. 

“An intelligent simplification pro- 
gram means that the manufacturer will 
concentrate his efforts,” he said, “put- 
ting more thought and energy in the 
work he does on each line. Larger 
stocks of individual items of merchan- 
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dise will be carried by all, improving 
the service to the dealers and the con- 
sumers.” 


The Dealer’s Viewpoint 


L. R. Brown, Sioux Falls, took up 
the subject from the dealer’s viewpoint. 
He deplored the tendency of the deal- 
ers to carry many lines of paints and 
varnishes, instead of concentrating on 
one line and selling it. His opinion was 
that no town in South Dakota needs 
more than twenty-four colors of paint 
for a good stock. Four items of var- 
nish, in his opinion, will cover the en- 
tire requirements. 

Cards were passed to the merchants 
for an expression of their preference 
on the number of colors which sheuld be 
manufactured, with the result that a 
100 per cent vote for not more than 
twenty-four colors was registered. 


Question Box Session 


At the evening session the question 
box was taken up, with Mr. Gray as the 
leader. The first question was: “Of all 
the kinds of advertising that are avail- 
able to the country merchant, which are 
the most productive?” Newspaper and 
mailing lists, in conjunction with the 
window display, store paper and the cut 
service of the N. R. H. A. were ad- 
vocated. Pricing goods in the windows 
was taken up and discussed. 

The guarantee question was discussed 
and methods of benefiting from it were 
told. 

Profitable side lines were brought up 
for discussion, and several lines, such 
as crockery, glassware, silver, auto ac- 
cessories and radio were suggested. 
Radio brought out a long discussion, the 
advice on it being to get into it care- 
fully, carry standard licensed sets and 
sell for cash. 

Women salespeople were advocated 
by those who had had experience, as 
they have proved valuable in many 
ways in building the trade. 

A report of the National Association 
congress of last year was given by Cliff 
Knight of Wagner. The report was very 
comprehensive and brought out the sa- 
lient facts that appertained to the 
South Dakota association. Production, 
distribution, simplification and ways to 
improve in all were the main topics of 
the convention. 

“A Business Sense of Values” was 
the topic of one of the best talks given 
at the South Dakota convention, with 
E. C. Higbee, president of the Eastern 
South Dakota Normal School, Madison, 
as the speaker. 


Expense, Margin and Profit 


Expense, margin and profit were dis- 
cussed in turn by members of the asso- 
ciation. H. C. Parker, Murdo, took the 
first, stating that success in limiting 
expense depends on stock turn. “Stop 
guessing and use accurate records,” 
was his advice. The average of sales per 
salesman is too low, and the merchant 
should study to increase it. Increasing 
the appropriation for advertising will 
have a beneficial effect. “Margin” was 
discussed by R. O. Bacon, Cresbard. 
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“Margin can either make or break a 
merchant,” he said, “by being either too 
large or too small. You must have defi- 
nite ideals and live up to them. Your 
items of expense must be definitely in- 
cluded in your cost of selling, and a 
careful survey of the various lines in 
the business made. 

“In determining your margin you 
must recognize competition and quite 
frequently unfair competition; in such 
cases there is no definite rule to go by 
except the dictates of your own ideas, 
keeping in mind your cost of doing busi- 
ness and something of the ethics of the 
Golden Rule, for sooner or later the per- 
sistent price cutter will either fail or 
be converted to the fact that he cannot 
serve his community satisfactorily with- 
out getting more than the cost of his 
goods.” 

“Profit” was handled by C. J. Chris- 
topher of the association office. After 
showing that the earnings of the hard- 
ware stores in South Dakota for 1923 
on their investment was 1.64 per cent, 
he stated that the progressive stores, 
with adequate records such as advo- 
cated by the association, made money 
during the year. Showing that the cost 
of the goods continues to advance as 
they remain on the shelves, he brought 
out the relation of stock turn to profit 
in a way that was thoroughly con- 
vincing. The cost of the merchandise 
advances at the rate of 2 per cent 
per month for all the time it remains 
on the shelves. Small leaks in business 
result in a smaller profit, a 1 per cent 
reduction in expense being equal to 20 
per cent in volume at a 5 per cent profit. 

The question box, led by W. R. Hart- 
man, Aberdeen, brought out a request - 
for a workable plan to pay salesmen a 
commission on sales. The opinion that 
such a plan had not yet been devised 
was prevalent, but that it was a good 
thing. 

Does it pay to keep men canvassing 
on specialty goods only? This _ re- 
sulted in the plan of canvassing pros- 
pects for repairs only on their equip- 
ment, which had resulted in substantial 
sales. Advertising where there is no 
local paper was discussed, and the plan 
of furnishing each farmer with a bul- 
letin board was suggested. It has been 
successful with some of the dealers. 


Evening Entertainment 


Again the entire afternoon was given 
over to the exhibitors, with very god 
results. In the evening all of the vis- 
iting members, the exhibitors and many 
of the citizens of Sioux Falls gathered 
in the banquet hall of the Cataract 
Hotel for the banquet and: dance which 
followed, all of which was given by the 
jobbers and dealers of the city. The 
hall was filled to capacity and the eve- 
ning was a signal success. Entertain- 
ment was furnished by George W. Tal- 
bot. The address of welcome was given 
by Charles McCaffree, acting as toast- 
master, and short talks were given by 
A. H. Olson, president, and C. H. Casey, 
manager of the association. 





(Continued on page 102) 

















March 20, 1924 


HARDWARE AGE 75 


Paris in 1924 





—Ii1s Fads, Fancies and Francs 


By “THE SALES MANAGER” 


(Berlin, Feb. 19, 1924) 
HIS is written in Berlin after one short week in 
delightful Paris. 

Paris has gone cowboy! It is very funny to 
see nine out of ten Frenchmen wearing broad-brimmed 
soft hats of the sombrero type. How come? No one 
could tell why. The Wild West movie show is very 
popular and it was suggested that was the cause. 
Then someone else said our doughboys set the fashion 
with their broad-brimmed service hats. The ancient, 
time-honored derby has almost disappeared. 

Black—black—everything in clothing is black. All 
the men wear dark clothes. All the women dress in 
black, both day and night. 


Tan Shoes Pas Bon 


Before leaving New York I bought a pair of tan 
shoes. They are never worn in Paris except for coun- 
try sports-wear. In New York I was told by the shoe 
salesman that their sales ran 60 per cent of the tan 
to 40 per cent of black. 

A retail dealer told me if one of his clerks should 
come to work in tan shoes hé would be sent home to 
change them. 

The franc is now having its turn to slump in value 
as compared with our dollar and the English pound. 
Francs: were 22 to the dollar, or about 41% cents per 
franc (normal, 19 cents). It was predictéd they would 
go to 25 to the dollar and one New York banker told 
me he expected the franc to go to 50 to the dollar. 
American bankers in Paris said, however, that they 
thought the franc would go to 4 cents and stay around 
that figure for a while. 

Prices in Paris have not advanced in proportion to 
the franc’s decline and today there is no doubt you 
can get more for your money in Paris than any other 
spot on earth. A comparison with New York makes 
one feel like selling out and moving to Paris to live. 


How Are These for Prices? 


Hotel charges for rooms and meals are about one- 
third of New York prices and taxi charges are about 
one-fifth. Here are some illustrations of prices: 


BREAKFAST, served in your room: 

One pot coffee (two cups), sugar, milk. 
Rolls and bread, liberal supply. 

Two boiled eggs. 

Butter. 

Total cost, francs 8 or 36 cents. Without the eggs, 
the breakfast would cost francs 4 or 18 cents. The 
service was for one with table cloth, linen napkin—no 
paper. 

LUNCHEON. A perfect luncheon could be had for 
francs 20 or 90 cents, including a bottle of white wine. 


DINNER. Here was a dinner for two at Drou- 
ant’s, one of the best restaurants in Paris: 


Two Martini cocktails—real ones, too! 

One dozen oysters. 

Two lobsters Drouant (not halves). 
One chicken in casserole, full size, with vege- 
tables. 

Two salads. 

Two ices. 

Two café noir. 

Two benedictines. 

One quart vintage champagne. 


Total cost, francs 150 or $6.75. If you felt gener- 
ous and tipped francs 15, it was only 75 cents. 


I visited a number of shops and made purchases. 
Except in the ultra fashionable shops I found that 
prices had not been advanced. 


Read This, You Smokers! 


Cigars are sold in the government cigar stores and 
Havana cigars in box lots can be bought 25 per cent 
cheaper than the same brands in New York. A Co- 
rona Corona sells at francs 6—one at a time—or 27 
cents. In the restaurants, however, both cigars and 
cigarettes are high because they are usually sold by 
the head waiter as a little business of his own. 

Now and then you strike a stingaree. In one shop 
they charged francs 10 for a turned-down linen col- 
lar, but in the same shop their cravats were very 
handsome and about half the New York prices. 


Russian Graft Continues 


The Russian restaurants and dance places are now 
the fashion and they “sting” you right. The entrance 
or table charge is about $2 and champagne (only 
drink served) is francs 100 or $4.50 per quart—zjust 
double the regular price. These Russian places are 
a regular graft but are crowded every night. Every- 
body—from everywhere—goes, and the people you 
see are the best part of the show. Most of these places 
are over in Montmartre and on the Rue Pigalle. Out- 
side are flaming posters—something about ‘“Cau- 
casiens’”—from the Caucasus mountains, I suppose. 
At the door is an alleged Russian with a white fur 
hat, white uniform, white boots, belts across his chest 
full of cartridges, and at his waist a long Russian 
knife. However, I did not see any guns and I think 
he thirsted more for francs than for blood! 

Inside you crowded to a table and in the thick cig- 
arette smoke you gazed around at a strange assembly 
of reps and demi-reps from all parts of the world. 
One boy of about seventeen (plainly American) with 
three sweet American girls sat near us. They were 
out to see the sights. The alleged Russians did not 
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sit together but were scattered all over the place and 
seemed to break out into song when the spirit moved 
them. Then there was Russian dancing and all kinds 
of music from the sad boat songs to bacchanalian 
rhapsodies. 

These places never open until midnight and along 
about four in the morning people get pretty friendly. 
I heard one American call over to an American girl, 
“How did you leave Main Street?” and she called 
back, “Fine as silk, and how are you, Mr. Babbitt?” 

Another American remarked that as he could not 
understand the words of the songs, he did not know 
whether they were “Volga” or not. 

I went to the famous old restaurants I knew in pre- 
war years, but I found some of them were very much 
run down. Some of them are living on past reputa- 
tions and charge high prices. In one famous (in the 
old days) restaurant, I am sorry to say they attempted 
to stick us by charging higher prices than those on 
the menu. One has to be careful in Paris. When a 
place becomes a “fad” it is soon ruined. However, I 
found a number of the nice little restaurants just as 
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in the old days—good, reasonable and unchanged. 

One night at the Ritz I ran plump into General 
Pershing. He looked very fit, but I’m afraid has got 
the Paris habit. 

The American bankers have wonderful banking 
rooms in Paris and seem to be active all over Europe. 
On this trip I have been running into American bank- 
ers everywhere. One of them, a vice-president of the 
National City Bank, helped me through the customs 
in Holland. 

Then in Paris I had the unusual experience of or- 
ganizing a Societe Anonome (French corporation). 
A study of the French corporation laws indicates the 
thoroughness with which they think out things. To 
illustrate: You can have a clause put in your Societe 
that if a stockholder wishes to sell out, he must ad- 
vise the other stockholders for a period of two weeks 
the best outside offer he has and if the insiders wish 
to meet the offer, he must give them the preference. 

My next letter will tell of the patience and persist- 
ence it takes for one to get from Paris to Berlin. No 
wonder the French never made the grade! 
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To Hold Painting Championship 
Meet 


A national competition to decide the 
painting championship of America has 
recently been started by The Wooster 
Brush Co., Wooster, Ohio, and has the 
support of the International Associa- 
tion of Master Painters and Decorators. 

The Wooster Company offered a cup 
to the International Association at its 
recent convention in Atlantic City, to 
be awarded to the champion painter, 
under rules for the contest to be devised 
by the association. 

The competition provides for a series 
of local competitions, local champion 
painters will compete for State honors, 
probably at the State conventions; then 
the various State champions will par- 
ticipate for the highest honor to which 
a painter can attain—the painting 
championship of America! 

The rules governing the contest have 
not been formulated but will be drawn 
up by a responsible committee. 

The Wooster Brush Co. trophy stands 
almost three feet high on its base. It 
will be of silver with the name of the 
painting champion suitably engraved 
on the back. It is put up for ag 
competition and will be held by the 
winning painter for one year. 





Danville Firm to Enlarge 


The W. W. Welliver Hardware Co., 
Danville, Pa., is planning the construc- 
tion of a fireproof warehouse to replace 
the building recently destroyed by fire. 
The company, it is said, is also planning 
to enlarge its wholesale business. 





Bennett Buys Business of 
Wm. Mendenhall 


George W. Bennett & Son, Montours- 
ville, Pa., have purchased the hardware 


business of William Mendenhall, and 
will carry on this business in addition 
to a building supply business. A new 
store will be erected for the purpose. 





Ruhling Buys Reliable Fair 


A. Ruhling has purchased the inter- 
ests of H. Silver in the Reliable Fair, 
2011 North Halsted Street, Chicago. 
Mr. Ruhling took possession recently. 
The lines to be handled will include 
general hardware, paint, house furnish- 
ings and electrical merchandise. 





Midway Hardware Co. Opens 


The Midway Hardware Co., builders’ 
supplies, general hardware, etc., Long 
Beach, Cal., has recently opened a new 
store at Virginia City, Cal., where a 
complete line of builders’ hardware, cut- 
lery, tools, fencing, pipe fittings, sport- 
ing goods and shelf hardware will be 
carried. The company states that it is 
desirous of receiving catalogs from 
manufacturers and wholesalers. 





C. A. Cornell & Son to Move to 
New Store 


C. A. Cornell & Son, hardware re- 
tailers, Imlay City, Mich., will shortly 
remove to their new store. The com- 
pany has erected a brick building with 
all modern improvements. 





Information on Counting 


“Formula of Facts, Figures and Fa- 
cilities for Finding Faulty Figures in 
Production Costs” is the title of a trea- 
tise recently issued by the Root Co., 
manufacturer of automatic counters, 
Bristol, Conn., containing information 
on counting, as applied to all industries. 


Interstate Merchant 
Council Success 


The Interstate Merchant Council held 
its fifth annual convention at the Hotel 
LaSalle, Chicago, Feb. 5 and 6. It is 
reported that there were 882 merchants 
present, representing 676 stores. A 
very complete program was given the 
dealers by well-known speakers. En- 
tertainment features were provided and 
members, as well as the Chicago Asso- 
ciation of Commerce, who sponsored 
the Interstate Merchant Council, were 
 easgetaas at the interest in the conven- 
ion. 





Milwaukee a the Surface 
Committee for 1924 


The Save the Surface Committee For 
Milwaukee for the coming year will be 
composed of Walter C. Schwarz, Patek 
Bros., Inc.; Harry C. Topp, Topp Oil 
& Supply Co., J. W. Gregory, J. W. 
Gregory Co., and J. H. Friar, Ameri- 
can Co., according to a recent state- 
ment by W. H. Eastman, president of 
ro remem Paint, Oil and Varnish 

ub. 


New Tool Catalog 


The Reed Small Tool Works, Worces- 
ter, Mass., now has ready for distribu- 
tion its new condensed Catalog No. 5 
of 24 pages. Recent additions to the 
Reed line of micrometers, descriptions 
and cuts of improved design, are in- 
cluded. There are also several tables 
on measurement in English and metric 
system which will be helpful to both 
office and shop men. The instructions 
on how to read both English and metric 
— are simply and clearly set 

orth. 
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Efficient Postal Service Said to Involve 


Colossal Deficit 


Postmaster General Says Proposed Salary Increases Would Mean 
Annual Shortage of $180,000,000—Trade Commission 


(WASHINGTON, D. C., March 17, 1924) 

ONCEDING the fact that the han- 
C dling of first-class mail by the 

Post Office Department is rapidly 
deteriorating, especially in the big 
cities, and acknowledging that this is 
due chiefly to the inability of the de- 
partment to hold its letter carriers, 
clerks and other employees at present 
rates of compensation, the department 
is pushing with much energy the inves- 
tigation set on foot some time ago to 
determine whether the parcel post rates 
now in force are adequate to meet the 
cost of that branch of the postal ser- 
vice. 

In the meantime the Post Office Com- 
mittees of the Senate and House in joint 
sessions are holding hearings on the so- 
called Kelly-Edge bill granting increases 
in compensation ranging from 20 to 30 
per cent to more than 300,000 postal em- 
ployees. 


Fear Disarrangement of Budget 


As stated in this correspondence last 
week, President Coolidge is on record as 
opposing the enactment of the Kelly- 
Edge bill on the ground that its pas- 
sage would involve the postal service 
in so large a deficit for the coming 
fiscal year as seriously to disarrange 
the annual budget. Postmaster General 
New is also opposed to this particular 
measure because of the enormous in- 
crease in the cost of the postal service 
which would follow its passage. 

Notwithstanding the attitude of the 
President and the Postmaster General 
the situation in the postal service is so 
serious and so many complaints are be- 
ing received from business men in all 
parts of the country that the Congres- 
sional leaders have become deeply im- 
pressed with the necessity for increas- 
ing to a reasonable extent the com- 
pensation of postal employees. They 
also insist that the Post Office Depart- 
. ment shall expedite as much as pos- 
sible the inquiry respecting the ade- 
quacy of the parcel post rates now in 
force. 

Postmaster General New estimates 
that the enactment of the Kelly-Edge 
bill would involve an additional cost 
to the postal service of $124,000,000, 
which would be superimposed upon an 
existing deficit of about $30,000,000 per 
annum, not to mention an additional 
sum that would be necessary to do jus- 


Attacks Price Fixing 


By W. L. CROUNSE 


tice to certain employees whose in- 
creased compensation is not provided 
for by the Kelly-Edge bill. In a letter 
addressed to the joint committee the 
Postmaster General estimates that the 
total deficit of the postal service that 
would follow a comprehensive revision 
of salaries, based upon the Kelly-Edge 
bill, would approximate $180,000,000. 
In this connection he says: 


Fifty Bills to Raise Postal Salaries 


“Any readjustment of salaries of 


postal employees must necessarily in-— 


clude the whole postal establishment, 
and this fact is evidently recognized by 
members, for during this session of 
Congress there have been introduced in 
the House and the Senate over fifty 
bills, some general in scope and others 
applying to individual groups of em- 
ployees. Perhaps sixteen of these are 
duplicates, being the same bills intro- 
duced in both houses, and the others 
fall under about twelve classes relating 
to as many general or special groups of 
postal employees. These bills cover 
changes in salaries, conditions of em- 
ployment and work, leaves of absence, 
pay for auxiliary and overtime work 
and night work, etc. 

“It is probable that a readjustment 
for the whole service along the lines 
provided for in these bills would in- 
volve an increase annually in expendi- 
tures of $150,000,000 for the postal ser- 
vice. Besides these there are a number 
of bills proposing the reduction 6f pos- 
tage rates. 

“This letter is not and I do not wish it 
to be taken as an expression of my 
opinion upon the subject as to whether 
there should be a readjustment of these 
salaries. I have always favored ade- 
quate and just salaries for Government 
employees, and since taking charge as 
the head of the Post Office Department, 
I have been impressed with the impor- 
tant services performed by officers and 
employees, both in the department and 
in the field service, and have been 
strengthened in my desire that ade- 
quate compensation in all cases should 
be paid. It is necessary, however, to 
approach the subject with a thorough 
understanding and a consideration of all 
the facts involved, including the receipts 
and expenditures of the department.” 

In a statement before the joint com- 


mittee Assistant Postmaster General 
Stewart gave assurances that the in- 
vestigation concerning parcel post rates 
was being pushed as rapidly as possible. 
He declared, however, that it would be 
impossible to formulate recommenda- 
tions based upon the report upon this 
inquiry before next May. 

It will be seen that the present atti- 
tude of the Post Office Department fore- 
shadows delay in determining the issues 
involved in this important question. It 
undoubtedly means that the Kelly-Edge 
bill will be held up in one house or the 
other until the investigation concerning 
parcel post rates has been completed. 

This raises the interesting question as 
to whether Congress will be able to 
solve this grave problem at the present 
session. The majority leaders of the 
House and Senate are very anxious to 
bring about adjournment soon after 
June 1 in order that the session shall 
be concluded before the Presidential 
conventions. 

The Post Office Appropriatiors bill is 
expected to be placed on the statute 
books before adjournment, but this will 
not prevent action on the compensation 
question by means of a special measure. 
In fact, under the rules of the House 
and Senate it would be necessary to 
pass an independent bill in order to 
raise salaries, as any “rider” added to 
an appropriation bill for that purpose 
would be subject to a point of order. 

Under the circumstances business 
men throughout the country will follow 
with close attention the work of the 
joint committee until its decision re- 
specting action at this session is offi- 
cially announced. 


Commission Assails Alleged Price- 
Fixing Combination 


Two sweeping orders have been 
handed down by the Federal Trade Com- 
mission, which still further clarify the 
policy of that body respecting the fix- 
ing and regulating of prices at which 
goods are to be sold at retail. One of 
these orders is directed to the Cincin- 
nati Wholesale Tobacco Association, its 
officers and members, and the P. Loril- 
lard Company, Inc., while the other is 
issued against the Wholesale Tobacco 
& Cigar Dealers’ Association of Phila- 
delphia, its officers, directors and mem- 
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Steel Tape for Gaging Heavy 
Oils 


The L. S. Starrett Co., Athol, Mass., 
has recently put on the market a reel 
tape for gaging extra heavy oils. The 
steel tape ribbon is unusually strong 
and heavy (% in. wide) and is mounted 





in a strong nickel-plated metal frame. 
The drum is cored for lightness and 
with the long winding handle assures 
increased leverage and in turn makes 
the tape quick and easy to operate. 
This winding handle is hinged to fold to 
the right or left, makirg it possible 
to lock the tape at the desired length, 
the knob folding neatly against the 
frame. This feature will be appreciated 
when the heavy plumb bob is attached. 
Bob is nickel-plated and has tapering 
point; is 1 in. in diameter, 6% in. long 
and weighs 18 oz. Tave is 50 ft. long 
and is graduated in feet, inches and 
eighths of an inch. Handle is hard wood 
and affords a full grip. 





Efficient Outboard Motor 


The Caille Perfection Motor Com- 
pany of Detroit, Mich., has recently 
placed on the market for 1924 a two- 
cylinder rowboat motor, which will be 
named the Caille Liberty Twin. The 
principle of operation is similar to the 
Liberty direct drive, which has proved 
successful during the past four years. 





The motor is efficient in operation 


and attractive in appearance. It is 
light weight and embodies parts made 
by the well-known firms. The igni- 
tion is a standard Bosch H. T. mag- 
neto which is set in a rocking cradle 
so that the same spark is given at al 
speeds. This is an exclusive Caille 


feature. The Zenith Carburetor Co., in 
conjunction with Caille engineers, have 
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created a special carouretor of high 
efficiency. Dow metal pistons—Ameri- 
can hammered piston rings—chrome 
nickel crankshaft hardened and ground, 
giving an even wearing surface, and 
phosphor bronze rods and main bear- 
ings, which are of very liberal length, 
comprise some of the make-up. The 
Caille Co. claims that it has succeeded 
in eliminating vibration entirely. 

Other features include direct drive— 
no gears to wear out or reduce power. 
A tilting motor that cannot be injured 
by coming in contact with unseen ob- 
structions and that wi!l drive a boat 
anywhere it will float. 

In tests which the motor has been 
undergoing for some months the com- 
pany claims to have been able to run 
the motor without even using the clamp 
or tightening screws. The motor de- 
velops exceptionally high revolutions 
which, in view of its direct drive con- 
struction, makes it very speedy and 
powerful. The steadily increasing 
popularity of outboard motors, com- 
bined with the simple construction and 
quality of this outfit, will undoubtedly 
make it a very popular one for the 
coming year. 





Hack Saw Frame Is Neat, Strong 
and Durable 


The Forsberg adjustable coping saw 
frame, made by the Forsberg Mfg. Co., 
Bridgeport, Conn., is of special heavy 
flat wire with rounded edges, stock, 





% in.; depth, 4% in.; width, 6% in. 
Special attention has been given to the 
construction of the front blade holder, 
patented, which is made with solid 
shoulder (washer eliminated), which 
makes this frame neat, strong and 
durable. The frames are made in nickel 


plated and polished and dull nickel fin-_ 


ishes, and are furnished complete with 
one blade, six to the box, six dozens to 
the carton. 





New Graphite Lubricant 
Prevents Rust 


Kant-Rust, made by the Kant-Rust 
Products Corp., Lincoln Highway, N. J., 
is a defloculated graphite in oil suspen- 
sion, and possesses the valuable prop- 
erty of preventing 
rust and of affording 
lasting lubrication be- 
~» cause it cannot evap- 
orate, gum or dry 
, away. Kant-Rust is 

also very penetrating 
and when, for example, it is applied toa 
rusty spot on any metal, the thin carrier 
of the scientific graphite penetrates be- 
neath the rust, washes it away, and the 
tiny invisible particles of graphite fill 
the pores left by the action of corro- 
sion on the metal. Kant-Rust is put up 
in convenient containers and is designed 
to retail at popular price. Because of 
its valuable features and wide useful- 
ness Kant-Rust should prove popular. 
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Adjustable Wrench Has Wide 
Usefulness 


A new adjustable wrench has been 
placed on the market by the Roosevelt 
Mfg. Co., 53 West Jackson Boulevard, 
Chicago. The new tool is known as the 
Roosevelt Adjusta Wrench and the 





maker claims for it simplicity of design 
with easy adjustment. The construc- 
tion is heavy and laboratory tests have 
shown it to have adequate strength for 
the work which it is said to perform. 
Both ends of the wrench adjust with the 
knurled nut in the center of the tool. 
The hexagonal openings are said by the 
makers to give a better grip on the nut. 
The wrench will accommodate any nuts 
from 1/32 to 1% inches, including 24 
sizes of hexagon nuts and eight sizes 
of square nuts. The jaw ends are case 
hardened. 

The tool has been designed to fit the 
hand well to insure the maximum lev- 
erage with comfort, and the manufac- 
turers claim it will efficiently serve 90 
per cent of all exposed nuts on all makes 
of automobiles. 

Distribution will be started through 
hardware channels at once, believing 
that the article will make a good addi- 
tion to tool and accessory lines in the 
hardware store. 





Mirro Sales Development Plan 


To better acquaint housewives with 
the merits of Mirro aluminum for all 
kinds of baking, and to furnish dealers 
with a trade developer, the Aluminum 
Goods Mfg. Co., Manitowoc, Wis., has 
placed its regular 9%-in. quality Mirro 
pie plate on the market as a special 
to retail at special price. This low 
price is made possible only through 
quantity production at the rate of over 
10,000 per day. 

Special electrotypes and advertising 
copy, also attractive sales-producing 
window or store posters in three colors, 
are furnished retailers without charge. 
However, the most important merchan- 
dising force back of this special is the 
coupon plan. Coupons are furnished 
gratis ,imprinted with the dealer’s name 
and address. The dealer distributes 
them to his customers and prospects. 
On an average, 10 per cent of the cou- 
pons distributed are returned. It is 
said, for example, that dealers distrib- 
uting 1000 coupons should sell 100 pans. 
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New Three-Piece Enameled 
Cooker 


A new enameled cooker has been 
laced on the market by the Polar 
are Co., Sheboygan, Wis. It is made 
of three pieces that fit together. The 
ring-base is dark blue enamel on heavy 
rolled steel, with vents to prevent the 





kettle bottom from discoloring. The 
kettle is triple-coated white enamel in- 
side and out with large hollow handles. 
An asbestos pad is hermetically sealed 
inside the double bottom, which the 
manufacturer claims prevents the food 
from scorching and assures even distri- 
bution of heat. The lid is solid alumi- 
num with a thumb-controlled vent to 
seal the heat in or let the steam escape, 
and fits tightly down into the kettle. It 
iz also equipped with a special handle 
which makes it possible to take the lid 
off without effort. The new Polar 
cooker is being made in 4-qt. and 6-qt. 
sizes, and considerable advertising is 
being done in national mediums. 





Clothes Line Reel Has 
Unique Features 


The Lowell Clothes Line Reel, made 
by the Hoge Mfg. Co., Inc., 215 Fulton 
Street, New York City, has a number 
of outstanding features which should 
recommend it strongly to housewives. 
The reel is strongly and simply made, 
and is so constructed that the line can- 
not snarl, knot or tangle, nor can it 
collect dirt or dust. It is equipped 
with 36 ft. of stout braided cord, wound 
up inside a dust-proof metal cabinet. 
To put up the line it is only necessary 
to draw out as much as wanted, the 
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possibility of hanging or sagging being 
entirely eliminated through a simple 
.mechanism that locks the reel in place. 
The reel is efficient in operation, at- 
tractive in appearance and should last 
indefinitely. 





Rubber Tires Now Used 
on Arcade Toys 


The use of rubber tires on its line of 
cast iron toys, automobiles and trucks, 
is a feature recently inaugurated by 
the Arcade Mfg. Co., manufacturer of 
Arcade Toys, Freeport, IIl. 


The new 
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tires are now being used on the com- 
pany’s toy Ford coupes, Ford touring 
cars, Chevrolet coupes, red baby trucks, 
yellow cab express trucks, yellow cabs 
and other toy cabs. These tires are 
miniature reproductions of real tires, 
having deep treads that will not wear 
out with ordinary use. Kids will wel- 
come them because the miniature tires 
are the exact reproductions of the real 
ones; parents because they will prevent 
the cast iron toys from marring pol- 
ished floors, furniture, etc. Dealers 
will welcome them because the minute 
one kid has one every other child 
in the neighborhood must have one 
like it. These rubber tires are made 
from high-grade rubber, shaped and 
hollow inside to fit over the specially 
casted wheels. They can be easily re- 
moved and new tires put on, although 
the tires will not come off without force. 





Efficient Vacuum Cleaner Will 
Appeal to Housewife 


Weighing but 7% lb., the Rotarex 
Electric Vacuum Cleaner, made by the 
Apex. Electrical Distributing Co., elec- 
trical home appliances, Cleveland, Ohio, 
is simple in construction and because of 
its few parts is easy to operate. The 





necessity for servicing is eliminated and 
the cleaner changed in one second from 
a cleaner of carpets or rugs to a cleaner 
of draperies, upholstery or any other 
dust collecting object or surface. It 
has no wheels, springs or adjustments 
to get out of order, nor switch or other 
delicate electrical mechanism, and no 
dust or dirt is drawn through the fan. 
The bag can be emptied quickly and 
without trouble and annoyance. The 
motor is air cooled. It is equipped with 
automatically fed bronze bearings of 
special design and composition. Will 
run three to five years without reoiling. 
The body of the cleaner is of heavy 
sheet aluminum. The bag is concealed 
and protected. The terminals, which are 
always a source of trouble, requiring 
service in most appliances, are pro- 
tected by vulcanized rubber of a special 
shape fitted to the cord in such a way 
that the terminals are relieved from the 
strain and breaking caused by bending 
of the cord. This eliminates one of the 
greatest troubles characteristic of such 
electrical connections. This protection 
applies to the terminals on the cleaner 
as well as on the plug. The motor is of 
special construction and design and is 
of very high efficiency. 








A New Popular Priced 
Steel Tape 


A new and very low priced, yet ac- 
curate and durable steel measuring tape 
has just been put on the market by the 
Lufkin Rule Co., Saginaw, Mich. 

The idea back of the marketing of 
this tape is to offer a steel line at a 


figure every carpenter or other me- 
chanic can afford, and thus to greatly 
increase the general use of steel tapes. 
While this new tape, known as the “Uni- 
versal,” is considerably lower priced 
than any of the other Lufkin steel tapes, 
at the same time it is of standard width 
and weight. It has “instantaneous” 
readings and “Nubian” finish, and its 
accuracy is guaranteed. The case is of 
tan-colored imitation leather, a ma- 
terial of extraordinary durability and 
good appearance. It is metal-lined and 
has nickel-plated and polished trim- 
mings. Winding handle is opened by 
push button. The tape is put out in 25, 
50, 75 and 100-ft. lengths. 





Attractive Display Stand 
for Miller Locks 


In order to assist retailers in the sale 
of its line of padlocks, the Miller Lock 
Co., Philadelphia, Pa., is now distribut- 
ing a new Miller display stand. This 
stand is all metal, beautifully enameled 





in olive green with embossed edges in 
gold color. Easy removal and replace- 
ment of locks and keys are made pos- 
sible by combination hooks and rings. 
Pilfering of locks from the stand is 
most difficult. The assortments are 
packed in individual cartons containing 
one stand with metal easel. Twenty- 
one different assortments have already 
been designed to suit every purpose, 
every market and every popular selling 
price. The display stand in the illus- 
tration is No. 666, containing 12 Miller 
padlocks, four each of three popular 
cast brass locks, Nos. 41, 197 and 221 
(sizes 15% in., 1% in. and 2 in., re- 
spectively). 
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February Building 
Records Show 
Good Gain 


February building totals at the coun- 
try’s leading cities promise to exceed 
any month since March and April of 
last year. 7 

The total reported for 167 cities is 
reported to Bradstreet’s as $263,361,229, 
a gain of 24.2 per cent over January and 
of 21.1 per cent over February a year 


ago. 

“The February permits, with only 157 
cities reporting, is the largest aggre- 
gate recording since that of October 
last, and when all reports are received 
it should exceed that month. In fact, 
it would appear now as though Febru- 
ary building will take rank next to the 
months of March and April last year, 
when building permits reached their 
peak. The big gain was made in New 
England, Middle Atlantic and Far West- 


ern cities, others reporting decreases. 





Spray Pumps and Rigs Have 
Self-Oiling Features 


A number of important improve- 
ments have recently been incorporated 
in Myers self-oiling power spray pumps 
and power spray rigs, made by the 
F. E. Myers & Bro. Co., Ashland, Ohio. 
As in the regular line of Myers self- 
oiling power pumps, the working parts 
are housed and fully protected, and 
operate in a bath of oil. They not only 
reduce wear and breakage to a mini- 
mum, but permit of operation under 
heavy pressure with perfect safety. 
Years of life are added to the pump 
itself and a highly economical, ex- 
tremely efficient standard of service is 
created. ; 

Duplex and quadruplex cylinders, ma- 
chine cut gears, belt or direct drive, 
automatic control, high pressure, sand, 
dust and dirt proof construction, best 
of equipment throughout, compactness 
and rugged strength for severe service, 
ample capacity, powerful penetrating 
spray, are a few of the more important 
talking points. Spray rigs having dif- 
ferent sizes of tanks are furnished with 
trucks, guns, hose and accessories, and 
are supplied with or without engines. 

Myers self-oiling power spray pumps 
are popular with fruit growers and the 
best of sellers in districts where ex- 
tensive spraying operations are carried 
on. 


A New Idea in Glass Cutting 


Smith & Hemenway Co., Inc., manu- 
facturer of the “Red Devil” glass cut- 
ter and other glaziers’ tools, has intro- 
duced a new combination glass stripper 
and circle cutting machine known as 
No. 318. A distinctive feature of this 
cutter is the fact that it cuts glass on 
both sides at one time. A perfect break 
is thus assured. 

Because of the double cutting fea- 
ture it is only necessary to make the 
ms kind of mark on the glass. 
This reduces wear on the cutters, the 
tension of which is adjustable to any 
pressure when cutting glass of various 
thicknesses, and gives them a lIecnger 
lease of life. 

The manufacturer claims that one 
man using this machine will cut more 
glass than three men using a straight 
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cutter and board. It can be fastened 
on a table, or when attached to the 
wall takes up no space and leaves the 
center of the floor clear for other pur- 
poses. This method is recommended as 
a most efficient one for both straight 
and circular cutting. 





Efficient Fire Extinguisher Is 
Fool Proof 


The new F-R-X hand chemical fire 
extinguisher, made by the F-R-X Mfg. 
Co., Norwalk, Ohio, has a capacity of 
one gallon and is claimed to be an effi- 
cient means of extinguishing all classes 
of fires. A feature of this fire ex- 











4 
tinguisher is the means provided to 
insure its efficient operation in emer- 
gencies, thus obviating all possibility 
of confusion on the part of operator 
resulting from the panic incidental to 
a fire. The operating mechanism is a 
simple lever, pressure upon which 
causes a continuous 35-ft. of F-R-X 
chemical to immediately issue. 

The F-R-X chemical is_ effective 
where water is useless. It is a non- 
conductor of electricity and safe for 
use on short circuits or in electrical 
machinery. These fires may be extin- 
guished easily without danger. For 
celluloid, oil, gasoline, naphtha and 
other inflammable liquids, the F-R-X 
is effective. The instant F-R-X chemi- 
cal comes in contact with heat it forms 
a heavy gas blanket of non-combustible 
gas, five times heavier than air, thus 
excluding the oxygen and smothering 
the fire. 

The extinguisher is equipped with 
an air tight valve chemical chamber 
and also a pressure gage showing the 
amount of air pressure and also the 
amount of chemical. The extinguisher 
also has its filling plug sealed to pre- 
vent tampering. 
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New Marking of Hand 
Saws by Disston Big 
Help to Trade 


To facilitate retail selling, save un- 
necessary handling and make stock- 
taking easy, Henry Disston & Sons, 
Inc., Philadelphia, Pa., recently an- 
nounced the adoption of a new method 
of marking hand saws. A label giving 
the style, size, point and providing space 
for price mark appears on the horn of 
the handle where it always is in plain 
sight when the saws are placed in dis- 
play cases or in vertical racks in the 
retail store. 

“This improvement in the method of 
marking was made for the convenience 
of the retailer and of the jobber,” said 

. Horace Disston, vice-president 
of the Disston organization. “While 
it was not difficult to distinguish a 26-in. 
saw from a 24-in. saw, close inspection 
was necessary to tell an 8-point saw 
from a 9-point saw, to cite a common 
example. The new label does away 
with this need for such close examina- 
tion because the style, size and point 
are in plain sight on the handle label. 
This step simplifies stock-taking by 
showing the merchant at once just what 
he has. Thus it enables him to fill in 
shorts without duplicating his present 
numbers or without losing time in 
checking up his stock. 

“But the greatest advantage comes in 
the time saved in selling. When a cus- 
tomer asks for a certain saw, the sales- 
man can distinguish the saw wanted at 
a glance, whether cross-cut or rip, and 
have it on the counter instantly. We 
feel that the new Disston handle-label 
will be welcomed by the trade as ‘a long- 
felt want,’ to quote many retailers who 
had the opportunity of examining it 
while it was being developed by us.” 





Cordley & Hayes Shutdown 
Not to Affect Deliveries 
of Coolers 


Cordley & Hayes, 7 and 9 Leonard 
Street, New York City, who recently 
shut down their plant at Lockport, N. 
Y., for the purpose of making extensive 
alterations and repairs, desire to em- 
phasize the fact that this temporary 
closing will not affect “Twentieth Cen- 
tury” coolers. The closing of the Lock- 
port plant, it is said, interferes only 
withgdeliveries on “Fibrotta” ware. 





Davis-Willis Hardware Co..Open 
for Business 


The Davis-Willis Hardware Co. re- 
cently opened at 22 Craven Street, New 
Bern, N. C., and will do: a wholesale 
hardware business, carrying a full line 
of shelf hardware, plows, castings, 
roofing, stoves, screen doors, etc. 





E. A. Stephenson Sells Interest 


E. A. Stephenson, for thirty-three 
years head of the E. A. Stephenson 
Hardware Co., Lowell, Iowa, has recent- 
ly disposed of his interest in the busi- 
ness. The firm name will be changed 
by the purchasers to that of Watton- 
Jackman Hardware Co. | 
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General Market News 








Price Stabilization Looked for 
in Some Lines—Shortages 


Likely in Others 


Greater price stability was apparent in the hardware market dur- 
ing the past week. Few price changes of major importance were an- 
nounced. Jobbers’ sales are consistently strong, and retailers in most 
parts of the country, although not doing any large seasonal business 





as yet, report satisfactory sales. 


Long handled axe prices were reaffirmed until Dec. 31, 1924, at 


practically the same base price. 


Railroad buying is reported to be in- 


creasing, and the steel industry is operating at ninety-one per cent of 


its capacity. 


Some apprehension is felt by jobbers concerning possible short- 
ages of spring goods, particularly in the tool and builders’ hardware 


lines. 


Among the price changes of the past week of general importance 


were the following: 


Long handled axe prices have been confirmed by manufacturers 
until Dec. 31, 1924, at practically the same base as this year. 

Universal percolators, manufactured by Landers, Frary & Clark, 
New Britain, Conn., have been reduced practically 10 per cent, new list 


prices being issued. 


Copper tacks have been advanced Ic. per Ib. 

Soldering coppers have been advanced Ic. per lb. 

The Aluminum Co. of America, Pittsburgh, Pa., has advanced 
prices on pure aluminum Ic. per lb., or from 26 to 27c. per Ib. 





General Wholesale Quders 
on the Increase 


General wholesale orders are re- 
ported to be on the increase throughout 
the country. The Credit Clearing House 
weekly report shows a considerable in- 
crease in wholesale purchasing in the 
East, slight increases in the North and 
Middle agricultural sections, and some 
decrease in the other three sections, in- 
cluding a considerable reduction in the 
South. 

The country as a whole shows an in- 
crease in purchasing for the past week 
equal to 0.2 per cent, contributed almost 
entirely by the East, which records an 
increase of 3 per cent, made up nu- 
merically of just one-half of the total 
number of orders recorded during the 
week. Collections continue fair, with 
some slowness in the East. Indebt- 
edness is lower throughout the country. 





‘ Foresee Future Lead 
Famine in U. S. 


The possibility of a lead famine is 
treated at length in a report recently 
issued by the State School of Mines at 
the University of Utah. The rapid 
depletion of the world’s lead supplies, 
with the failure to discover new ore 
bodies, is likely to create a lead famine 
and to force the development of the 
complex lead-sulphur-copper-zinc ores, 
treatment of which has long been a 
metallurgical problem, the report says. 





Chicago Market Firm 


The Chicago market remained quiet 
but strong throughout the week. There 
is some question as to when the recent 
advances which manufacturers an- 
nounced on butts and hinges would be 
passed on to the retailers There were 
very few price changes of any nature 
during the week. 





Volume Paint Sales Large 
in Cleveland 


Cleveland jobbers announce the fol- 
lowing advances: turpentine is now 
quoted at $1.18; linseed oil at $1.08, 
both 2 cents higher, and white lead has 
been advanced % cent. New axe prices 
show no changes and are guaranteed 
until Dec. 31, 1924. February paint 
sales volume unusually heavy for that 
month. Big building program starting 
in this territory. 





Price Structure Strong 
in Pittsburgh 


Price changes in the Pittsburgh mar- 
ket in the past week were unimportant. 
Prices on men’s axes have been re- 
affirmed, but material reductions in 
prices on boys, house and hunter axes 
have been made. New extras have been 
adopted on cold finished steel bars that 
are equivalent to an advance of about 
$2 per ton. The whole local price struc- 
ture is quite strong, and advances are 
looked for on some hardware lines 
within a short time. 





Steel Industry Operat- 
ing on 91 Per Cent 
of Capacity 


Activity is increasing in the steel in- 
dustry, and according to reports from 
the field the industry as a whole is op- 
erating at about 91 per cent of its 
capacity. 

Although orders are on the books of 
the steel companies for only four to 
six weeks for most forms of steel, the 
industry is operating at an annual rate 
of more than 49,000,000 tons of ingots, 
or the equivalent of 91 to 92 per cent of 
capacity, a rate that is equal to the rate 
of April, 1923, the record for all time. 

Consumption, The Iron Age points 
out, is correspondingly heavy, but man- 
ufacture for stocks is going on in tin 
plate, wire and other lines, in which 
stocking is possible. A slump in cur- 
rent demand is attributed partly to the 
political unsettlement and also to the 
tendency of buyers to hold off for lower 
prices. 





New York Expects Higher 
Nail Prices 


No major price changes were an- 
nounced during the past week by New 
York jobbers. However, the following 
small readjustments were made: 

Universal percolators were reduced 
about 10 per cent and the list prices 
changed. Copper tacks were advanced 
1 cent per lb. Soldering coppers were 
advanced 1 cent per Ib. 

Long handled axe prices were con- 
firmed until Dec. 31, 1924. 

Rumors persist that nails, builders’ 
hardware and some tool lines are likely 
to advance in the near future. 





Boston Market Values Hold 
in Steady Trading 


Aside from a reduction of 5 to 20 
per cent in some numbers of hatchets 
and axes by one of the leading manu- 
facturers, important price changes are 
conspicuous by their absence in Boston. 
The upward trend in hardware values, 
as indicated March 1, apparently is dis- 
sipated. The uncertainty of iron and 
steel prices generally is given as the 
reason for the hesitancy on the part 
of manufacturers to raise values. 





Twin Cities Market Quiet 


There have been no price changes of 
particular importance during the past 
week in the Twin Cities market, al- 
though there have been a number of 
slight advances on minor items. Mar- 
ket conditions are very firm as regards 
prices. There has been an advance in 
the price of guaranteed half and half 
solder, which is now quoted at 39 cents 
per lb 
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Chicago Watching Weather Vane of Prices 
—Believe Spring Shortages Likely 


(Chicago office of HARDWARE AGE) 

HE hardware business in the Chicago district is 

| somewhat quiet at the present time, but it is felt that 
it is caused by the condition of both city streets and 
Prospects, however, are very good for an 
active spring and the merchandise shipped out thus far, 
preparatory to the opening of the season, is heavier than 
Consequently the market is not without opti- 


country roads. 


last year. 
mism. 


The strength of prices in nearly all lines is considered 
another good weather vane of conditions. 
eral advances announced last week but comparatively few 


during the seven days just passed. 


Inquiries for summer goods and last minute orders for 
spring requirements indicate that the hardware trade 


AMMUNITION AND FIREARMS.— 
Future orders for both firearms and am- 
munition are being written in good 
volume. 


AUTOMOBILE ACCESSORIES. — 
Weather and road conditions have held 
back the spring demand to some extent. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each: Champion 
Blue Pox line, 53c. each; A. C. Titan, 
; lots of 100, 56c. each; A. 
C. Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 


each. 
No. 46, 


stocks, 


Jacks.—Reliable Jacks, 
; in lots of 10, $2.25 each; 
Simplex, No. 36, $1.80 each; Ajax, 
. 6, 90c. each; National Standard, 
No. 21, $1.20 each. 
1%-in. 


Pumps. — Rose, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non 
skid fabrics, $8.65 each; cord, $11.60 
each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.80 each. 

AXES.—Fall prices, just announced, 
are unchanged except for about a 10 
per cent reduction in boy’s and hunter’s 
axes. This market offers slight conces- 
sions for fall orders placed during 


March. 

We quote from jobbers’ 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled 
axes, $15 to $22 per doz., according 
to quality and grade of handle. 


BASEBALL GOODS.—A good season 
is expected; jobbers’ stocks in good con- 
dition now. 

BICYCLES.—Better weather conditions 
in rural sections will improve the cur- 
rent demand, although future orders 
were quite heavy. 

BOLTS AND NUTS.—Sales said to be 


cylinder, 


stocks, 


normal. 
We uote from jobbers’ stocks, 
f.o.b. hicago: Carriage bolts, cut 


thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, 


cut thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
60 per cent discount; all stove bolts, 
70-10 per cent discount; lag screws, 
60 per cent discount. 


interfere. 


will be as heavy, if not heavier, than was anticipated. 

The Chicago building program for 1924 bids fair to sur- 
pass the 1923 record of $310,000,000. Several new pro- 
jects have been announced this week which make this 
record almost inevitable providing labor troubles do not 


Labor is more plentiful than in the few weeks past. 
Collections are reported as satisfactory. Indications point 


to shortages in some of the spring lines, even at this early 


date. 
There were sev- 


few days. 


BUILDERS’ HARDWARE.—No prices 
on butts have been issued, which are to 
be found in the quotations listed below: 


We uote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, 
$3.66 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $4.92 
per doz. pair; heavy wevel steel in- 
side sets, case lots, $7.80 doz.; steel 
bit-keyed front door sets, $1.90 per 
set; wrought brass bit-keyed front 
door sets, $3.25 per set; cylinder 
front door sets, $7.50 per set. 


CHAIN.—Prices the same as those rul- 
ing since January; demand very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.25 per 100 Ib.; American coil 
chain, 40-10 per cent off list; No. 00 
4% electric welded cow ties, $2.75 
per doz. 


CLIPPING AND SHEARING MA- 
CHINES.—Dealers will have secured 
their entire requirements by April 1. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1, clip- 
ping machipe, $12.75 list; one man 
power shearing. machine, $21 list; top 
plates No. 90 and 360, $1.25 each list; 
bottom plates No. 99 and 361, $1.75 
each list; dealer’s discount, 3344 per 
cent. Stewart electric clipping ‘ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list; dealer’s dis- 
count, 25 per cent. 


DOOR SPRINGS. — Prices holding 
steady. 

We uote from jobbers’ stocks, 
f.o.b. icago: Perfect, No. 2, 35c. 
doz.; No. 3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 52c. per doz.; No. 6, 63c. 


doz.; No. 7, 70c. doz.; Reliance, light, 
$1.80 doz.; medium, $2.50 doz.; heavy, 
$3.75 doz.; Torrey’s, $3.60 doz. 


ELECTRICAL MERCHA NDISE.— 
There is some talk of an advance on 
rubber covered wire. 


We quote from 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.60 per 1000 ft.; in 1000-ft. 
lots, $7.35; No. 18 lamp cord, $15 per 
100 ft.; in 1000-ft. lots, $13.75; %-in. 
brush brass key sockets, 20c. each; 
two-way plugs. 60c. each; in lots of 
10, 52c. each; one-piece attachment 
plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; dry cells, 
boxes of 50, 30%c. each; less than 
case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.— 
Good business reported; prices attrac- 
tively low. 


obbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-Ilb. and heavier, 
10c. per Ib. 


On the whole, however, the market is considered a little 
slow due to the backwardness of the season, but there has 
been no attempt to force business with lower prices, as it is 
felt the demand is only delayed and will improve within a 


FIELD FENCE.—Sales expected to in- 
crease as season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% per 
cent discount from lists. 


FILES.—A good movement is reported 
with the new prices now in effect. 


from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files. 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE. — Demand for 
tackle is large for quality goods. Deal- 
ers are getting their stock in while job- 
bers’ stocks are complete. Manufactur- 
ers are busy and cannot make prompt 
shipments. The usual shortage on ac- 
count of slow deliveries is expected. 


FOOD CHOPPERS.—Good demand ex- 
pected to continue until about April 1. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, Uni- 
versal No. 0, $15 per doz.; o. 1, 
$18.20 per doz.; No. 2, $22.25 per doz.; 
No. 3, $28.35 per doz.; Enterprise No. 
501, $16.65 per doz.; No. 602, $20.80 
per doz.; No. 703, $27 per doz. 

WARE.— 


GALVANIZED AND TIN 
Jobbers’ prices remaining firm; sales 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized after made water pails, 8-qt., 
$1.85 doz.; 10-qt., $2.10 per doz.; 12- 
qt., $2.30 doz.; 14-qt., $2.57 doz.; 
vanized wash tubs, No. 1, $6 doz.; No. 
2, $6.75 doz.; No. 3, doz.; 2-gal. 
galvanized kerosene can (tin breast), 
$4.25 doz.; 5-gal. galvanized kerosene 
ean (galvanized breast), $7.50 doz.; 
1-bu. galvanized baskets, $7 doz. 


GARDEN HOSE.—The orders placed 
thus far compare favorably with last 
season, and the outlook is promising. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Good quality molded 
hose, %-in., 10%c. per ft.; %-in., 
ll4c. per ft.; %-in., 12%c. per ft.; 
3-ply, good quality, wrapped, %-in., 
10c. per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, -in., 12c. 
per ft.; %-in., 14c. per ft.; 5-ply, good 
quality, wrapped, %-in., 9c. per ft.; 
%-in., lle. per ft. 


HATCHETS.—Sales in seasonable vol- 


ume. Prices were largely reduced late 
in 1923 and are considered favorable. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Size 2 extra quality, 
broad hatchets, $17.15 per doz.; com- 


We quote 
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petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $ doz. ; 
ge p er ’ shingling hatchets, 
No. 2, $8.45 doz. 


HANDLED HAMMERS.—Sales activ- 
ity normal. Prices are on an attractive 
basis since the late 1923 reductions. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-oz. 
ball pein, $8. 80 per doz.; competi tive 
forged nail hammers, $9.60 per doz.; 
cast steel hammers, $4 per doz. 


HANDLES, TOOL.—Prices firm, but 
not recently changed; sales reported 
active. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe Handles.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 
Hatchet and Hammer Handles.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1. 50 per doz. 


HANDLES, AGRICULTURAL.—Sales 
have been satisfactory and the current 
business, once the season opens, is ex- 
pected to be quite good. 


We cette from jobbers’ 
f.o.b. Chicag 

Hay Fork. Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5- ft. * 50 doz.; 
41,4-ft., 
416-ft., : . 

Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap 4-ft., $5.50 doz.; 4%- 
$5.75 doz.; XX bent, 4%4-ft., $4.50 
doz.; 5- ft., $5.50 nt - bent, 4%%-ft., 
$3 doz.: > 5- of $3.4 

Manure Feet + hn —Bent, best 


stocks, 


; 414-ft., 

Garden Hoe WHandles.—XxX 41.-ft., 
$3.45 doz.; X 4%4-ft., $2.40 doz 

Garden Rake Handles. eed 51.-ft., 
$5.25 doz.; X 5%-ft., $3.2 

Shovel ‘Handles. "Regular. atiorn, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.;: D handle, best grade, $7. 95 doz.; 
X grade, $6 doz. 

Spade Handles. — D handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—New quotations recently is- 
sued are as follows: 
We ‘quote from jobbers’ stocks, 


f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., $1.20; 5-in., 


6-in., $2.12; 8-in., $3.54; 10- in., $5.43 
per doz. pairs. Extra heavy = hinges 
in bundles, 4-in., $1.90; 5-in., $2.01; 
6-in., $2.50; 8-in., $4.30; 10-in., $6.13 


per doz. pairs. 


ICE CREAM FREEZERS.—Only fair 
volume reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1- qt. 
$4.85 list; 2-qt., $5.65 list; 3-q 
$6.75 list; 4-qt., 
list; 8-qt., : 
12- qt., $21. 55 list: 15-qt., 
20-aqt., $33.20 list; 
Arctic, 1-qt., $ 
3-qt., $5.55 list; 4-qt., $6. 80 list; 6-qt., 
$8.60 list; 8-qt., $11.10 list. All the 
above less 50 per cent discount. 


INCUBATORS. — The usual demand 
continues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount; brooder stoves, 30 per 
cent discount; insulated chicken 
waterers, $3.25 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—The season shows prom- 
ise of good business. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in., ball bearing, 
5-knife, ll-in. wheels, $13.75 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10.95 each; 16-in. plain bear- 


$25.60 list: 
$42.60 list: 
$4.60 list: 


stocks, 
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ing, a 10%-in. wheels, $9.50 
each; 16-in., ball bearing, 4- knife, 
9-in. wheels, $9.50 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $8.10 
each; 16-in., ball bearing, 4-knife, 
8-in. wheels, $8.60 each; 16-in., plain 


po 3-knife, 8-in. ‘wheels, $6.40 
each 
Grass Catchers.—Galvanized bot- 


tom for 14 to 16-in. mowers, full 
packages, “’ 80 doz.; galvanized bot- 
tom for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 12 to 16-in. mowers, $5.90 
doz.; plain bottom, canvas, for 18 to 
21-in. mowers, $7.60 doz. 


NAILS.—Prospects are very good for 
a heavy season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer, $2.50 for shorter than 


1-in. 
OIL STOVES.—Interest continues ac- 
tive. 

We quote from jobbers’ stocks, 


f.o.b. Gileane: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new improved New Perfec- 
tion, 2-burner, $22 each list; 3- 
burner, $28.50 each list; 4-burner, $35 
each list; Superfex 2-burner, $36 each 
list; 3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to a 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—The market re- 
mained steady during the week. 
We . from jobbers’ stocks, 


f.o.b. 
 ienenal Oil. eoiinemee barrel lots,. $1.10 
per gal.; 5-barrel lots, $1.05 per gal. 
Linseed Oil.—Boiled, barrel lots, 


$1.12 per gal.; 5-barrel lots, $1.07 per 
$1.14 per 


Denatured Alcohol.—Barrel lots, 55c. 
per gal. 
White Lead.—100-lb. kegs, $15 per 
keg; 50-Ib. kegs, $7.75 per keg; 25-lb. 
$3.95 per keg; 12%-lb. kegs, 
$2.05 per keg. 

ry Paste.—In barrels, 6c. per 

Shellac.—(4-Ib. goods) white, $3. 50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX OVEN WARE. — Sales are 
steadily improving. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 


gal. 
Turpentine.—Barrel lots, 
a 


stocks, 


Casseroles.—Round, No. 167, $12 
doz.; No. 168, See No. 183, $12 
doz.: No. 184, $14 d 

Casseroles. —Oval, "i. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 


203, $7.20 doz.: No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
RADIO.—The shortage of tubes has not 


improved. 


REFRIGERATORS. — Manufacturers 
seem to be unable to take care of any 
business placed after October. 


ROLLER SKATES.—There has been no 
change in price. A good demand for 
spring trade is reported. The long win- 
ter has not helped current sales, but a 
big demand will come soon as the first 
spring days come. Some dealers are 
preparing for a good demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Chicago boys’ ball 
bearing, $1.45 pair; girls’ ball bear- 
ing, $1.55 pair. Union boys’ ball 
bearing, $1.55 pair; girls’ ball bear- 
ing, $1.65 pair. 


ROOFING AND PAPER.—tThe spring 
demand is opening in very good volume. 
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Prices are very firm after the recent ad- 
vances, and further increase in price is 
not unlikely. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, - per square; 
best talc surfaced, $2.35 per square; 
medium tale ae ikted. $1.65 per 
square; light tale surfaced, $1.05 per 
<n red rosin sheathing, $70 per 
on. 


SASH CORD.—Business reported good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 es brands, 
$11 per doz. hanks; No. 8, $12.60 per 
doz. hanks. 


SASH PULLEYS.—A very satisfactory 
volume of business is being booked. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
— No. 105, 52c. doz.; barrels, 48c. 
OZ. 


SCREEN DOORS.—Indications point 
to a good, healthy demand. 


We quote from jobbers’ 
f.o.b. Chicago: 
Screen Doors.—No. 266, 


stocks, 
2-8 x 6-8, 


$23.15 doz.; No. 296, 2-8 x = 8, $28.20 
doz.; No. 311, 2-8 x 6-8, $40 
Window Screens. —No. 1898" $5.30 


doz.; No. 2433, $6.50 doz. 
SCREWS.—Stocks ample; sales good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


STOVE PIPE AND ELBOWS.—In view 
of the fact that prices continue the same 
as last fall, with no prospect of a de- 
cline ahead, fall orders are being placed 
freely by the dealers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 26-gage 6-in. pipe, 
$17.50 per 100 joints; 28-gage 6-in. 
pipe, $15.50 per 100 joints; 30-gage 
6-in. pipe, $13.50 per 100 joints; 28- 
gage 6-in. elbows, $1.60 doz. 


WHEELBARROWS.—Prices firm and 
unchanged; orders in good volume as 
the spring selling season opens. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WIRE *GOODS.—Shipments of wire 
cloth are being requested early. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $3. §8 per spool; No. 9 
galvanized plain wire, $4.15 per 100 
lb.; polished fence staples, $4.25 per 
100 lb.; catch weight spools painted 
barb wire, *‘ 30 per 100 Ib.; 12-mesh 
black wire cloth, $2.10 per 100 sq. ft.; 
12-mesh galvanized wire cloth, $2.45 
per 100 sq. ft.; 14-mesh bronze wire 
cloth, $6.70 per 100 sq. ft. in 50-ft. 
rolls; galvanized before poultry net- 
ting, 45-10 per cent discount: gal- 
vanized after poultry netting, 45 per 
cent discount. 


WRENCHES.—No changes reported on 
the line; prices seem steady and demand 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off; 
Pe ge 60-10 per cent off; Trimo, 
60-71%4 per cent off. 

We quote f.o.b. factory 

Snap-On Wrenches. on 101, Mas- 
ter Service set, $15.25; No. 202, Heavy 


Duty set, No. 404, Universal 
Socket set, $7: No. 505B Screw 
Driver set, $3.40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 
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Pittsburgh Steel Production at 91 Per Cent 
of Capacity—Few Consumers Buying Ahead 


(Pittsburgh office of HARDWARE AGE) 

RESENT conditions in the steel trade, as regards 
p output and the way that consumers and jobbers are 

buying material, are without precedent in the mem- 
ory of the writer, who has had to do with reporting steel 
markets for nearly forty years. In the first place, this 
country is now making steel ingots at the rate of very 
close to 50,000,000 tons per year, the heaviest rate of out- 
put known in the history of the steel trade. It represents 
an average rate operation of all the steel mills in the coun- 
try of about 91 per cent of capacity. This is remarkable 
in itself, but it is all the more remarkable when it is known 
that few jobbers or consumers are buying material ahead, 
the average being not over thirty days’ supply. 

With this condition existing, the question naturally 
comes up, where is all this steel going, is it going into 
actual consumption, or is it being largely piled in the ware- 
houses of the steel mills? The correct answer is that it is 
doing both. On some lines of finished steel products such 
as tin plate, sheets, wire products and one or two other 
steel items, it is customary for the mills to stock up very 
early in the year in order to be prepared for the expectant 
spring demand. There is no doubt but that the mills that 
make the above named products are accumulating heavy 
stocks, first to meet the looked for heavy spring trade, and 


ALUMINUM.—Effective from March 8, 4.25c. off list; 


tapped, 4.25c. oft 


second, in order to be prepared for any shortage in labor 
that may come when the warm weather comes, at which 
time thousands of men will leave the mills to engage in 
outdoor work. It is also just as true that consumptive 
demand now and for some months has been heavy, partly 
due to the open winter which has allowed outside work to 
go steadily ahead with practically no interruption. 

The question is, how long can these very unusual condi- 
tions last? It would seem that production of steel has 
about reached the peak, and it would not be surprising if 
from this time on there will be a gradual slowing down in 
operations, unless the spring business should be much 
larger than is expected. In fact, in several of the local 
steel plants there has already been a light falling off in 
operations in the last week or ten days. The output of 
steel ingots in February was 3,780,663 gross tons, this 
being only a few thousand tons less than in March, 1923, 
in which month the output of steel ingots was 4,046,854 
gross tons. The daily output of steel ingots in February, 
1924, was 151,227 gross tons, being exceeded only by two 
previous months, April, 1923, when the daily output was 
157,776 gross tons, and May, 1923, when the daily output 
was 155,400 gross tons. The remarkable records for steel 
output in February are all the more so because of it being 
a short month. 


hot pressed nuts, Electrically Welded.—Proof grade, 
list; c.p.c. and t. 


-in., $10; %-in., $9; -in., $7.75; 








the Aluminum Company of America, 
Pittsburgh, advanced prices on pure 
aluminum lic. per lb. or from 26 to 27 
cents per lb. A similar advance was 
made on Jan. 10 last, when the price 
was increased from 25 cents to 26 cents 
per lb. The demand for aluminum is 
good, makers of aluminum ware being 
busy. 


AXES.—Several makers of axes have 
reaffirmed prices on men’s sizes, but on 
boys’, home and hunter’s axes have 
made material reductions in prices. The 
new lists of prices are expected to 
reach the trade within the next few 
days. 

BOLTS AND NUTS.—The demand for 
bolts and nuts is only fair, and most 
makers are very keen for new business, 
with the result that the recent advance 
in prices of about 5 to 10 per cent is 
not holding firm, except on small orders. 
The demand from the automobile build- 
ers is only moderate, but the car shops 
are placing some fairly large orders. 
It is claimed that there is too much 
capacity in nuts and bolts to meet the 
actual consumption. Prices are only 
fairly strong. Prices and discounts in 
large lots are as follows: 


Machine bolts, small, rolled threads, 
60, 10 and 5 per cent off list; machine 
bolts, all sizes, cut threads, 60 and 5 
per cent off list; carriage bolts, % x 

in., smaller and _ shorter, rolled 
threads, 60 and 5 per cent oft list; 
carriage bolts, cut threads, all sizes, 
50, 10 and 5 per cent off list; lag 
bolts, 65 and 5 per cent off list; plow 
bolts, Nos. 1, 2 and 3 heads. 50 and 
10 per cent off list; other style heads, 
20 per cent extra: machine bolts, 
c.p.c. and t. nuts, % x 4 in., 50 and 
5 per cent off list: larger and longer 
sizes, 50 and 5 per cent off list: hot 
pressed squares or hex. nuts, blank, 


square or hex. nuts, blank, 4c. off list; 
c.p.c. and t. square or hex. nuts, 
tapped, _— off list; semi-finished hex. 
nuts, os - in. and smaller, U. S. S., 8 
and 5 per - off list; 56 -in. and 
larger, U. S. S., 75 and 5 per cent off 
list; small Ang S. A. E., 80, 10 and 
5 per cent off list; S. A. E., %-in. 
and larger, 75, 10 and 5 per cent off 
list; stove bolts in packages, 75, 10 
and 5 per cent off list; stove bolts in 
bulk, 75, 10, 5 and 21, per cent off 
list; tire bolts, 60 and 10 per cent off 
list: bolt ends with hot pressed nuts, 
60 and 5 per cent off list; bolt ends 
with cold pressed nuts, 50 and 5 per 
cent off list; turnbuckles, with ends, 
%-in. and smaller, 50 to 55 and 5 per 
cent off list; turnbuckles, To 
ends, %-in. and smaller, 65 and 5 t 
70 and 10 per cent off list; ool By 
5c. to 5.25c. off list. 

Rivets.—Large 1a | and 4 
rivets, base, per 100 Ib., $2.75; small 
rivets, 70 and 10 per cent ae list. 


BUILDERS’ HARDWARE.—It is be- 
lieved this year will witness fully as 
large a business in builders’ hardware 
as in 1923, which was a record year. 
New building locally is heavy, and 
many intending builders that have been 
holding off have now decided to go 
ahead this year as they feel that pres- 
ent high building costs will not be any 
lower over the next two or three years 
at least. Makers of builders’ hard- 
ware are well filled with orders, and 
one or two are behind in shipments. 
Prices remain very firm. 

CHAIN.—A leading maker reports that 
its orders have been steadily increas- 
ing of late, and in some sections there is 
more disposition to buy ahead. It is 
also stated that prices, based on the 
advance of last January, are holding 
more firmly. In large lots the base 
price of pound chain remains at $6 per 
100 lb., while proof BB and BBB are 
qvoted as follows: 


%-in., $8; te $7.75: 14-in., $7.50 
Fire Welded —Proof grade, ih 

$7; ¢4-in., 56 - in., $6. 75; ie * ae 

$6.50; jt-in., %-in., $6.2 17,-in., 


l-in., $6; 1%-in., 1%-in., $6: 1% -in., 
1%-in., $6.75. BB grade, *-in., . 
i -in., %-in., $7.75; #-in., %-in., 
.50; ae %-in., $7.25; 1y,-in., 
-in., ; 1%-in., 1%-in., $7; 1%-in., 
1%-in., $7.75. B grade, Ve 
$8.50; -in., %-in., $8.25; #-in., 
%-in., $8; 3S =" %~ in., iy 75; 


Straight rag Coll Chain—Bright 
Finish.—Proof grade, +#;-in., $10.50; 
%-in., $9.50; ye-in., $8.25; %-in., $7; 
$f 50." $6.75; %-in., $6.50; ys-in., 


yr-in., $9; 5% 
7-in., $8.25; i- in., “Ss: ‘14%-in., ‘$8: 
1%-in., $8.75. 

Straight Link Coil Chain—Hot Gal- 
vanized Finish.—Proof grade, +,-in., 
si. 25; he in., $11; f,-in., $9.50; %-in., 


$7.25; l-in., $7; 1%-in., $7 14-in 
$7.75. BB grade, +:-in., $13.25; %- 
in., $12: y-in., $10.50: %-in., $9 
ve-in., $8.50; %-in., Y;-in., $ 
54-in., $8.75; %-in., $8.50; %-in., 
$8.25; 1-in., $8: 1%4-in., $8; 1 n., 
$8.7 BB ade, -in., $13.75 
%-in., $12.50; #-in., $11; %-in., $9.50 
-in 1%4-in., $8.50; ¥-in., $9.50 


B-in.. $9.25: %-in., $9: %-in., $8.75: 
$9.28" $8.50; 1%-in., $8.50; 1%-in., 


It should be noted that the above 
prices are all per 100 Ib. and are f.o.b. 
Pittsburgh, and for large lots only. 
small lots from jobbers or warehouse 
the usual advances apply. 
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COLD FINISHED STEEL BARS AND 
SHAFTING.—Effective from March 10, 
leading makers of cold finished steel 
bars and shafting adopted new extras, 
and which take the place of those put 
into effect on Aug. 18, 1919, last. It is 
said that these new extras represent 
an advance of about $2 per ton. They 
are based on the new card of extras on 
hot-rolled steel bars sent out by the 
Carnegie Steel Co., dated July 1 of last 
year, and which are now in use by all 
consumers. 


IRON AND STEEL BARS.—New de- 
mand for steel bars is fairly active, but 
in most cases buyers are restricting 
their orders for nearby needs. Prices 
are quite firm, but here and there an 
outside mill will shade the 2.40 cents 
price $1 to $2 per ton to get the order 
away from a mill that is the natural 
source of supply. The demand for iron 
bars is light, and confined to small lots 
for nearby needs, but is helped out to 
some extent by the demand from the 
car builders which is fairly active. 


We quote soft steel bars, rolled 
from billets, at 2.40c. base; bars for 
cold- finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
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bars, rolled from billets, 2.40c. base; 
refined iron bars, 3.15c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 
The above prices are for carloads or 
larger lots; jobbers and warehouses 
charging the usual advances for small 
lots from stock. 


PLATE WASHERS.—Effective from 
March 7, a Western manufacturer is 
quoting $5.40 off list, f.o.b. Joliet, Ill. 
This price will be in effect until March 
22, on which date the price is to be 
advanced to $5.30 off list, f.o.b. Joliet. 


SHEETS.—While the new demand for 
sheets is expanding, it is to some ex- 
tent the result of more shading in 
prices by a few mills that heretofore 
have been holding prices quite firm. 
The American Sheet & Tin Plate Co. 
is holding its prices firm. Consumers 
are buying largely to cover nearby 
needs only. 


We quote for carload and larger 
lots, f.o.b. Pittsburgh: Black, No. 28 
gage (base), 3.75c. to 3.85c. per Ib.; 
galvanized, No. 28 gage es 4.90c. 
to 5c.; blue annealed, 16 gage 
(base), 3c. For smaller Pn ‘from job- 
— stock the usual advances pre- 
vail. 


STEEL PIPE.—Jobbers are pretty well 
stocked up now, and as a result the 
new demand is showing some signs of 
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falling off. However, the mills are 
pretty well filled over the next two 
months. The new demand for boiler 
tubes is dull, and prices are more or 
less depressed. For small lots out of 
jobbers’ stocks they are as follows: 


Black Galv. Black Galv. 
bcc SE ~ bbe om >) ae Fo 
adie Ge <del 1%.. 9.71 12.59 
36.... 3.36 $5.50 1%.. 11.60 15.05 
Io - 4.17 5.43 Z2.eee 15.61 20.26 
ee Se %.. 68 


2 24. 
Above prices per 100 ft. f.o.b. Pitts- 
burgh. 


WIRE PRODUCTS.—The demand for 
wire and wire nails is fairly active, but 
is confined almost entirely to small lots 
for urgent needs. Mills are able to 
make prompt shipments as they have 
good-sized stocks. Prices are firm, but 
there are no signs of an early advance 
in the market. 


Jobbers ~ aml retail 
stocks as follow 

Wire nails, $3. 40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3 0 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 lb.; No. 9 galvanized 
fence wire, $3.90 ‘per 100 1b.; woven 
wire feneing, 63 per cent off list. All 
= - ‘ro prices on spools are for 

-rod. 


trade from 





Chain, pound, 
Galvanized barbed 





Painted barbed 
Machine 


Steel pipe 


carload, per 100 lb. 








not over 12 in. in d 
carload lots, minimum 36, 600 1 





Annealed fence wire, base, No. 9 gage, per 100 Ib 
ee ee Se, TO BO Disc eo cecccccccccccceccevecsseces 
base, per 100 Ib 
wire, base, per 100 Ib 
Galvanized fence wire, No. 9, base, per 100 Ib 

wire, base, per 100 Ib 
Machine bolts, small, rolled threads 
bolts, all sizes, cut threads 


Machine bolts, c.p.c. and t. nutS, 3 X 4-1M...... eee eee eee eee eee 


Steol pipe, black, butt welded, 
, galvanized, butt a 
Tin site, bright, per ‘base box 
Woven fence, carloads to retailers 
Wrought iron pipe, black, 1-in. to 14%4-in 
Wrought iron pipe, galvanized, l-in. to 1%-in 


*Applies minimum carload 80,000 Ib. tMinimum loadin 
Rates from Atlantic Coast ports (i.e. New 
steamship lines, via the Panama Canal, are as follows: Pig iron, 35c.; 
steel, common wire products, including cut or wire nails, spikes, and ‘wire hoops, 40c.; 
No. 12 gage and . hter, 50c.; rods, 40c.; 
ameter, “eN over 12 in. in diameter, 2%4c. per in. or fraction thereof additional. 


PITTSBURGH BASE RATES 


Note: It should be understood that prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for 
carload shipments from mill or warehouse to retailers. 


Nails, steel, cut, base, ad cd -6 ob 6) nS he ew bh eh 60 eee e0en nthe eee baw heeseeebeees 3.15 
Nails, wire, base, EE Dd ates Wale eed 0-00 666 6 6.00466 80 SHH 000 REESE ACRES OO .10 
Common iron bars, per r ib RR, Se NS ee eee ee ae ree eee re eee 2.40c. 
a ee a os oo os ck 60666 ae 6.66006 08s re he bob e6ee sen 2.60c. 
Sheets, blue annealed, ERAGE IRE eee pr epee neon, Setar ce Pe a ee 3.00c. 
oe Win 6b es 00 694.6 606 ees6ts OT OOS COCO OCS BO OC eRSS 3.85c. 
Sheets, galvanized, i MCs < swan 4.6 64 w 0 6 O66 00 hae ESOC aOR 6640-07 iat aa 5.00c. 
Soft steel Me hgh de dats be dha oeC eb 0 0 6 6.606 C40 O ONES CMR Serene eoUuCCSe 2.40c. 
rr a er Mess pew cease mew se bb SbR eee OHS Cee sO CO $3.10 
rr, rr eS Te. cf ec eee ee ke ew ee seb sceveceeeesbeeeeezrewers 3.55 
Staples, galvanized, base, per keg eel ee peau ek oo UOU Cee ce beens Ci haeeeece dane’ 3.90 


Freight Rates 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 


Philadelphia, cement. $0.32 DEED ndaoccesensecs Seu: a Be oo vidces.s 
Rang mw a export... 0.235 Cleveland ............ 0.215 memes GH .vcedec 
timore, domestic... 0.31 Cleveland, Youngstown Kansas City (pipe). 
Baltimore: export.. .225 Pt needeceuese es 0.19  *. ae epeaey 
« New York, domestic. . -» 0.34 DEE sceeusewesouns .29 SED: 6 a-0's 0.0068 8's 
New York, export..... 0.25 Comemmmeth oc ccccccces 0.29 ens Re ak ed's 
Boston, domestic...... 0.365 Indianapolis ......... 0.31 et eee 
Boston, export.... Cee. ED. ccccwcccescas 0.34 Patol CORRD «ce. 


46,000 lb. 
York, Phila 


wire rope cables and strands, 45c.; 


For smaller lots, the usual advances apply. 


oeeeeneeneeeeneeeeeee 
eeeeeeeneeeeeeneeneeeneeen#eteee#e#Hirete e#e#eeeeeeeteeteeeeeteeeeeeeeee @ @ 
Baw eS Oee Fe cee e-ee C6 Bee ere eer 2 eee eo 8 Ce ee @ 8 ee G'S 


eoeeerveneeee#eeeeenee @ 


3. 
60 and 10 and 5 off list 


“ener eeneeeenreeeeeeeee#ee#e 
oereneeeeneeeeneeeeeeeeeeneeeeee 
*eseeeteneee#erekerehtertee#eriee#e#r#ferkreerteeeee#eeteee#e 


Seri a 60 per cent off list 


= aa Ne te bw ba ae WAS Oo eee a 
.. -48% per cent ee ee 


eee woeeeeeen#eeeee 


50 
waidiad 65 per cent off list. 


*eeeeeeeeneneee#eeneeeeee#ets#kee*#e#ee#e#t#*#eee##s#eeeeeé 
oeeweeveeeeeereeeeeneeeeeeeeneeee eeeee 


er 12 per cent off list 


oeneeeeeneeeteeneeteee#ee#e@ 


. - $0.43 *Pacific Coast ....... 

.. 0.735 *Pac. Coast, ship plates 1 20 
0.705 Birmingham ......... 0.58 

..- 0.60 BROUMEEE- cccccvcccces 0.56 

co Gee Jacknonvilis, all rail.. 0.70 

.. 0.705 Jacksonville, rail and 

oo. Rae sR 0.415 

co Rae New Orleans ........-. 0.67 


elphia and Baltimore) to Pacific Coast ports of call on most 
ship plates, 40c.; ingots and muck bars, structural 


wire fencing, netting and stretcher, 40c. ; pipes 


0 and 5 off list 


29 per cent off list 


sheets and tin plates, 40c.; sheets, 
All rates per 100 Ib. in 
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Jobbers Not Concerned 
About Possible 
Shortages 


Few price changes of major impor- 
tance were made during the past week 
by New York jobbers. Many believe 
that the tendency at present is more 





toward the stabilization of prices than | 


toward higher levels. 
number of jobbers that bolt and screw 
prices will be substantially firm until 
June. 

On the other hand, the large amount 
of building that is being done in this 


vicinity, and the persistent rumors that | 


It is felt by a | 





nails, builders’ hardware, some lines of | 


tools are likely to advance, lend strength | 


to the opinion that higher prices may 
prevail in several major lines before 
summer. 

Factories are said to be well booked 
up with orders, and are working on 
heavy schedules, which it is pointed out 
will prevent any large surplus being 
accumulated. The general feeling in 
the local market is optimistic, but it is 
an optimism that is decidedly watchful, 
and in no sense of the word speculative. 
Jobbers are not apprehensive about any 
acute shortages. 

Jobbers’ stocks are in good condition, 
retailers for the most part are enjoying 
a reasonably good business for this time 
of the year, and indications point to a 
vigorous spring market. 


Interest in Tool Handles 


Out-of-town retailers are said to be 
giving agricultural tool handles more 
attention. Jobbers report that rural 
demands have increased substantially 
during the past two weeks. Prices are 


firm. 
Tool Handles (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 51c. each. 


Manure fork handles, bent, 4%4-ft., 
29c. each. 

Spading fork handle, 4%-ft., 
each. 

Hoe handle, shank or socket style, 
4%-ft., 22c. each. Mortar style, 6-ft., 


36c. 


45c. each. 
Long shovel handle, bent, 4%-ft., 
37c. eac 
“a spade handle, 4%-ft., 37c. 
» each 


Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
stvle, 50c.- each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and cap, 
58c. each. Spading style, 40c. each. 

Spading style, with strap ferrule 
and cap, 63c. each. 


Lawn Mowers Moving 


Interest is still reported to be increas- 
ing in lawn mowers, especially among 
suburban dealers. Shipments are being 
made on early orders, and jobbers’ 
stocks are said to be plentiful. Prices 
are firm. 


Lawn Mowers.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60 each: 
14 in., $5.85 each; 16-in., $6.25 each: 


18-in.. $6.65 each. 
Ball-bearing 


lawn mowers, self- 





adjusting, 8-in. drive wheels, 5%-in. 
diameter reel, screw- adjusting cutter 
bar, 3 steel knives, 12-in., $7.25 each; 
14-in., $7.60 each; 16-in., $7.95 each: 
18-in., $8.30 each. 


Ball- bearing lawn mower, self- 
adjusting, 9-in. drive wheels, 5%- 
in. diameter reel, 4 self-sharpening 
knives, 14-in., $9.15 each; 16-in., 
$9.50 each; 18-in., $9.85 each. 

Ball-bearing lawn mower, _self- 
adjusting hardened cones, 10%-in. 


open drive wheels, 4 self-sharpening 
knives, 6-in. diameter reel, 14-in., 
$10.35 each; 16-in., $10.90 each; 18-in., 
$11.45 each; 20-in., $12.10 each. 

Self-adjusting, ball-bearing lawn 
mower, 10%4-in. wheels, 6-in. diameter 
reel, 5 shear cutting self-sharpening 
knives, 16-in., $14 each; 18-in., $14.65 
each; 20-in., $15.30 each. 


Wire Goods Plentiful But— 
Don’t Wait Too Long, 
Jobbers Advise 


According to local jobbers, there is 
plenty of wire goods in the market, 
although it is reported that manufac- 
turers and jobbers are both advising 
retailers to secure their requirements 
before the heavy demand begins in the 
spring. Prices are firm. 

Poultry Netting.—From New York 
stock, 40-21%, per cent; f.o.b. Pitts- 
‘burgh, 45-5 per cent. 

Wire Cloth. — Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 
per 100 sq. , 

Galvanized wire cloth, 
$2.75 per 100 sq. ft.; 
per 100 sq. ft. 

Copper wire cloth, 14-mesh, $7.25 
per 100 sq. 

Bronze, 14- mesh, $7.50 per 100 sq. 
+, bronze, 16- mesh, $8.95 per 100 

sq. ft. 

Wire cloth, galvanized square 
mesh cloth, %-in. mesh, $5 per 100 
sq. ft.: %-in. mesh, $5.25 per 100 sq. 
 & ¥,'-in. mesh, $5. 50 per 100 sq. ft. 


12-mesh, 
14-mesh, $3.25 


Solder in Demand 


Solder continues strong in the local 
market. The demand is fairly large, 
prices essentially firm and stocks are 
said to be none too plentiful. 


Solder.— Kester string solder in 
1-lb. spools, 65c. per spool. 

Bar solder, commercial grade, 39%c. 
per lb. Strip solder, in 5-lb. boxes, 
46c. per Ib. 

Soldering Coppers.—¥% Ib. to pair, 
28c. per pair; 1 lb. to pair, 36c. per 
pair; 1% Ib. to pair, 48c. por pair; 

2 Ib. to pair, 62c. per pair; 2% lb. to 
pair, 76c. per pi 3 lb. to pair, 90c. 
~~ pair; 4 Ib. to pair, $1.20 per pair; 

6 lb. to pair, $1 80 per pair. 


Glass Sales Good 


The large volume of building already 
started, or that which will be under way 
at an early date, is thought to be suffi- 
cient to consume all of the window glass 
that will be made during the next sixty 
or ninety days, unless some of the build- 
ing strikes now taking place in the 
building trades in different. cities 
broaden in scope. 

The policy pursued by jobbers who 
have made a close study of the situa- 
tion provides for ordering sufficient 
glass to take care of their requirements 
during the spring months, they being of 
the impression that no change can take 
place in the meantime that would affect 
their stocks. 





Axe Prices Confirmed 
for Balance of Year 


Long-handled axe prices have been 
confirmed by manufacturers until Dec. 
31, 1924, at practically the same base 
that prevailed this year. New York 
jobbers’ quotations to retailers are as 
follows: 

Axes.—Handled axes, 2% to 3 Ib., 
$19.25 per doz.; 3% to 3% Ib., $19. 25 
per doz.; 3 to 4% Ib., $19. 75 per 
doz.; 4 to 5 1 ., $20.25 per doz.; 4% to 
5% Ib., $20.75 per doz.; 5% lb. only, 
22.75 per doz. 

House axes, 2% Ib., 


19-in. handles, 
$14.25 per doz. 


Pails and Sweepers Active 


Galvanized pails were in demand 
again during the past week. Some 
jobbers reported that they did a large 
pick-up business in this line. The same 
condition apparently prevailed for car- 
pet sweepers and vacuum cleaners. 
Current quotations are as follows: 

Galivanized Pails.—Galvanized pails, 


8-qt., 19c. each; 10-qt., 22c. each; 
12-qt., 24c. each; 14-qt., 27c. each; 
16-qt., 32c. each. 

Heavy galvanized pails, 12-qt., 35c. 
ones; 14-qt., 40c. each; 16-qt., 46c. 
eac 


Galvanized tubs, No. 1, 69c. each; 
No. 2, 78c. each; ‘No. 3, 91c. each. 


Carpet Sweepers.—Bissell, ‘‘Ameri- 
can Queen,” $54 per doz. ; *‘Club,”’ 
$108 per doz.; ‘‘Elite,’’ $60 per doz.; 
“Grand Rapids,’”’ Nic., $48 per doz.; 
“Grand Rapids,’ Jap., $44 per doz.; 
“Grand,”’ Jap., $60 per doz.; ‘‘Parlor 
Queen, " $56 per doz.; “Princess, ** $50 
per doz.; “Standard,” Jap., $36 per 
doz.; ‘‘Universal,’’ Nic., $46 per doz.; 
*“‘Universal,” Jap., $42 per doz. 


Valentine & Co. Buys 
Kearny Plant 


For the purpose of enlarging its 
Eastern manufacturing facilities, Val- 
entine & Co., manufacturer of high- 
grade varnishes and colors, 456 Fourth 
Avenue, New York City, has purchased 
the Kearny, N. J., plant of the Indian 
Refining Co. This plant affords the 
facilities needed by Valentine & Co. to 
round out its Eastern manufacturing 
operations, and at the same time offers 
greatly improved shipping and trans- 
portation conditions, it is said, to the 
West and to the world at large. It is 
situated on deep water on the Passaic 
River and has two Pennsylvania Rail- 
road sidings, the plot being 1200 ft. 
deep, with a river frontage of 230 ft. 


“Turps.” Quiet 


There has been little change in the 
local market. Buyers are conservative 
in their purchases. The primary mar- 
ket is firm and sales still on the light 
side. The statistical position of the 
market is being watched closely. On 
the other hand, many are inclined to 
take on a more optimistic view of the 
situation. The present market is on 
the basis of $1 per gallon ex yard in 
barrels. 
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Coffee Percolators 
Reduced 10% 


Universal percolators have been re- 
duced about 10 per cent, and new list 
prices have been issued Jobbers re- 
port that interest is mild at the present 


time. Stocks are said to be in good 
condition. 
Percolators.—(Universal No. 76, $3; 
No. 79, $5.50; No. 714, : Oo. 56, 
$4.50; No. 58, $5; No. 64, $4; No. 6 
$4.50; No. 69, $5; No. 446, $3.38; No 


469, $5.50; No. 476, $5.50; No. 479, $6; 
No. 40 (Teapot), $5. Discount, 25 
and 10 per cent off list. 


Strong Demand for Tools 


Tools of all kinds, especially car- 
perters’, mechanics’ and householders’, 
are quite active. Prices are firm, and 
there is a belief in some quarters that 
tendencies point to higher levels. 


Net prices on the new Stanley 
“Four Square Line”’ are - follows: 

Awl.—$2.50 per doz. ne 

Auger Bits e/i16 in., $4. 10 per doz. 
net; 6/16 in., $4.10 per doz. net; 8/16 
in., $4.10 per doz. net; 10/16 in., $4.80 
per doz. net; 12/16 in., $5.75 per doz. 
net; 16/16 in., $7.75 per doz. net. 

Axe.—$1.31 each net. 

Bit Brace.—$1.50 each net. 

Chisels.—%*% in., 60c. each net; % 
in., 61c. -— rose A 4, oo 70c. each 
net; 1 in., 8lc. eac 

Files paw mill, “2 15 per doz. net; 
6 in. slim taper, $1. 65 per doz. net. 

, Hammer.—67c. each net. 
Level.—75c. each net. 
Planes.—Jack, $2. 50 each net; block, 

95c. each net. 
Pliers.—$4.50 per doz. net. 
Pry Bar.—$6 per doz. net. 
Putty Knife.—$2.10 per doz. net. 
Rules.—Boxwood, $1.90 Pacage gy net; 
“Zig Zag,”’ A. 50 per doz. net. 
lig 6 each net. 


rew Drivers.—1% in., $1.33 per 
doz. net; 2% in., $2.50 per doz. net; 
5 in., $3 per 


4 in., $2.75 per doz. net; 
y Rn “net. 
Square.—65c. each net. 
Vise.—$1.70 each net. 
Wrench.—$1.05 each net. 


Linseed Oil Prices 
Slightly Easier 


Linseed oil is in better demand at 
slightly easier prices. The local supply 
is reported to be adequate. Prices to 
retailers are as follows: 


Linseed Oll.—In lots of less than 5 
bbis., 98c. per Eg in lots of 5 bbl. 
or more, 95c. r gal. Calcutta lin- 
seed oil in bbl., Pes. 07 per gal. Boiled 
oil, 2c. extra; "double boiled oil, 3c. 
extra; oil in half bbl., 5c. per gal. 
additional. 


Bolts and Screws Steady 


Bolts and screws are in good demand. 
Prices are strong and vary in different 
sections of the city. The prevailing 
market quotations, however, appear to 
be as follows: 


Bolts and Nuts.—Common car- 
riage bolts, small, 40-10 per cent; 
large, 40 per cent. 

Machine bolts, small, 45 to 50 per 
cent: large, 45 to 40-10 per cent. 

Lag screws, 50 per cent 

Stove bolts, 75 to 75-5 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 


per cent, 





Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Screws.—-Flat head steel machine 
screws, 70 per cent. 

Round head steel machine screws, 
70 per cent. 

Flat head brass machine screws, 
60-10-5 per cent. 

Iron, both flat and round, 70-5 per 


cent. 
Flat head 


steel wood screws, 
bright, full packages, 75-20-5-5 per 
cent. 
Galvanized brass, 70-20-5-5 per 


cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 72%4-20-5-5 per 
cent. 

Round head nickel plated, 6214-20- 
5-5 per cent. 

Round head brass, 6714-20-5-5 per 
cent 

Prices vary in different sections of 
the city. 





Interest in Garden Hose 
Beginning Slowly 


Interest is beginning to show itself 
in a small way for garden hose. Prices 
are firm and jobbers’ stocks ample. 


Garden Hose.—4 ply, 8%c. per ft.; 
5 ply, 914c. per ft.; 6 lic. per 
ft. Good Luck brand, llc. per ft. 
Milo brand, 12'%4c. per ft. Bull Dog 
brand, 13%4c. per ft. 


Copper Tacks and Soldering 
Coppers Up lc. a Pound 


Copper tacks were advanced 1 cent 
per lb. and soldering coppers were ad- 
vanced 1 cent per lb. by manufacturers. 
Local jobbers have not all made these 
changes. 





Nail Advance Likely 
Jobbers Believe 


Nails at the present time are plenti- 
ful, although the demand is consistently 
growing stronger. There is a good deal 
of talk in some quarters that an ad- 
vance is not unlikely. The large 
amount of building that is being done, 
coupled with the fact that there is 
practically no substantial surplus, lend 
color to the belief that nails will not 
be plentiful in New York within three 
months. Jobbers are quoting the fol- 
lowing on small quantities: 

Nails.—Wire nails, $4 base per keg. 

Cut nails, $4.50 base per keg 

Wire nails and brads in ouanit lots, 
70 per cent off list. 


Roofing nails, 1 x 12, 100 Ib., $8.20; 
galvanized and plain, $5.2 0. 


Talk of Higher Rope Prices 


_ Rope is in good but not heavy demand 
in the New York market. Prices are 
firm, although there is some talk among 
jobbers about possible advances before 
summer. 

Sash cord is strong and active, and 
is considered likely to advance, as the 
large building operations under way will 
increase the demand materially within 
the next few months. 

Rope.—First grade Manila rope, 
18%c. base per Ib.; hardware grade, 
16%4c. base per Ib.; first grade sisal, 
154%4c. per Ib.; second grade sisal, 
14%4c. per Ib. 

Sash Cord.—First grade, 50c. to 55c. 
per lb. base. Prices vary in dif- 
ferent sections of the city. 





Retailers Put Garden 


Suburban retailers are beginning to 
put their garden tools on display. Job- 
bers anticipate a good pick-up market 
in this line during the next few months. 
Prices are firm. 


Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 56 
13-in. tines, $1.76 each; 6 13-in. tines, 
$2.05 each; 5 13-in. tines, 4-ft. handle, 
$1.50 each: 6 13-in. tines, 4-ft. handle. 
oe) each. (Lots of six, 5 per cent 
off. 


Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and polished: 
select ash handle, Te gee ferrule 
5-ft. bent handle, : each; 6-ft. 
bent poe .35 each. ” (ae of six, 
5 per cent o 


Spading Forks.—Malleable D han- 
dies, strapped ferrule; angular drop- 
forged tines; 4 tines, 76c. each; spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 5 
heavy tines, $2.08 each. 

Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each: same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 24 
teeth, 55c. each; same with 3 alumi- 
num steel bows, 24 teeth, 72c. each. 

Ladies’ Lawn Rake.—Two wood 
bows. 18 teeth, varnished head, 5-ft. 
handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
°0-in. head, malleable socket, securely 





Tools on Display 


fastened to head, pinned teeth and 
head, 55c. each. 

Genuine Yamada 
each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
544-ft. ash handle, 12 teeth, 77c. each: 
14 teeth, 8lc. each: 16 teeth, 89c. 
each. ae ge 12 teeth, 32c. each; 


lawn rake, 95c. 


14 teeth, 36c. each: 16 teeth, 40c. 
each. 
Garden WHoes.—7-in. steel blades, 


black finish, 4%-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, 7lc. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in. blade, 95c. 
each. (Lots of six. 5 per cent off.) 
Trowels.— Garden trowels,' 6-in. 
blued steel blades, ee eee 
handle, riveted tang, 7c. each; hea 
solid steel 6-in. blade, half aalished. 
riveted shank, hardwood handle, 10c. 
each; 1-piece socket, 6-in. forged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All steel trowel, 17c. each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 


60c. each. 
Hand Spading Forks.—Three heavy 
fiat tines, polished and japanned, 


black-enameled handle, 10 in. over 
all, 10c. each; 4%-in., malleable tines, 
half polished, brass ferrule, polished 
handle, 10%c. each. 

Lawn Weeder.—3 steel spring tines, 
tinned black-enameled handle, 10c. 
each: 4 steel tines, 42-in. handle, 44c. 
each. 
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New England Dealers See Good Business 


’ 


(Boston office of HARDWARE AGB) 

UST when the retail hardware trade was beginning 
J to get going after a period of a month or so of in- 

activity, along came a real old-fashioned New Eng- 
land blizzard during the past week, which according to 
some of the oldest weather sharps was the worst since 
1888, followed by bad going. Retail business of all kinds 
received a jolt. Everybody appeared to settle back once 
more to await the ending of winter. By everybody we 
mean the general public. Thoughts of gardens, seeds, 
sprays, lawns, hose, garden tools, lawnmowers, grass 
shears, builders’ hardware and the many other timely 
things faded quickly out of the picture. 

Weather is and will be an important factor in the de- 
velopment of the retail spring trade. Winter goods have 
not sold as well as they might over the counter because 
there has been comparatively little snow and ice. Some 
lines of goods will have to be carried over. The public 
generally is well employed and has money to spend. Warm 


: with Improvement of Basic Industries 


spring-like days are needed to start the flow of money 
from the earner’s pocket to the retail merchant. The 
average retail dealer, however, has a great deal of confi- 
dence in his ability to sell goods this spring and summer, 
consequently is buying merchandise in advance of antici- 
pated requirements. 

Fundamental things in New England appear a shade bet- 
ter. The cotton and woolen industries are slightly more 
active. Hides are easier, but the demand for boots and 
shoes is on the increase, consequently the leather market 
displays more life. Banks continue to have plenty of 
money and are anxious to loan it. Cooperative banks are 
flush with loans for home building. The railroads in this 
section of the country are earning something more than 
operating expenses. Foodstuffs are comparatively cheap. 
Rents have begun to come down in spots. The stage ap- 
parently is set for good business. Good weather, and we 
will have an improvement in retail business in the near 
future. 








AXLE GREASE.—A sizeable volume of 
spring business is reported. Average 
individual orders have been conserva- 
tive, but a large number of retail deal- 
ers have bought stock. 


mB quote from Boston jobbers’ 
- 

Axle Grease.—Snowflake line, 1 qt. 
containers, $4.10 per doz.; 2-qt., $7.25; 
4-qt., $12.55 he line, in 1-lb. tin 
containers, $1.80 per doz. 


AXES.—Business is not only confined to 
the usual tag-end buying, but to book- 
ings for next fall delivery as well. As 
far as can be ascertained most retail 
dealers during the past winter have had 
a good axe business and will carry over 
small stocks. 


We quote from Boston jobbers’ 
stocks: 

Axes.—Single bit, $14.50 per doz. 
base; double bit, $19.50. With han- 
dles, single bit, $18.75 per doz. 


BARBED WIRE.—Barbed wire contin- 
ues to go forward from jobbers stocks 
on orders placed by the retail trade 
months ago. Contrasted with last year, 
the volume of business transacted so 
far has been quite satisfactory. 


We quote from Boston jobbers’ 
stocks: 

j Barbed Wire.—From store- galvan- 
ize@, Waukegan, 80-rod reels, com- 
mon, $4.30 per reel; two-ply, $3.78 per 
reel; catch weights, — $5.10 
per '100-Ib.; = y, $5. 

From the mill, f.o.b. Pittsburgh, 

Ivanized catch- ‘weight, in car lots, 
3.90 per 100-lb.; in less than car lots, 
$4.15; two-ply is quoted the same; 80- 
rod reels, galvanized four- -point in 
car lots, $3.30 per reel; in less than 
car lots, $3.55; Lyman, ‘four-point, in 
car lots, $3. 40: in less than car lots, 
$3. a: two- ply, twisted, in car lots, 
$2.84; in less than car lots, $3.09. 


BARROWS.—There appears more life 
in the market for barrows, yet business 
can hardly be classified as brisk. 

We quote from Boston jobbers’ 
stocks: 

Barrows. — Garden, No. 4 steel 
wheel, $6 net each; wood wheel, $6.25; 
No. 5, steel wheel, $6.50; wood wheel, 
$6.75. F-.o.b. factory, No. 4, steel 
wheel $5.75, wood wheel, $6; No. 5, 
steel wheel, $6.25, wood wheel, $6. 50. 

BATTERIES.—Sales are highly satis- 
factory. All kinds and makes are shar- 
ing in the present prosperity. Those 
retail dealers who make more or less 


of a specialty of ship hardware have 
placed some flattering battery orders 
to be sold later to motorboat owners. 


We quote from Boston jobbers’ 
stocks: 


Batteries.—Columbia line, 
in lots of 50, $30.22, net; per 1 
lots of less than 50, $35.22. Hot Shoe 
No. 1461-M, in less than barrel lots 
$1.76 each; in barrel lo $1.66: No. 
1562-M, in less than barrel lots, $2.08; 
barrel lots, $1.98; No. 1662-M, in less 
$084 barrel lots, $2.44; barrel lots, 


igaiter. 


BOLTS AND NUTS.—A month ago 
jobbers felt reasonably sure bolts and 
nuts would be higher by now. The trade 
appears to have abandoned all thought 
of stiffer prices, however. Most of them 
now say they cannot see how prices can 
advance. The demand for bolts and 
nuts seems to be increasing, although 
slowly. 


oe quote from Boston jobbers’ 
stock 

ete —Machine bolts, with H. P. 
nuts, % x 4 in. shorter and smawer, 
40 and 10 per cent discount; larger 
and longer, 40 and 10 per cent dis- 
count: with C. T. & D. nuts, 40 per 
cent discount; tap bolts, list; common 
carriage bolts, 40 per cent ‘discount; 
Eagle carriage ts, 50 per cent dis- 
count; stove bolts, large lots, 65 and 
5 per cent discount; small lots, 50 
per cent discount; bolt ends, 40 per 
cent discount; tire bolts, 45 per cent 
discount. 

Nuts.—H. P. all kinds, list; C. P. 
& F., all kinds, 1 off list; check nuts, 
list; semi-finished hexagon nuts, *%- 
in. and smaller, 60 and 10 per cent 
discount; larger, 50 per cent discount; 
semi-finished case-hardened nuts, 50 
per cent discount. 


BRUSHES.—Incoming orders continue 
on an entirely satisfactory basis. Much 
of the current buying is by the smaller 
retail dealers, large houses having cov- 
ered their spring requirements some 
time ago. 


We quote from Boston jobbers’ 
stocks: 

Brushes.—Paint, wall, $5 to $60 r 
doz., net; varnish, $3.50 to $25; calci- 
mine, $10.50 to $90; whitewash, $3.50 
to $130. 


CARDS.—The recent downward revi- 
sion in prices stimulated business. Re- 
tail dealers are by no means rushing 
into the market. On the other hand 


there is a fairly steady flow of orders, 
say jobbers. 

We quote from Boston jobbers’ 
stocks: 

Cards.—Cattle, No. 04, 12 doz. to 
case, $2.10 per wr ge No. ‘04, 2 doz. to 
case, $2.25; No. , 2 doz. to case, $3; 
No. 2, 8 doz. to pe $3.15; No, 2, 2 
doz. to case, $3.30. All prices net. 

File cards.—$1.50 per doz. net. 
CARPET SWEEPERS. — Fortifying 
themselves for the housewife’s require- 
ments for spring cleaning, retail deal- 
ers have and are placing some very good 
orders with wholesale firms for carpet 
and vacuum sweepers. 


We quote from Boston jobbers’ 


stoc 

Saree Sweepers. — Grand Rapids, 
japanned, $44 per doz.; nickeled, $49; 
Standard, japanned, $36; Unive 
japanned, $42 nickeled, $46; 
can Queen, $54. 

Vacuum Sweepers.—Universal, No. 
F720, $35 each; in lots of three, Soasen: 
in lots of tweive, $31.50; 
with attachments, $41.50 Be e lots 
of three, $39.50; in lots of twelve, $38. 

CHALK.—The market for carpenters’ 
chalk is enjoying its share of the high- 
ly satisfactory business in all things re- 
lated to the building industry. 


+ quote from Boston jobbers’ 


stoc 
Carpenter's Chalk. — White, $1.28 


per gross; red, $1.60; “blue, $1.60. 
CROWBARS.—Some jobbing houses 
seem to be doing quite a little crow- 
bar business. Others are not, however. 
Yet the market generally is in good 
shape. 


We quote from Boston jobbers’ 
stocks: 

Crowbars.—Under 10 Ib., 70c. each; 
over 10 Ib., 8%c. per Ib. 


CULTIVATORS.—Jobbers are confident 
they will move more cultivators this 
season than they did in 1923. It is ad- 
mitted, however, that retail orders are 
not coming in as fast as wholesalers 
would like to see. 


We quote from Boston jobbers’ 
stocks: 

Cultivators. — on 3.45 per 
dozen; three-prong * tivators, $6.65; 
five-prong, $8.85. prices net. 
American Fork & Hoe Co., No. G2, 
$5; Leader, No. 2, $3. 


DRY COLORS.—Retail 


Ameri- 


dealers are 


stocking up preparatory for spring busi- 
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ness. Notwithstanding the popularity 
of mixed paints, dry colors remain an 
important factor in many a retail deal- 
er’s paint department. 


We quote from Boston jobbers’ 
stocks, in lots of less than barrels, 
figures in cents: 


Metallic brown... 4 Whiting ......... 
Yellow ochre.... 4 ie seaetss 
Venetian red.... 4 Lampblack ...23-25 
Ultr-ine blue....22 TE etes eee'es¢ 9 
CR, GROOR. .<cces 20 PS, ieice cateee< 12 
ET Pe 

Lampblack in packages; other 


colors in bulk. 


ELECTRICAL GOODS.—From various 
New England localities reports have it 
the retail hardware dealer is success- 
fully competing with electric lighting 
companies for business. The hardware 
man has a better opportunity to make 
personal solicitation than the lighting 
companies and should push this advan- 


tage to the fullest extent. 

bo quote from Boston jobbers’ 
stoc 

iron.—Demanco, No. 5, $3.50 a doz. 
net; in lots of five, $3. 25. Domestic, 
$5 list, in less, 30 per cent discount; 
in lots of six to 23, 30 and 10 per cent 
discount; in lots of 24 and more, HH 
per cent discount. Thermax, $3.30 

net. Quality line, Nos. 902, 905 and 
909, $6.75 list; Nos. 9091 and 9191, 
$7. 70; in lots up to five, 25 and 10 per 
cent ‘discount; in lots of six or more, 
35 per cent discount. 

Toasters.—Star, $3.50 net each; in 
lots of 12, $3. 35. each; in lots « 25, 
$3.25 each: in gross lots, $3 each. 
Universal ‘line, No. 946, $6.75 “ist: 
No. 945, $7.50; No. 947 (reversible), 
$8. Discount ‘in lots up to five, 25 
and 10 per cent; in lots of six or 
more, 35 per cent. 


FILES.—So far as jobbers can see, the 
recent 10 per cent advance in prices on 
files has had no influence on business. 
In fact, the consensus of opinion is that 
the demand, if anything, is increasing. 
Pn quote from Boston jobbers’ 
stoc 
Files.—Nicholson, 50 per cent dis- 
count; Arcade, American, etc., 60 and 
10 per cent discount; hand cut, 1% 
per cent discount. 


FRUIT PICKERS.—Occasional orders 
for fruit pickers to be delivered later in 
the year are taken by jobbers. Nearby 
farmers are of the opinion it will be a 
good season for most kinds of fruit. 


We quote from Boston jobbers’ 
stocks: 

Fruit Pickers.—Peerless, No. 29, 
without wire-wound socket, $5.50 per 
doz. net; Perfect, No. 327, $5.50. 


GALVANIZED WARE. — Galvanised 
ware is moving in normal quantities, 
both for immediate and future retail 
trade wants. Pails are the most active 
items in this branch of the hardware 
business just now. 


We quote from Boston jobbers’ 
stocks: 


Nay Og at., $2.25 per doz. net; 10- 
os: Ib. to ‘the doz $4. 0; round bot- 
a fire pails, $4; 5 lb, to the doz., 


Tubs.—No. 200, 12 per doz., net; 
No. 300, $13.25. 

Garba € Cans. —Dover % No. 4, 
$1; No. 2, $1.40; No. 1, $1. 

Ash Sifters. —Favorite, 3 per aoe. 
net; all wire, $8.40; No. 3.65. 

Watering Pots. — 4-at. $6.85 per 
doz., net; $7.40; 8- -qt., $8.75; 
10-at qt., $10: 12- ah. $11.50, and 15-at. 


Coal Hods.—Japanned, with wood 
handles, 15-in. A! 16 per doz.; 16-in., 
$3.40; 17-in., 5; galvanized, with 
wood handles ate in., $4.34 16-in., 
$4.80; 17-in., $5.16; 18-in., $5.60 
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GLUE.—The large paint wholesalers 
profess to see more activity in the mar- 
ket for glue. 


We quote from Boston jobbers’ 
stocks: Glue—Ground, 15c. per Ib., 
plate, 20c. per Ib., bonnet, 30c. per Ib. 


GRASS HOOKS.—Things appear to be 
moving along in a satisfactory way in 
the grass hook market. Business is 
steady, with the average amount of 
goods specified on each individual order 
of good proportions. 


We quote from Boston jobbers’ 
stocks: 

Reliance, No. 70, $3 net per dozen; 
Lawn King, $6.50; Little Giant, $5.25; 
Little Giant, adjustable, $6; Lit tle 


Giant, long ‘handle, $8 ; Komet, $4; 
ale, ¢ Axe, briar edge, offset han- 
e, $5. 


HAMMOCKS.—Compared with a month 
ago, the demand for hammocks is ma- 
terially better. At least a sizable per- 
centage of the retail trade remains un- 
covered. Manufacturers can see no rea- 
son why prices should decline because 
of the high cost of labor and general 
overhead. 


We quote from Boston jobbers’ 
stocks: 

Hammocks.—Standard makes of 
couch styles, No. 600, windshield, Na- 
tional spring, boxed mattress, deep 
valance, $11 each net; No. 640, $11.88; 
No. 700, with adjustable back, made 
in two colors, $15.65; No. 703, striped, 
two colors, $19. 

Canopies.—No. K7, green and gray, 
$6.50 each net. 

Stands.—No. Al, angle iron, 5-ft. 
8-in. high, $4 net each. 

Chain.—3- ft., $2.50 per doz. pair, 
net; 6-ft., $4. 

HATCHETS.—One of the leading man- 
ufacturers of hatchets and axes is out 
with new prices on hunter and Boy 
Scout hatchets and house axes, which 
represent reductions ranging from 5 to 
20 per cent. For instance, No. 1 hunter 
hatchets now job out at $10.25 and No. 
2 at $10.50, while Boy Scout with 
sheathes cost $14 and without $11 per 
dozen. No. 2 house axes with handles 
are $12.50 a dozen and without $10.75. 


IRON AND STEEL.—Although some of 
the mills are offering bars, plates and 
shapes at price concessions, jobbing 
prices remain as heretofore. Wholesale 
stocks are comfortably large and well 
assorted, consequently prompt deliv- 
eries are obtainable when desired. 


ei quote from Boston jobbers’ 
stoc 

Steel.—Soft steel bars, $3.51% per 
100 Ib.; flats .40; plain round and 
square concrete bars, $3,76%; de- 
formed bars, $3.76%; structurals, an- 


gles, channels, beams, $3.61%4; tire 
steel, $4.80 to $5 15: open-hearth 
spring steel, $5 to $8; _ ble spring 
steel, $12; bands, $4.31%; hoops $5.80 
o $6.30; cold rolled steel, $4.35 to 
.85; toe calk teats $6.15; plates, 
3.61% to $3.86 

lron.—Refin 


ie r 100 
Ib.; best vom vn Warne, 
$5. 50: Norway, $6. my to 4 


Differentiais. —Quantity, al of less 

than 1000 lb. of a size, 50c. per 

lb. extra; lots of 1000 to 1999 Ib., 20c. 

extra. 
LANTERN GLOBES.—The fairly re- 
cent downward adjustment in prices 
was agreeable to the retail trade, which 
is confident it will sell as many if not 
more globes than in 1923. To this end 
they are keeping stocks well balanced. 


onan quote from Boston jobbers’ 
stoc 

Lantern Globes.—Dietz line, in 5 
dozen lots. Blizzard fitzall locnob, 
$1.10 per doz., net: Blizzard fitzall loc- 
nob ruby, $3; D’Lite locnob, $1.15; 
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D' Lite, locnob ruby, $3; Little Wiseee 
locnob, $1; Junior Blizzard, $1.05. In 
lots of less than 5 dozen. Blizzard, 
$1.25; lizzard ruby, $3.20; D’Lite, 
$1.30; D’Lite ruby, $3.25; Little Wiz- 
zard, $1.15; Junior Blizzard, $1.20. 


PADLOCKS.—Sales of padlocks con- 
tinue surprisingly good, say jobbers. 
One of the largest local jobbing houses 
says that sales during the past month 
were greater than for any similar period 
in the history of the organization. 
PB quote from Boston jobbers’ 
¥ Padlocks.—Yale & Towne Mfg. Co. 
line, No. 326, 80c. each list; No. 223, 
50c.; No. 235, 66c. Discount 30 and 10 
per cent. 
PAINT SUNDRIES.—Along with a 
flattering demand for mixed paints in 
all sized containers there is an excellent 
movement of paint sundries out of job- 
bers’ stocks. Because of the open win- 
ter preparations for spring painting 
have been made earlier than usual this 
year, which explains the activity in 
paints and sundries. 
We quote from Boston jobbers’ 
stocks: Sundries (paint)—Putty, best 
grades, in 100-lb. drums, 6%c. per Ib; 


commercial putty (in — 4%c.; 
paint removers, $2.50 list, oxalic 


acid, 20c. per Ib. 
PYREX OVEN WARE.—Many retail 
dealers are putting their kitchen ware 
departments in order for the coming 
season. Summer home pantries by the 
thousand will need replenishing, and re- 
tail dealers are confident glass cooking 
ware will be more popular than ever 
this year. 

We quote from Boston jobbers’ 

Pyrex oven ware stocks: 
nag ¥en — Round, No. 
$1.67 each; No. 


1 
Ne. 102, 1 4-qt., $1.1 
$1; No. 104, % 


2 

a. :3 - Oval, shallow, No. 183, 
1-qt., $1; No. 184, 1%4-qt., $1.17; No 
185, 2-qt., $1.33; oval, No. 193, 1-qt., 
$1; No. 197, 1%4-qt., $1.17; No. 194, 2- 
qt., Seis No. 190, 3-qt., $2. Square, 
No. 800, 1%4-qt., $1.50. 

Baking Dishes. — Covered, two 





pieces, No. 110, $1.33 each. 

Pudding Dishes. —Round, deep, No. 
120, 2%-qt., 93c.; No. 121, 2-qt., 
80c.; Oo. 122, 1%-qt., 67c.; No. 123, 
1-qt., 57c.; No. 124, 14-qt., 40e. 
Round, shallow, ‘No. 132, Ages 57c.; 


standard, No. 463, 3 4-qt., 
464, 1-qt., 57c.; No. 465, 1%4- -qt., 67c.; 
No. 466, 2. -qt., '80c. Square, No. 800B, 
1%-qt., 83c. 

Bread Pans.—Oblong, No. 212, 60c.: 


No. 214, $1. 

Cake Dishes.—Round, shallow, No. 
220, 50c.; No. 221, 50c. Square, No. 
809, 67c.; No. 810, $1. 

Pile Plates. —No. 202, wt uae, No. 203, 
60c.; No 06, 33c. 40c.; 


No. 208, 50c.:. No. 209, ” & : No. 210, 
67c.; No. 211, 73c. 
Custard Cups. — Round, No. 422, 


6-oz., 17c.: No. 423, 4-o0z., 13¢. French 
pattern, No. 424, 4-0z2., 13¢.; No. 426, 
6-0z., 17c. 


REELS.—The retail trade is looking to 
its hose reel requirements. At least or- 
ders being booked by jobbers sug- 
gest so. 


We quote from Boston jobbers’ 
stocks: 

Reels.—Hose, Reel- rs $18 per doz. 
net; Victor, each net; Wirt & 

Knox, $3.75 each net. 
ROOFING MATERIAL.—AI! kinds and 
makes of roofing material] are in good 
demand. Many roofs will need mend- 
ing and replenishing. The amount of 


material that will be required for such 
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work, coupled with the natural new 
construction demands, will aggregate a 
tremendous tonnage. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper. 7 we line, slate 
surface, imprinted, $3.40 per roll; 
plain standard, 2.40 and $2.65; 
Leader, light (35 lbs.), $1.70; medium 
(45 lbs.), $2.15; heavy (55 Ibs. ), $2.65. 
Rockroid, light, $1.05; medium, $1.45; 
heavy, $1.60. 

Shingles.—Japroid line, lock top, 
$5.25 per square; super giant, 12%- 
in., $9; individual, $6.25; super strip, 
$7.25; strip, 10-in., $6.35. 

Paper. —Bermico sheathing, $85 a 
ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls $64.50 a ton. 


SHELLAC GUMS.—In common with 
paints there is a very good call for shel- 
lac gums. 


We quote from Boston jobbers’ 
stocks: 

Shellac Gums.—Light orange, 90c. 

r lb.; ordinary orange, 80c.; white 
bleached, 90c. 


SILVERWARE. — Comparatively low 
prices for silverware have proved at- 
tractive to those retail hardware deal- 
ers maintaining silverware depart- 
ments. 


We quote from Boston jobbers’ 
stocks: 

Silverware. — Community Tudor 
plate spoons, tea, $2 per doz.; des- 
sert, $3.74; table, $4; soup, $4; forks, 
dinner, $4; dessert, $3.75; knives, 
dinner, embossed handle, $4.50; des- 
sert, $4.38; dinner, plated, $11.40; 
stainless, $12.68; dessert, hollow 
handle. $10.78; stainless, $12; fruit, 
$4.44. Discount for cash 2 per cent. 


TIRES.—Registration in Massachusetts 
and other New England States is 
breaking all previous records. At the 
same time more and more tires are be- 
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ing used. February sales, say Boston 
jobbers, were the largest of any sim- 
ilar month on record. March sales to 
date are running ahead of February. 


r.. a quote from Boston jobbers’ 
stoc 

Tires.—Hartford line, cord, 30 x 
3¥%-in., $9.95 each set; 30 x 3%-in. 
extra, $11.40. Straight-side tires, 30 
x 3%-in., $11.60; 31 x 4-in., $14.70; 
32 x 3%-in., $12.80: 32 x 4-in., $16.20; 
33 x 4-in., $16.75; 34 x 4-in., $17.20; 
32 x 4%-in., aos 33 x 4%-in., 

34 x 4%-in., 35 x <%- i 
36 x 6%-in., $23 15; 33 x 5-in., $26 6.10; 
35 x 5-in., 7.40. 

Richland Line. — Oversized cord, 
clincher, 30 x 3%-in., $10.50; straight- 
side tires, 30 x 31% -in., $11.50; 32 x 
34-in., $14.65;.31 x 4-in., $16.85; 32 x 
4-in., $18.55; 33 x 4-in., $19.15; 34 x 
4-in., $19.70; 32 7 414- in., $24.05; 33 x 
4% -in., $24. 60: x 4%- -in., $25.20; 35 
x 4% -in., $25. 00. 34 x 4%- in., $26. 


33 x 5-in., $29.90; 35 x 5-in., $31 
37 x 5- -in., $33.15. Truck tires, 32. . 
414-in., $30.90 each. 


TREE TANGLEFOOT.—Good sales of 
tree tanglefoot are reported by job- 
bers. Tanglefoot is one of the many 
means of exterminating various kinds 
of pests and retail dealers are sharing 
in the profits derived from the sale of 
same, 


We quote from Boston jobbers’ 
stocks: 

Tree Tanglefoot. — In 1-lb. cans, 
$4.80 per doz.; in 5-Ib. cans, $22; in 
10-Ib. cans, $42; in 25-lb. cans, $96. 

WINDOW GLASS.—Remarkably good 
sales continue, say jobbers. Bookings 
include sizable orders for late and fill- 
ing in orders for immediate delivery. 


We quote from Boston jobbers’ 


stocks: 
Window Glass. — Single <A, 25 


bracket, 85 per cent discount; 34 to 
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40 bracket, 84 per cent discount; 
larger, 82 per cent discount. Double 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 85 per cent dis- 
count; 34 to 40 bracket, 85 per cent 
discount’ larger, 83 per cent iscount. 
gg B, all sizes, 86 per cent dis- 
count. 


WINDOW WEIGHTS.—Based on the 
anticipated building boom this spring 
and summer, retail orders for window 
weights are on the mend. 


a) quote from Boston jobbers’ 
stoc 
Window Weights.— From stock, 
weights under 5 Ibs., 4c. per Ib.; 5 
lbs. and more, 3c. 
WRENCHES.—AIll kinds and makes of 
wrenches are moving out of wholesale 
stock. Retailers are buying conserva- 
tively, but often, their idea evidently 
being to keep a good assortment on 
hand. 
bo quote from Boston jobbers’ 


stoc 
Knife and Steel a eee, 


in., $15 a doz.; 8-in. - 10-in "S600 
12-in., $28; 15-in. ifs $ 3 " 18- om $48; 
21-in., $58. 


Key Model.—Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84. Discount of 
40 and 10 per cent off list is allowed 
on the above wrenches 

Pipe Wrenches. — Stillson, 60 and 
5 per cent discount; Trimo and Wal- 
worth, 60 per cent off list. 

Miscellaneous — Drop forg ed 
wrenches, 62% per cent discount; 
Westcott, 25 per cent discount; agri- 
a wrenches, 60 per cent off 

s 

We quote f.o.b. factory: 

Snap-on Wrenches.—No. 101, Mas- 
ter Service Set, $15.25; No. 202, 
Set, $8: No. 404, Uni- 
versal Socket Set $7; No. 505B, 
Screw Driver Set, $3. 40. All Snap-on 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


Cleveland Reports Steady Lnprovement 


In Business—Record Paint Sales in February 


(Cleveland office of HARDWARE AGE) 
ENERAL business in this hardware market is show- 
(> ing consistent improvement over the February lull. 
Reports indicate a slow start the first week of 
March with a notable sales increase during the second 
week. Records show daily improvement. 
creases while not large are considered significant. 

In spite of the general conservative tone in February 
business, paint distributors report that the past month’s 
sales volume was larger than any previous February. 

The sense of the local wholesale market is that further 


AUTO ACCESSORIES AND TIRES.— 
Dealers are preparing for spring trade 
in general lines. Large sales volume of 
used cars reported in this district said 
to offer an increased market for tires 
and replacement parts as well as ex- 


tras. Prices appear steady. Stocks 
being adjusted. 
We quote from jobbers’ stocks, 


f.o.b. Cleveland; Millers Falis, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12: Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 4l1c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over 100; 
Reliable jacks, No. 00, $1; No. 1, 
$1,25; Nos. 2 and 3, $1.75. 


AXES.—Leading manufacturers have 
issued price lists guaranteed until Dec. 
31, 1924. These show no change over 


These daily in- 


present offerings, which are given for 
the guidance of the trade. 


Jobbers quote f.o.b. Cleveland as 
follows: rst grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 pe bitted, 
handled, $24.50 per doz.; unhandled, 


‘$20 per doz. 

BOLTS AND NUTS.—Moderate con- 
sistent demand; prices holding; stocks 
ample. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut thread, 50 
and 6 per cent off list; small, rolled 
thread, 50, 10 and 5 per cent oft list; 
carriage bolts, large and small cut 
thread, 45 per cent off list; stove 
bolts 75 and 5 per cent off list; hot 
pressed nuts, $3.25 off list. 


COASTER WAGONS.—Early demand 
considered unusual; dealers report some 
fair sales; wholesale business fairly 
large; prices firm; stocks adequate. 


advances are to be avoided wherever possible. 
jobbers announce new axe lists, show no changes and are 
guaranteed until Dec. 31, 1924. White lead was advanced 
% cent and linseed oil and turps were advanced slightly 
as noted in’the body of this report. 

Dealers are displaying spring goods. 
and hardware are receiving particular attention as spring 
building programs are announced. The trade looks for a 
good building year and is preparing accordingly. 

The collection and credit situation is considered satis- 
factory. Stocks are well balanced. 


Cleveland 


Builders’ supplies 


yer quote f.o.b. Cleveland: 
uto-Wheel coasters, rubber tired 
dise wheels: size 12 x 28, 
14 x 32, $6.43; size 14 x 34, 3; 
size 16 x 38, $7. 73; size 18 x 40, $8. 33 
each. 
Gendron line, 
tires, size 14 x 32, 


high grade rubber 
8-in. roller bear- 


38, 10-in. disc wheels, $7. 15; size 18 
x 40, 10-in. disc wheels, $7. 55 each. 

Bowman All-steel line: size 13 x 
321%, No. 100 loose bearings, $4.50 
to $4. 15, according to quantity. No. 
200 same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity. No. 80 same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 1B See 10, 
$10.40; size 16 x 30 x 10, $11.55. Teens 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line—American 
Boy Red Express wagons, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 


Reading matter continued on page 92 
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McKINNEY 
Hinges Voyerany 


HARDWARE AGE 


DV ERTISING—The 


McKinney national ad- 
vertising is unselfish. It is tell- 
ing home builders to come 
into your store and make hard- 
ware selections before their 
building funds have run low. 


Read this advertising. Know 
what is being said. Join hands 
with this effort to benefit the 
hardware business and we will 
both profit. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door 
bolts and latches, shelf brackets, window 
and screen hardware, steel door 
mats and wrought specialties 
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No. 4, $32 per doz. Little Toto Coaster 
Wagons, roller xp double disc 
wheels, No. 38, $2.20 each; No. 

$3.65 each. American Coasters, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. 
National Flyer’ Coasters, roller bear- 
ing double <= s wheels, ’No. 51, $5.70 


each; No. $6.90 each. 
omic arend. No. 11 R. $8.70; 
No. 12 R. $7.95; No. 13 R, $7.20 each. 


CUTLERY.— Increased demand for 
pocket cutlery; table ware moving ac- 
tively; stocks appear well balanced; 
prices very firm. 

CONDUIT (RIGID TYPE).—Leading 
manufacturers announce that rigid type 
conduit will be billed at Pittsburgh base 
rates; consistent with the method em- 
ployed in billing iron pipe. This takes 
effect March 17. 

HANDLES (TOOLS AND AGRICUL- 
TURAL).—Future demand fair; major- 
ity of dealers in this section placed 
their orders in January; total volume 
favorable; prices not expected to 
change. 


Jobbers quote f.o.b. Cleveland: 

Axe 90 —No. 1 Hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected o-.-B, ‘hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straight, 
a and bored, 4% ft., : 

$5.50 <a ra 


“nd doz. ; 4% ‘ft. $2.40 per doz., 
XX, 5 ft., $4 65 per doz.; X, 5 ft., $2.80 
per doz. 


Hay Fork Handiles.—Bent, chucked 
and bored, 4% ft., $7.50 per doz.: 5 ft. 
$8.50 per doz.; XX, bent, 4% ft.. $4. 36 
per doz.; X, ‘pent, 4% 'ft., $2.90 per 
doz.; XxX, bent, 5 ft., $5.25 per doz.; 
X, bent, 5 ft., $3.30 per doz. 

Manure Fork Handies.—Bent, 

4.75 per doz.; 4% ft., $5.10 = aa 


, bent, 4 ft.: $4 per, oo 4% ft., 
$4 per doz , bent, 4 ft., $2. 50 per 
doz.; 4% ft., 0 per pb 

arden Hoe Hand les.—_-XX, 4% f 

X, 4% ft., $2.40 oat 


$3.30 per doz.; 
doz 


Garden Rake Handies.—XxX, 6 ft. 
$6.25 per doz.; X, 5% ft., $3.25 per 


doz. 

Shovel Handles.—Regilar pattern 
XX, 4% ft. $5. 90 per doz., X, 4% ft., 
$3. 75 per doz.: D handle, best grade, 
$7.95 per doz.; > grade, $6.25 per doz. 


Spade Handles.—D handle, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 


NAILS AND WIRE.—Sales volume 
fairly heavy; stocks satisfactory with 
some sections tight on 8-penny nails; 
prices holding. 


Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.60 per keg; No. 9 gal- 
vanized wire, $3. os. per 100 Ib.; No. 9 
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annealed wire, $3.50 per 100 lb.; and 
cement coated nails, $3.25 per 100 Ib. 
Polished staples, $4.05 per 100 Ib.; 
galvanized staples, $4.50 per 100 Ib. 
Miscellaneous nails, 70 per cent off 
list. Cut nails, $4 per keg 

" Wire brads, 70 and 10 oer ‘cent off 
ist 


PAINTS AND OILS.—Sales volume in 
paint and kindred supplies was said to 
have been larger in February, 1924, 
than any previous record for the same 
month. In view of the general conser- 
vative tone of that month this news is 
particularly interesting. Distributors 
announce an advance of % cent on 
white lead and 2 cents increase on lin- 
seed oil. Turps have been fluctuating 
slightly, with current offerings at $1.18. 


Jobbers quote f.o.b. Cleveland: 
Turpentine, in bblis., $1.18; less 
than bbls., $1.30% per gallon. 
Linseel oil, in bblis., $1.08; less than 
bbis., $1.23. Boiled, 2c. extra per gal. 
Denatured alcohol, 66c. per gal., in 
woe bb 
English. Venetian red, in bbls., io eae. 
per | in 100-Ib. kegs, 4%c. b. 
White lead, in 100-Ib. kegs, 15c. 
per Ib.; in 50-Ib. and 25-lb. kegs, 
15%c. per Ib.; in 13% Ib. kegs, 15c. 
In 500-lb. lots, 10 per cent 
discount; other prices are net. 


PYREX OVEN WARE.—Prices quoted 
are guaranteed until June 30, 1924; cur- 
rent demand healthy; stocks appear 
— 


obbers quote f.o.b. Cleveland: 
List PRICES.—Subject to discount 
33/4 per cent. 
aa R.A standard, No. 
167, $1; No. 168, $1. 17; No. 169, $1.33; 
No. 170, $1.67 eac 
Bread and Biscult Pans.—No. 212, 
$1.60; No. 214, $1 each. 
Cake Pans.—No. 331, $0.67; No. 221, 
(round), $0.50; No. 809, $0. 67 each. 
Pudding Dishes.—No. 450, $0.83; 
No. 463, %o. 40; “| ~ $0.57 each. 
20, ae No. 203, 


0” 
Custard Dishes. te. “422, $0.17; No. 
423, $0.13 each. 
1.67: No. 14, $2; 


No. 82, $1.67: No. 34, $2; No. 22, $1.67: 
No. 24, $2 each. 


ROPE.—No changes reported in local 
market; current sales moderate; stocks 
good; much speculation as to raw ma- 
terial developments. 
Jobbers quote f.o.b. Cleveland: 
Best grades manila, 17%c. for mill 
shipment; 18c. for stock shipments. 


Best grades sisal, 15%4c. stock ship- 
ments; 15c. for mill shipments. 


SCREWS.—Sales steady; prices firm 
and stocks well balanced. 


Jobbers quote wood screws as fol- 
lows, f.o.b. Cleveland: Flat head, 
bright, 75.5, 5 and 5 per cent off — 
round head, blued, 75, 5, 5 and 
cent off list: round head nickeled, SS. 
5, 5 and 5 per cent off list, and round 
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pend brass, 70, 5 and 5 per cent off 
ist. 


STEEL GOODS.—Jobbers making de- 
liveries of steel goods ordered last fall. 
Dealers appear to be handling more 
varied line and larger volume. 


STOVE PIPE AND ELBOWS.—Prices 
quoted are guaranteed until Aug. 1, 
1924. Futures fairly heavy; guaran- 
tee includes stove boards. 


Jobbers quote f.o.b. Cleveland: 
Stove pipe in crates of 25 sea: 


Security sued, 28 gage; -_ »» $8.0 


in., $3.50; in., $3 80; in., rt 
: in., $4 65. 
Elbows 


Security bined, corrugated, 
28 gage, 3 in., $1.15; 4 in., $1.25; 
ola 6 in., $1.55; 7 in. $2.10, all per 


“Goat hods, galvanized, 17 in., $5.25 

per doz. for open motels. — size 
cieeedl with funnels, $6.5 er doz. 

Stove boards, Crystal, 33 in., $21.25 
per doz.; 30 in., $18 per doz.; "98 in. 
$15.50 per doz.; 26 in., $13.25 per doz. 

Rt hag boards, wood lined, onsons 

hape, 20 x 30 in., $15 per doz. ; ; 24 
36 in., $16.65 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, 0B Der do en, syeere 
shape, 24 in., $6. per d n., 
$7.25 per doz.; 28 in., $8.10 . doz. ; 
30 in., $9.65 per doz. 

Crystal stove boards paper pees. 
oblong shape, 48 x 30 * -» $7.90 

20 x 30 in., $9.30 er oe; . 3 4 
$6. ‘in $10 per 30 in., 


doz 
) 50. per doz.; 28 x “34 a ne $10. 75 per 


WIN DOW GLASS.—Prices firm; pro- 
duction heavy in view of evident build- 
ing market which suggests a big de- 
mand for glass. 


Jobbers quote f.o.b. Cleveland: 

Window glass, first three brackets, 
single A and B, 86 per cent off list; 
over three brackets, same grades, 
per cent off list. Both sizes double 
A and B, 87 per cent off list. 

Lights, single and double, 85 per 
cent off list. 

Single AA paper wrapped, 85 per 
cent off, double AA paper wrapped, 
85 per cent off list; lights, AA paper 
wrapped, 85 per cent off list. 

Putty, pure, in 12% Ib. lots, $6.75 
per cwt.; in 25-lb. kegs, $6 per cwt.; 
in 100- Ib. ieen. = 50 per cwt. Co om- 
mercial grade, in 12% 1b. lots, $4. e 
per cwt.: in 25-Ib. lots, $4.25 per cwt. 
in 100-Ib. lots, $3.75 per cwt. Glaziers 
points range from 20c. to 22c. per ib. 


WRENCHES.—Demand active. Dealers 
report motorists are good customers, 
many of them making repairs and re- 
placement on their cars at this time. 
Snap-On Wrenches, No. 101 penctes 
Service sets, $15.25 each; No. 


Universal Socket sets, $7 each; No. 
505 B, Screw Driver sets, $3.40 each. 
Less 40 per cent on all Snap-On 
wrenches, f.o.b. Milwaukee, Wis. Skid 
oa and cross links, quoted at % 
oO st. 


Retail Sales Improving— Accessories 
Active in Twin Cities Market 





(Minneapolis office of HARDWARE AGE) 
GRADUAL improvement in retail sales is noted 
A with the approach of the spring season. 

Jobbers likewise report a normal volume of busi- 
ness for this season, with an especially good demand for 
automobile accessories and supplies. The newest sensa- 
tion in automobile lines is the balloon tire. Dealers should 


AXES.—Some improvement in sales 
noted; stocks ample; prices steady. 


BOLTS.—While strictly retail demand concerns and railroads. 


is not heavy, there is a substantial de- 
mand on the part of manufacturing 


consider carefully local conditions, it is said, before at- 
tempting to stock any of this type as wheel changes are 
necessary in using them, which is done at garages where 
the new tires are also supplied. Very little replacement 
business, jobbers claim, can be expected until next year. 

Dealers and jobbers continue to be optimistic over the 
spring outlook and a good volume of business is expected. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts 50-5 per cent; large 
and small machine bolts, 55-5 per 


Prices firm. 


Reading matter continued on page 94 
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R-W Steel Folding Builders’ Brackets 


Look at the load supported on three R-W Builders’ Brackets! This is a much 
greater load than ordinary working conditions would ever demand—affording a 
tremendous margin of safety. 


R-W Builders’ Brackets are not only the strongest, but the most practical. They fold into 
convenient form for handling and take up little room when stored. No more expensive than 
wood brackets, yet last a lifetime. When a job calls for two dozen or more brackets they 


actually save their cost. 


No other steel bracket folds so compactly 
or requires so little space for storage. An E a Sy to At t a ch 


exclusive feature with R-W Brackets. 









R-W Brackets are easy to attach—the hook or 
tail screw for fastening to sheathing and stud- 
ding insures complete safety, while sway braces 
prevent swinging. Made entirely of high-grade 
steel and reinforced to provide strength and 
durability. | ; 
Illustration shows the No. 231 with sway brace 
on upright. The No. 261 is the same, but has 
sway braces riveted to side of top bar. 

R-W Builders’ Brackets are packed one dozen to 
the crate. You will find them an extremely 
profitable item to handle, and the satisfaction 
they give will enhance your reputation for sell- 
ing only the best. 
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94 
cent; stove bolts, 70 per cent; lag 
— 60 per cent from standard 
sts. 


BRADS.—Retail sales showing steady 
demand; stocks good. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Wire brads in 
_ 25-Ib. boxes, 70-10 per cent. 
BUILDERS’ HARDWARE.—S ome 
sales for later delivery are being made, 
but the heavy end of the business just 
now is submitting estimates for pro- 
posed work. Indications are that a 
good volume of sales will materialize. 


COPPER RIVETS AND BURRS.—De- 
mand good from garage trade; stocks 
ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs, 40 per cent from list. 


COASTER WAGONS.—Retail demand 
beginning to develop with approach of 
spring weather; stocks good; prices 
steady. 


We quote from jobbers’ stocks, 
t.o.b. Twin Cities: Apto wheel coaster 
wagons, No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each; No. 
63, $7.72 each; Overland and Awl- 
steel coaster wagons, 50 per cent 


from lists. 
EAVES TROUGH, CONDUCTOR 


PIPE AND ELBOWS.—Some retail in- 
terest being shown; stocks good; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
a, single bead, 5-in., $5.25 per 100 
ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in., conductor el- 
bows, $1.73 per "doz. 


FIELD FENCE—Good demand ex- 
pected as soon as frost leaves the 
ground; stocks in good shape; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 56% 
per cent from lists. 

stocks 


FILES.—Sales fairly good; 
ample; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 


GALVANIZED WARE.—Gradual im- 
provement in sales noted; stocks suffi- 
cient; prices stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.85; No. 2, $7.75; 
No. 3, $8.95; Heavy galvanized tubs, 
No. 1, $12; No. 2, $13.26; No. 3, 
$14.50; Standard galvanized pails, 10- 
qt., $2. 55; 12-qt., $2.90; 14-qt., $3. on 
16-qt., stock pails, $5: 18-qt., $5.75 
per doz. 


GLASS AND PUTTY.—Retail sales 
show a gradual decline; stocks ample; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices 
single strength glass, 83 per cent; 
double strength glass, 85 per cent 
from lists. Putty, strictly pure, 50- 
lb. steel drums, $5; 25-lb. drums, 


$5.20 per cwt. 
AND HATCHETS.— 


HAMMERS 
Better demand; stocks good; prices 


steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HF81, $12; Riverside, No. 611%, $12; 
Plumb Broad Hatchet, No. 2, $17.15: 
Plumb ern No. 2, $13.15; Plumb 
Claw, N $14.40 per doz. 


LANTERNS.—Fair volume of sales; 
stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular, long 
or short globe, $13 per doz.; Embury 
lanterns, No. 210, $7.75 per doz.; No. 
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240, $12.75 per doz.; No. 130, Midget 
vehicle lanterns, $17 per doz. 
NAILS.—Considerable interest shown 
in nails both as to price and delivery; 
stocks fairly good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base; cement 


coated nails, $3.60 per keg, base. 


PAINTS.—Retail sales still rather 
small; prices same as those last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
paints, $2.80 per gal.; 
house paints, $2.10 per gal.; 
white lead, $12.83 per cwt. 


PYREX OVEN WARE.—Season con- 
sidered, sales are satisfactory; prices 
remain stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each: No. 
197 casseroles, $1.11 each; No. 202 pie 
plates, 50c.; No. 210 pie ‘plates, 67c. ; 
No. 212 bread pans, 60c.; No. 231 


utility ns, 67c.; No. 12 tea pots, 
2-cup, oT 67 each; No. tea pots, 
4-cup, SB No. 36 tea pots, 6- 


cup, 


aucuerens— Wun approach of build- 
ing season considerable interest is 
being shown in this line; stocks good; 
prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ast steel regis- 
ters, 40 per cent from lists. 


ROPE.—Sales continue to show steady 
improvement, and with opening of 
building season a heavier demand is 
expected; stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope, 19%c. per Ib.; best grades sisal 
rope, 17%c. per Ib. 


SCREWS.—Sales show steady im- 
provement; stocks sufficient; prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 


screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat 
head, japanned, 67% per cent; flat 


head, brass screws, 70 per cent; 
round head brass, 67% per cent. 


SASH CORD.—Considerable interest 
noted for later requirements by con- 
tractors; stocks good; prices steady but 
high. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades sash 
cord, 86c. per lb.; ordinary grades, 
54c. per Ib. 

SASH WEIGHTS.—Very little imme- 
diate demand; stocks good, prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 
$2.50 per cwt. 


TACKS.—Sales continue satisfactory 
for this season; stocks good; prices 
firm. 


We quote from 
f.o.b. Twin Cities: American cut 
tacks, 6, 8 and 10 oz., 60c., 55c., and 
50c. per doz. 2-oz. packages, respec- 
tively; 8-oz. blued carpet, 3lc. per 
doz. pac es; No. 11, double a 
35c. per doz. packages; 8 OZ 
tacks in bulk, 15%c. per Ib.; 
16%c. per Ib. 


WASHERS.—Good demand for washers 


jobbers’ stocks, 


a 


from manufacturing trade; _ stocks 
ample; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: % in. wrought 
steel washers, $6.15 per cwt.; 1 in., 
$5.60 per cwt. 

WHEELBARROWS.—Better demand 


noted; stocks good; prices remain un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 
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Tubular steel, No. 1, $6.75 each; 

wood garden barrows, ‘36. 25 each. 
WIRE.—Sales rather inactive at pres- 
ent; stocks ample; prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog wire, 
$4.25; smooth black annealed, No. 9, 
$4 per cwt.; smooth galvanized an- 
nealed, $4. 45 per cwt. 

WRENCHES.—Very good demand for 
wrenches; stocks in good condition. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62% per cent from new lists; knife 
handle wrenches, 40-10 per cent; 
&tillson and Trimo wrenches, 60 per 
cent; Snap-on wrenches in sets, 
Master Service, No. 101, $15.25; No. 

, $8; No. 404, $7; No. 505B, $3.40 
less 40 per cent f.o.b. Milwaukee. 


Device Automatically Controls 
Casement Windows and 
Transoms 


A device known as the Whitco Hard- 
ware has recently been developed which 
is designed to automatically control the 
operation of casement windows and 
transoms. There is undoubtedly a large 
field for a device which will simplify 
the installation and operation of case- 
ment and transom sash, and the manu- 
facturers of the Whitco hardware claim 
advantages which meet these require- 
ments. The Whitco hardware consists 
of two hardware assemblies, one at- 
tached to the top and one to the bottom 
of each casement sash, and one to each 
side of a transom. This hardware is in 
turn attached to the window or transom 
frame. The result is that the sash is 
self-adjusting, and requires neither 
butts nor adjusters. The sash or hard- 
ware cannot rattle, and the sash will 
remain in any position, no matter how 
hard the wind may blow. The outside 
of casement sash may be readily cleaned 
from the inside of the room. No special 
sash or frame detail is required, one 
size hardware fits all sash, it may be 
used either right or left hand, and may 
be fitted to either new cr old sash. The 
Whitco hardware may be used on single 
sash, pairs of sash, or in multiple open- 
ings without mullions. The Whitco 


-hardware is entirely concealed, so that 


the necessity of special finishes is elimi- 
nated. As applied to transoms, the 
Whitco hardware does away with butts, 
operating rods and chains. The tran- 
som is self-balancing at any angle when 
open, and the manufacturers guarantee 
that it will operate easily and noise- 
lessly at all times. There is no exposed 
hardware to offend the eye and collect 
dust. Ventilation is obtained at both 
top and bottom of transom. The manu- 
facturers claim that the labor cost of 
installing Whitco hardware is ma- 
terially less than any combination of 
hinges and adjusters, and this, together 
with the elimination of special detail 
and the moderate cost of the hardware, 
should mean an appreciable reduction in 
the cost of casement windows and tran- 
soms. The Whitco hardware is manu- 
factured by the Vincent Whitney Co. of 
San_ Francisco, Cal., and Caledonia, 
N. Y., and is sold only through the 
hardware trade. It is distributed in the 
East by the H. E. Holbrook Co., 444-7 
Massachusetts Trust Building, Boston, 
ass. 


Reading matter continued on page 96 
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The GRISWOLD Safety Fill 
Cast Aluminum Tea Kettle 


It makes a hit with women 
at first sight 
wee just naturally like anything so 


rich in appearance as this superbly 
beautiful tea kettle. And watch them grow 






enthusiastic when you explain the special Pts ye 
opening in front of the handle. Almost Wette Iron—Nos. 18- 
every woman at one time or another has 118-119, high frame. 
ee ng nt 8 scalded her hand in the steam when refilling 
Se an old-fashioned kettle. 


Let a woman lift the Griswold Tea Kettle 
herself and realize the comfort of the low 
handle that relieves wrist strain. Tell her 
that Griswold seamless cast aluminum is 
famous for its tough, durable quality. You'll 
find that the Griswold Safety Fill Cast 




















: > ; Griswold Tite-Top Dutch 
Aluminum Tea Kettle sells more rapidly Ontk Gia self tcctios 
Griswold Cast Iron than any tea kettle you ever carried. cover. In 8 sizes. 
Skillet. In 13 sizes. Also : 2 salad tiasl 
comes with wood handle in Have you received the new Griswold trade 


mark window and counter display card in 
four beautiful colors to identify your store 
as headquarters for Griswold cooking uten- 
sils? Free for your asking. 


THE GRISWOLD MFG. CO., Erie, Penna., U. S. A. 


Makers of the Bolo Oven, Extra Finished Iron Kitchen 
Ware, Waffle Irons, Cast Aluminum Cooking Utensils, 
Food Choppers, Reversible Dampers and Gas Hot Plates. 


Griswold Safety Fill THE LINE THAT’S FINE AT COOKING TIME 


Cast Aluminum Tea Kettle 
in 3 sizes, 4, 5 and 6 
quarts. 





Griswold Combination 
Meat and Food Chopper 

With self-sharpening, 
reversible steel knife and 
three different size revers- 
ible steel plates—packed in 
special, strong containers. 
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CURRENT NEWS OF THE TRADE 





Silverstone Absorbs Sporting 
Goods Firm 


Harry Silverstone & Co., 1522 West 
Adams Street, Chicago, has just an- 
nounced the merger of its company with 
the International Sporting Goods Co., 
Chicago. The Silverstone company 
manufactures a complete line of golf 
bags and leather specialties. The In- 
ternational company manufactured golf 
clubs and acted as national distributors 
of the J. P. Cochrane & Co., Ltd., Edin- 
burgh, line of golf balls. 

The consolidation, which will operate 
under the name of Harry Silverstone 
& Co., 1522 West Adams Street, Chi- 
cago, will furnish through the old chan- 
nels of jobber and retailer a complete 
line of bags, clubs and Cochrane golf 
balls, together with their own brand, 
the “Par-Player.” 

The capital stock has been raised to 
$50,000 paid in, and the officers are as 
foilows: Harry Silverstone, president; 
A. Q. Milliken, vice-president; G. R. 
Silverstone, treasurer; A. H. Willett, 
secretary. 





F. S. Earnshaw Now with 
Jean Caro Products Co. 


F. S. Earnshaw, formerly connected 
with the Illinois Pure Aluminum Co., 
Lemont, Ill., in the capacity of sales 
manager, has resigned his position lo 
tecome connected with the Jean Caro 
Products Co., Freeport, Ill., manufac- 
turers of household brushes and the 
famous Jean Caro toys. 


F. C. Sebulske in Control 
Sunny Line Appliances 


F. C. Sebulske, president of Sunny 
Line Appliances, Inc., manufacturer of 
household electrical appliances, Detroit, 
Mich., has recently acquired a control- 
ling interest in the company. 

The company was started about three 
years ago and was successful from the 
start, its output of Sunnyside Electric 
Washers reaching a total of nearly 10,- 
600 during the first year of its ex- 
istence. The present management, it is 
said, contemplates a considerable ex- 
pansion of the company’s activities. 








J. B. Sperry Takes on Auto 
Accessories 


The J. B. Sperry Co., wholesaler and 
retailer, Port Huron, Mich., has re- 
cently opened an auto accessories de- 
p3rtment, and will carry a full line. 
The company is desirous of receiving 
catalogs and price lists from manufac- 
turers. 





Fowler & Sellars Exhibits at 
New York Convention 


Fowler & Sellars Co., retail hard- 
ware, White Plains, N. Y., was the 
only retail hardware company in New 





York State to exhibit at the recent ex- 
hibition of the New York State Retail 
Hardware Association held recently in 
New York City. The company, in its 
exhibition, specialized in household 
equipment and labor-saving devices. 





Streu Hardware Co. Opens 


A. H. Streu, connected with Morrow- 
Thomas Hardware Co., Amarillo, Tex., 
for thirteen years, has bought stock 
formerly owned by C. O. Lee Hardware 
Co., Hereford, Tex., and will operate as 
Streu Hardware Co. 





Atlantic Stamping Co. Catalog 


The Atlantic Stamping Co., Roches- 
ter, N. Y., has recently issued a catalog, 
known as Dairy Division Catalog “A,” 
covering its line of Atlantic Long-Wear 
Metal dairy products. A feature of the 
catalog is‘the list of its new milk ship- 
ping cans, recently added to the “At- 
lantic” line. The catalog is well illus- 
trated and contains 32 pages. 





Boosters’ Smoker Success 


A large number of hardware sales- 
men, retailers, jobbers and manufac- 
turers’ representatives attended the 
sixth annual smoker of the New York 
Hardware Boosters, March 14, at the 
New York Turn Verein Hall, Lexing- 
ton Avenue and Eighty-fifth Street, 
New York City. Most of the credit for 
the success of the smoker is given to 
C. C. Dietrich, chairman of the enter- 
tainment committee which includes the 
following members: 

R. W. Scobell, C. Pincus, H. L. Ott, 
W. J. Graham, C. Leach, A. M. Phelan, 
R. M. Taylor. 





W. H. Owen Director Hennepin 
Hardware Co. 


William H. Owen, publicity and dis- 
piay manager of the Hennepin Hard- 
ware Co., Minneapolis, Minn., has re- 
cently been elected a director of that 
company. Mr. Owen is a native of 
Wales and began his selling experience 
as a hardware apprentice in North 
Wales in 1905 and then worked in Lon- 
don in 1909. In 1913 Mr. Owen be- 
came a cutlery salesman, window trim- 
mer and floor man for the Warner 
Hardware Co. of Minneapolis, and 
joined the Hennepin Hardware Co. in 
1922. He recently won a $750 prize for 
the second best Cunningham radio tube 
window in the country. 





H. A. Gruhl, Vice-President, 
Victor Rubber Co. 


Harry A. Gruhl has been elected vice- 
president of the Victor Rubber Co., 
Springfield, Ohio. He was formerly 
with the Firestone Tire & Rubber Go., 
Akron, Ohio, and later an executive of 
the Oldfield Tire Co., Akron. 





Hoover Co. Makes Elliott 
Head of Sales Personnel 


For the purpose of centralizing the 
supervision over field managers in that 
part of their work concerning the selec- 
tion of men for training as salesmen, 
the Hoover Co., of North Canton, Ohio, 
has recently appointed R. C. Elliott as 
director of the sales personnel. Mr. 
Elliott is well known to American 
manufacturers and merchants through 
his work of the last ten years. From 
1914 to 1919 he operated an employ- 
ment service in Chicago which supplied 
trained men for both selling and execu- 
tive work to hundreds of the leading 
manufacturers and associations. In 
1919 he took over the sales employment 
division of the Goodyear Tire & Rubber 
Co., Akron, Ohio, which work he con- 
tinued until he was called to his pres- 
ent position by the Hoover company. 





Cleveland Stone Co. Consoli- 
dates Offices 


The Cleveland Stone Co., manufac- 
turer of natural stones for grinding, 
Cleveland, which two years ago ac- 
quired the Sterling Grinding Wheel Co., 
is to remove the offices of the latter 
from Tiffin, Ohio, to Cleveland, the 
change taking place April 1. The Ster- 
ling company for thirty-five years 
manufactured grinding wheels and 
other sharpening and grinding articles 
made from artificial abrasives. 

The Cleveland Stone Co. is well 
known to the trade as producers of 
natural stones for more than three- 
quarters of a century, and the bringing 
together of these two old producers of 
grinding materials created widespread 
interest. 

H. W. Caldwell, vice-president of the 
Cleveland Stone Co., and for twenty 
years or more in charge of its grinding 
departments, is president of the Ster- 
ling Grinding Wheel Co. 





Peerless Level & Tool Co. to 
Build 


The Peerless Level & Tool Co., Ster- 
ling, Ill., has purchased vacant prop- 
erty 100 by 150 ft., upon which they 
will build a new factory, as the present 
quarters have been outgrown. The 
building will be devoted entirely to the 
manufacture of the Peerless line of 
masons’, plasterers’ and carpenters’ 
levels which are made from both wood 
and aluminum. It has also been an- 
nounced that A. J. Feldman has asso- 
ciated himself with the company in the 
official capacity of secretary. 





Garage Opens Hardware Dept. 


The Riverside Garage, Riverside, 
R. I., is putting in a hardware depart- 
ment. Showcases and counters have 
been purchased. 


Reading matter continued on page 98 

















March 20, 1924 


ae — - -_— 


Dunlap Sanitary Cream Whip 


Whips Cream 





The best known and 
fastest selling Cream 
Whip, Egg Beater and 
Mayonnaise Mixer on 
the market. 


HARDWARE AGE 


In IOseconds 


Cuts the Cream instead 
of beating it. 


A thin perforated blade 
(A) works at the bot- 











5 Oe P a ea" Ke 
RO Reet Sy? oe 
* er asi fies ae 
ae ioe ee a al 
Lf f/f eS ae 
’ “ A Pp a ay 28 
le ot om Ohi OO 
5 ne ‘ 
- . ~ 


q ererrr 
_« 
a 


tom of a special non- 
slip bowl (B). The 
blade vibrates as it re- 





Better results in much im\' 
less time without spat- \y ' volves. 
ter or muss. Nn 

f \\ Note handy handle 

-_ (C). Set at an angle. 

Attractive profits for 
both jobbers and deal- | Write us for prices and 
ers. | further information. 





Furnished Metal parts 
with bowl Nickel Plated 
complete 





COLUMBIA METAL PRODUCTS CO. 
361 East Ohio Street Chicago, IIl. 
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One of 
T. E. Shea’s 
brush windows 
that helped 
pyramid sales 








OR years HARDWARE AGE in 
H preaching the gospel of better 

merchandising has advocated 
the importance of the second or ad- 
ditional sale. One of the points em- 
phasized has been that the dealer 
should always manage to sell a brush 
to the customer who buys paint. 
T. E. Shea, Fall River, Mass., has 
put this suggestion into actual prac- 
tice. He sells brushes with paint 
and goes a step further. He fea- 
tures them exclusively in window 
displays, he talks brushes and makes 
money by selling them, and in- 
cidentally turns a $100 paint brush 
stock nearly five times a year. 


Sells Brushes in Sets 


Note the display of brushes shown 
in the accompanying illustration. 
Mr. Shea offers one set of five 
brushes at $2.98, and another set of 
five brushes at $3.59. This is 
real honest-to-goodness merchandis- 
ing via the window display route. 

“We have found,” says Mr. Shea, 
“that the steady application of the 
following sound selling principles 
has built up for us a_ profitable 
business in this paint accessory. 


oil all 


.* 
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Note the way 
in which 
brushes are 
displayed in 


assortments 





Sell *Em in Sets, Says Shea 


Special window displays devoted to 
brushes alone; inside displays to tie 
up with the window trim; the gener- 
ous use of brushes in all paint dis- 
plays and a prominent show case in 
our paint department featuring 
brushes all help to build sales. 

“The suggestion of a brush as a 
necessary accessory to every paint 
sale creates a remarkable oppor- 
tunity for increased brush sales. We 
have a supply of them on hand at 
our wrapping counter, and while 
wrapping up the paint purchased by 
the customer, we always show him 
the proper style and size brush 
needed for the work. We also sug- 
gest that he invest in quality 
brushes, because they will not shed 
their bristles, and will materially 
aid him in doing good painting. We 
emphasize the importance of a good 
clean brush for each new job. This 
suggestion results in a rapid turn- 
over of our brush-stock. 

“Selling brushes in sets is a good 
idea. Select three, four or five 
brushes that are adapted to the use 
of the ordinary home owner or 
paper-hanger; price them attrac- 


tively in a set, and they will meet a 
ready sale. 

“We find that brushes are dis- 
played or sampled to the best advan- 
tage on a background of dull soft 
green. This is particularly true of 
well made brushes which have nickel 
ferrules, colored butts, and var- 
nished handles. 

“The trend of the buying public 
leans toward better merchandise, 
and consequently we talk and sell 
better brushes that will last for 
many jobs and give good sur- 
facing. We push these and sell them 
in preference to the ten cent type 
article which may be used only once, 
and then with doubtful satisfaction 
to the buyer. 


Turns Brush Stock 4.6 Times 


“We carry on an average of $100 
worth of brushes, and we turned 
this stock 4.6 times during 1923. 
This turnover we attribute in great 
measure to the attractiveness and 
quality of the brush line carried for 
the past year, and we are glad to say 
that our spring order this year is 
double the one placed at the same 
time in 1923.” 
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| When You Sell Paint Sell a Brush Too—It’s the Second Sale That Counts! 


VERE ere CREE eres 
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The live hardware 
dealer says: 


‘“There’s A Lot In Handling Hose 


“I watched a recruit in the Fire Depart- 
ment try to handle a hose line: He 
made an awful mess with it. 


‘‘T shouldn’t have laughed at him. Five 
years ago I didn’t know how to handle 
hose myself. I didn’t know how to get 
any profit out of it. : 


BOSTON 
WOVEN HOSE & ‘“‘Then I standardized the hose depart- 
RUBBER CO. : ment on ths policy, three qualities 
Cambridge, Mass, all one [size. Anyone who says I don’t 
Shin tesiennts Manis visite know how to handle hose now has only 
facturers in the world. to look at my figures. 9 


Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose._ ) 
Also makers of GOOD Bers 

LUCK Jar Rings. 




















SELL a can of 

paint, a paint 
brush, and sand 
paper to nearly 
every customer 
when he buys 
paint. All I do is 
to display paints, 
oils, varnishes, 
brushes, sand paper 
and other articles 
on a ‘Revolvo’ 
Display Stand,” 
was the advice one 
of our hardware friends gave us. 





Display Stand 


Use this idea yourself and your 
profits will soon be increasing. Be- 
sides the Display Stand is a Nail Bin 
and Bolt Case in several styles and 
' sizes. 


The “Revolvo” 
Nail Bin is a sec- 
tional, ball bear- 
ing, revolving 
steel bin occupy- 
ing from 48 to 
60 inches of floor 
space with from 
15 to 50 bins and 
the capacity of 





each bin 120 
pounds. It is 
adapted for. 
tacks, rivets, j 
washers and Nail Bin 
other articles. 

The “Revolvo” Bolt 


Case is a sectional, ball 
bearing, revolving steel 
bin 26 inches in diame- 
ter with 36 to 120 bins. 


Write to-day for 
Special Discount Sheet 


} 





Bolt Case 





THE WELLSTON MFG. CO. 
Wellston, Ohio 


Gentlemen: 


Please send me further information on 
*“Revolvo” Display Equipment. 
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Washington News 


(Continued from page 77) 





bers, and the American Tobacco Com- 
pany. Both orders prohibit the fixing 
and regulating of resale prices. 

In the Cincinnati Association case, 
the Commission declares that its inves- 
tigation developed the fact that the P. 
Lorillard Company suggested that Cin- 
cinnati jobbers get together and fix a 
uniform price on tobacco products. This 
suggestion was made by the manager 
of the Lorillard scrap department, who 
was also in charge of the company’s 
sales force in Michigan, Ohio, Indiana, 
Illinois, Wisconsin, Kentucky and Mis- 
souri. 


Promulgated Standard Discounts 


The association was thereafter formed, 
and rules and regulation promulgated 
for a standard system of allowing dis- 
counts to jobbers and dealers in the 
Lorillard tobacco products. D. H. Ball, 
vice-president of the Lorillard Com- 
pany, was from time to time informed 
by the manager of the scrap department 
of the activities indulged in by the As- 
sociation’s members in putting into ef- 
fect its cooperative agreement for the 
fixing of uniform discounts. 

The Commission also states that it 
found in this case that all of the agree- 
ments made by the Association mem- 
bers and described in the findings, which 
had to do with uniform discounts, were 
entered into by the members with the 
aid of and in combination with the 
Lorillard Company, and that coopera- 
tive means were used to enforce such 
agreements. 

In the case involving the Cigar Deal- 
ers’ Association of Philadelphia, the 
Commission found that the Association, 
its officers and members, used various 
methods to induce tobacco dealers to 
abide by a price list agreed upon among 
the members of the Association. Among 
such methods was securing the coopera- 
tion of the American Tobacco Company 
in the persuasion and intimidation of 
dealers who failed to resell tobacco 
products at prices fixed by the Associa- 
tion; the reporting of names of dealers 
who failed to maintain the set prices, 
either directly to the Association or 
through its memberr, such names being 
then reported to the American Tobacco 
Company with a request for assistance 
in the enforcement of the Association’s 
price system by having the American 
Tobacco Company refuse to further sup- 
ply offending dealers with any of its 
products. This action was taken by 
the American Tobacco Company after 
finding that the reported dealers were 
cutting prices and failing to maintain 
the Association’s resale prices. 

The P. Lorillard Co. was named in 
the Commission’s original complaint 
with the American Tobacco Co. and the 
Cigar Dealers’ Association of Phila- 
delphia. In this case the proceedings 
as against P. Lorillard Co., Inc., were 
dismissed by the Commission. 

An interesting feature in this case 
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is the dissenting opinion of Federal 
Trade Commissioner Van Fleet who 
opposed the issuance of the order in 
the following terms: 

“I dissent in this case as to the order 
against the American Tobacco Co. The 
charge is that said company conspired 
with the Wholesale Dealers’ Associ- 
ation to maintain prices. The associ- 
ation was interested in maintaining the 
price that its members might obtain 
more for their goods. 

“The object of the American com- 
pany was not the same as the associ- 
ation. The American company sold its 
goods upon a 10 per cent discount to 
the members of the association and its 
price was in ne wise affected by the 
cutting of dealers. 

“Of course this did not necessarily 
prevent the American company from 


conspiring with the association but it. 


is a fact to be considered whether there 
was such conspiracy. If dealers were 


cutting prices and demoralizing the, 
trade which at the time charged had. 
proceeded to the extent of ruin if con-: 
tinued the American company had ‘a 


legal right to refuse to continue busi- 
ness dealings with such concerns. 


Must Make Profit to Live 


“It is evident that a concern cannot 


stay in business if it sells at no profit 
as the evidence shows was the case 





here. The mere fact that the acts of . 


the American company were con- 
temporaneous with those of the associ- 
ation is not determinative. 

“Of course conspiracy is often in- 
capable of direct proof but when resort 


is had to circumstantial evidence as in | 
this case the proof should rise above — 
the dignity of mere suspicion. Some of 


the evidence relied upon to sustain the 
order hardly ever rises to that dignity. 
“Without summarizing the evidence 


to my mind it appears that the truth , 


is that the American company had 
nothing to do with the organization of 
nor conduct of the association and I 
know of no proof to the contrary. Also 
I believe its acts were taken independ- 
ently of the association and no real 
proof to the contrary appears. The 
Commission dismissed the case against 


the Lorillard company for lack of proof , 


and I believe that eliminating evidence 
of acts of others for which the Ameri- 
can company was in no wise responsible 
and discarding mere conjecture there is 
not proof to warrant an order against 
the American company.” 

It is understood that the concerns 
against which these orders have been 


oo tees woe 


issued will apply to the Federal courts |; 


for a review of the Commission’s |_ 


rulings bearing in mind the points 


- “+. 


made by Commissioner Van Fleet. The : 


ultimate determination of these issues 
will be a matter of great concern both 
to manufacturers and retailers in al! 
lines. 


But Farmers May Combine Ad Libitum 


In marked contrast to the drastic 
limitations which the 
through the Federal Trade Commission. 


Reading matter continued on page 102 
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ADVERTISING 
Keeps qt it all_the (Time 
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15 Magazines 


with the total circulation of 
15,511,466 are used in the 
Big Advertising Campaign 
that keeps everlastingly pop- 
ularizing the name WEED 
and increasing the sales and 
use of WEED Bumpers 
and WEED Chains. 
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AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 


District Sales Offices: 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 


W orld’s Largest Manufacturers of Welded and Weldless Chains for All Purposes 
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Demonstrate 


the Ace Knife Sharpener to 
your customers. It takes only 
a few seconds, and is many 
times more convincing than 
the best sales talk you could 
make. 


Keep the demonstration board 
in a prominent place on your 
counter. The novel construc- 
tion creates the interest and 
curiosity that brings inquiries. 
Two or three strokes through 
the discs will show its practical 
usefulness and efficiency, and 
create that desire which 
prompts the sale. 


[f you are not supplied with 
a board and circulars as 
pictured below, we will gladly 
send you them upon request. 


ACE HARDWARE MFG. CO. 
Philadelphia 





<C> Knife 


Sharpener 
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seeks to impose upon the merchandising 
methods of manufacturers, jobbers and 
retailers is the paternalistic attitude 
of Uncle Sam when he gives his atten- 
tion to the activities of the farmers of 
the country. This discrimination 
against manufacturing industry and 
the distribution of its products and in 
favor of the tillers of the soil has, been 
growing more and more pronounced 
since the agricultural bloc gained a 
footing in Congress and began to 
dominate certain classes of legislation, 
notably measures authorizing the em- 
ployment of the taxpayers’ money to 
help the farmers. 

The encouragement of cooperative 
associations of farmers affords the 
most salient illustration of the Govern- 
ment’s activities in this direction. 
Along these lines the farmers are re- 
ceiving Federal aid to do things for 
which the Federal Trade Commission 
and the Department of Justice would 
hound manufacturers and merchants 
into the penitentiary. 

I have before me a bulletiz just given 
to the press by the Department of 
Agriculture .in which a summary is 
presented of the “many services by 
which cooperative associations are 
benefited” at the expense of the general 


taxpayers of the country. I quote the 
following: 
To Help Farmers “All the Way 


Through” 


“The various lines of service work 
are being correlated by the United 
States Department of Agriculture to 
make them more useful to cooperative 
associations. 
operators by making surveys of exist- 


ing marketing machinery and indicat-~ 
ing possibilities of employing new ma- 
It now. 


chinery or improving the old. 
plans to help farmers’ marketing or- 
ganizations all. the way through from 


the preliminary field survey to the 


point of reviewing the actual function- 
ing of the marketing machinery. 
“Assistance is given to cooperative 
associations by the department in many 
ways. Besides making surveys of mar- 
keting conditions, it furnishes informa- 


tion regarding legal problems, makes 


suggestions as to organization details 
and operating. plans, helps cooperative 
associations to install efficient account- 
ing systems, aids them to take ad- 
vantage of thé Government’s stand- 
ardization, inspection and. warehouse 
services, and publishes detailed in- 
formation about the activities of the 
9000 operating cooperative associations 
in this country. 


Trade Associations Would Go to Jail 
for Less 


“It also furnishes cooperative associ- 
ations with a market news service on 


‘shipments from producing sections and 


arrivals at central markets. This serv- 
ice covers all the more important fruits 
and vegetables, as well as dairy prod- 
ucts, hay and feeds, livestock and wool. 
The information is distributed by tele- 
graph to associations willing to pay the 


Already it assists co-- 


-were elected: President, F 
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telegraph tolls. It is also released 
daily at more than 30 central markets, 
and is furnished to radio broadcasting 
stations at various points.. The pur- 
pose of the service is to furnish 
producers and shippers with complete 
information about carlot movements of 
crops and about current market sup- 
plies and general market conditions.” 

And while Uncle Sam is benevolently 
distributing to the farmers “complete 
information about current market sup- 
plies and general market conditions” 
the attorney general is advising Secre- 
tary Hoover that a trade association 
that undertakes to distribute to its 
members similar information is acting 
in restraint of trade and is liable to be 
proceeded against under the anti-trust 
laws! 

Verily these be strange times. 





South Dakota Convention 


(Continued from page 74) 





Dancing until a late hour followed the 


banquet. 
The Final Session 


The final session of the convention 
was unique in the large percentage of 
the members who remained to attend it. 
Usually, at all of the conventions, the 
final session dwindles to a mere hand- 
ful, but the hall was well filled when the 
session was started and at the close. 

The first speaker, E. U. Berdahl, sec- 
retary of the South Dakota General 


Merchants’ Association, gave a well pre- 


pared report of the. activities, of the last 
Legislature. 

Other committee reports followed rap- 
idly, the suggestions committee bring- 
ing up the question of the proper time 


. to- hold the converition -to. allow the 


largest attendance. This was finally re- 
pera to the board of directors. 


: Ls Officers: Elected 


The report of the nominating com- 
mittee éarried the following sugges- 
tions for officers for aig all of whom 
. W. Heintz, 
Brookings; vice-president, A. W. Scott, 


- Newell. Executive board: Cliff Knight. 


Wagner; W. L. Hart, Aberdeen, and 
A. Refvem, Frankfort.. The report was 
accepted and the secretary, on motion, 
cast a unanimous ballot for the elec- 
tives. At the board meeting later in the 
day C. H. Casey was returned as man- 
ager and D. M. Andrews as assistant, 
for the year. 

The convention, in taking up the 
question of resolutions, reaffirmed the 
hardware merchants’ ethical code; in- 
dorsed simplification; advocated an 
amending of the bankruptcy law and 
the exemption laws of South Dakota; 
asked that the Pittsburgh plus plan be 
adjusted by the Federal Trade Commis- 
sion; asked a reduction in the price of 
stoves, ranges and other articles, and 
asked for a readjustment of the exist- 
ing automobile tax. 

The convention then adjourned. 
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American Screw Co. 


PROVIDENCE RI. 


WESTERN DEPOT’ 
225 WEST RANDOLPH ST., CHICAGO, 
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TRIMO WRENCHES 


ENCOUNTER LESS SALES RESISTANCE 








Th See By OT Be BS 


WITH FLAT-LINK OR CABLE CHAIN 








When a customer sees the name TRIMO 
he takes it for granted that he’s getting all the 
strength and serviceability that can be packed 
into a wrench. 


The TRIMO Pipe Wrench has drop-forged 
steel jaws and handle, unbreakable pressed 
steel frame, round top and bottom threads 
guaranteed not to strip or burr, nut guards 
that prevent loss of adjustment while in use. 


The TRIMO Chain Wrench is extra strong 
in every detail. Handle and jaws are drop- 
forged. Chains tested for strength. Chain 
pocket is placed in the handle so that drawing 
stress comes where there is most strength to 
resist it. 


The TRIMO Monkey Wrench has no cast 
parts. Stationary jaw and handle are drop- 
forged in one piece. Pressed steel housing is 
electrically welded to handle. Movable jaw 
extends outward, increasing leverage with size 
of nut. Rounded threads and nut guards as in 
the pipe wrench. 

Wrench users know and appreciate these 


TRIMO advantages. It's a tribute to your 
judgment to sell them TRIMO wrenches. 


Trimont Mfg. Co. 


Roxbury, Mass. 
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The Importance of the 
90% Thrust Capacity 


The short life of many a bearing may be 
traced to its inability to sustain an unex- 
pected thrust load. This thrust load may 
be so small that it was not thought neces- 
sary to consider it when a bearing was 
selected to carry the radial load. But 
as soon as a little wear had taken place, 
thrust vibrations were set up which 
quickly destroyed the bearing. 

Another feature of importance is the 
simplification of mounting, for it must be 
remembered that Schatz “Commercial” 
Annular Ball Bearings will not only sus- 
tain thrust loads of 50% of their radial 
load, but can sustain radial and thrust 
loads simultaneously. 

The adaptability of these bearings is also 
important. The same bearing used on 
one machine for radial loads, may be 
used on another machine for thrust 
loads. It is good practice, for example, 
to use the same “Commercial” bearings 
on the curved runs of a gravity roll con- 
veyor as are used -~ oq straight runs. 


) Tonmersal (G) 


IN YOUR PRODUCT 


A new catalog gives the only published data 
as to load capacities and the uses of the less 
expensive grades of annular ball bearings. 
Send for it, and also discount sheets and 


samples. 


The Schatz Manufacturing Co. 
Poughkeepsie, N. Y. 
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‘‘The Good Mechanic 
Knows’’ 








—are cool running drills—much lighter 
in weight—powerful enough at the drill 
point to “just wade in’”—built to with- 
stand hard use and accidental abuse— 
equipped with Jacobs Chucks—sold at 
a price which makes instant appeal to 
the careful buyer and at a profit to the 
dealer. 


There are hundreds of sales of portable 
electric drills to be made in the com- 
munity you serve. 


You can be doubly assured that every 
sale will mean a satisfied customer if 
you supply this demand with United 
States Portable Electric Drills. 


Write for catalog 21-L. 
Just off the press! 





U. S. Drill Prize Contest 


Contest closes May Ist. Write for 
— CONTEST BOOKLET and get 
usy. 


Regulation U. 8S. Portable Drills 
4 given as prizes for the best ways and 
‘ means of using portable drills. 


2h UNITED STATES 


SN CINCINNATL. oma 


District Sales Offices and Service Stations 








Boston Columbus Kansas City Philadelphia 
Buffalo Detroit Milwaukee Pittsburgh 
Chicago Houston Minneapolis St. Louis 
Cleveland Indianapolis New York Toledo 


Complete stocks carried in all service statior®. 


























‘Profit? Yes; and 
satisfied trade, too ! 


are what you get when selling the 


“SIMPLEX” and “GEM” Tapes 





The “SIMPLEX” is sturdy and well made, with %-inch 
simplified-reading black finish steel ribbon divided 12ths 
of feet, and steel lined case covered with durable imita- 
tion leather, hand sewed. 

Length List 
25 feet, $4.20 
7s“ 5.25 


Length List 
No. 5232E, 75 feet, $6.85 - 
~ Ssaaar. 06 = C* 8.75 


No. 5232A, 
* $238aC. 





The “GEM” is light, compact, durable, with %-inch sim- 
plified-reading black finish steel ribbon divided 12ths of 
feet, and steel case with brown leathery finish. As an 
economical substitute for metallic tapes it " unequaled. 
Length List ength wist 

No. 5282A, 25 feet, $2.60 No. 5282E, 73 feet, $4.00 
“* szaac,. 5e@ * 280 “ Sagar, 106 “ Se 


Net Prices and Circulars on Request 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches Philadelphia Washington 
New York 5 
. 
New Orleans Pittsburgh A 7 . 
Sen Francisco Chicago, Illinois 











105 





106 





HARDWARE AGE 























Barrels of Money 
in Kegs of Chain 


Out of our “Stop-Waste” Keg come 
substantial profits for the dealer who 
will stock Hodell Coil Chains in the 
“Bulldog”, ““Hodell” or “Samson” 
patterns. 


There are thousands of uses for 
chains around home, the barn, the 
shop or factory, and a keg of chain in 
the store where customers can see and 
handle it will sell itself. 


The “Stop-Waste” Keg is the best 
package ever devised for selling chain. 
Write us today for descriptive circu- 
lar and prices and discounts to dealers. 


The Chain Products Company 


Established in 1886 


Cleveland, Ohio 
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SCREW 


PRODUCTS 
COOOOOCt 


Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, and Lad- 
der Chains. 


















We shall be pleased to 

' furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


- CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 
New Britain, Conn. 


iw 


Branches: 


New York Chicago Philadelphia 


Western Factory: Dayton, Ohio 
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We were the onginators 


of both the Tubular and 
Clinch Rivets and have 


devoted over 50 years to 
their production. It nat- 
urally follows, therefore, 
that we have a genuine 
pride in the product. Our 
interest goes beyond the 
mere making of a profit 
and is concerned essen- 
tially with the quality of 
the rivets. 


TRATTTTT TT 
TUBULAR RIVET & STUD 


COMPANY 


BOSTON 
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Sales of Socket Wrenches gain 
strength in about the propor- 
tion that the wrenches them- 
selves gain strength. 


In point of convenience, socket 
wrenches were always superior. 
In wearing quality they proved 
inferior, until lately fitted with 
cold-drawn unbreakable 
sockets. 


Today the hardware merchant 
can sell socket wrenches with 
the same assurance and guar- 
antee as goes with his famous 
Allen Safety Set Screws. Of 
the two, the wrenches are less 
widely known — but just as 
favorably known to the Deal- 
ers who know those things first / 


THE ALLEN MFG. Co. 


139 Sheldon St., Hartford, Conn. 
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“Pll say P?'m well acquainted with this 
map! There's hardly a town on it that 
I don’t know and that don’t know me.”’ 


WITT 


CORRUGATED 
CANS ~~ PAILS 








are known from coast to coast as leaders in 


their field. 


Dealers whose good judgment thev | 


represent, find them in constant demand. This | 
demand is not brought about by national ad- | 


vertising alone. Consistent 


advertising has | 


called the public’s attention to the WITT, but | 


absolute sanitation combined with an economi- 


cal durability has kept them in popular de- | 


mand for a quarter of a century. 


You will find that WITT Cans and Pails sell 
without pushing and give a good margin of 
profit. 
ly to your trade. 


Your jobber can supply you; if not, write us. 


We also manufac- 
ture the lighter 
weight Brighton 
Line of Cans and 
Pails. IMVrite for 


quotations. 





he WITT CORNICE CO. 


CINCINNATI. OHIO. 








You cannot recommend them too high- | 
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ENSATIONAL sounding tire 
propositions are not unus- 
ual these days. 


But it takes a tire with an 
established reputation to get 
any consideration from the 
hardware dealer. 


When Hartford announced 
its arrangement for 1924 it be- 
came—right away—the choic- 
est franchise in the country. 


There is a profitable busi- 
ness ahead of those who stock 
the Hartford Cord and the “H” 
Tread 30 x 3% Clincher Cord 
under this new proposition. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 
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Now! 3 
The new Eveready Flashlights 


—to show them its to sell them] 


HerE is the biggest news in flashlights that 
has ever been announced to the trade— 
“Eveready has a new line of flashlights that 
is ’way ahead of anything you ever saw or 
dreamed of.” 


Here are some of the new Eveready im- 
provements—every one a talking point: 


A remarkable new safety-locking switch 
that cannot be turned on by accident. 

An octagonal lens ring on all types— 
better looking, easier to screw on and off, 
Prevents rolling. ; 

The most attractive cases you ever saw! 
Some are dressed up in a handsome new ribbon- 
pattern fibre; water-proof, warp-resisting. 

Some numbers are equipped with beveled 
lenses; others with moulded bull’s-eyes; all 
with single unit assembly of lens ring, lens 
and lens-locking ring. 

And, of course—the standard features are 
retained that have always made Evereapy 
recognized as the finest flashlights in the 
world! No change in retail prices—65 
cents to $4.50 complete with batteries, any- 
where in the vu. 8 A. 


Use your flashlight. This compelling urge 
in all advertising in our powerful 1924 cam- 
paign becomes doubly effective with such 
flashlights as these. It is backed by over 
75 million hard-hitting salesmen-in-print, and 
is sure to bring streams of customers to all 
stores carrying the new Eveready Flashlight 
line. 

Order Eveready Flashlights and Unit Cells 
from your jobber. Get our new display trims. 
Line up with the mew flashlights from the 
start. Man, these will sell/ 


NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Canadian National Carbon Co., Limited 
Factory and Officcs: Toronto, Ontario 





FLASHLIGHTS 
cy BATTERIES 


—they last longer 





No. 2671— 
Eveready 2- 
cell focusing 
spotlight 
with the 200- 
foot range. 


setyy 





Evereapy Unit 


CrELLts fit and im- 
Prove all makes of 
flashlights. They come 
in two sizes to fit 
every tubular flash- 
light case. 

Know the Eveready 
size that fits your 
case, Then you can 
buy new Eveready 
Unit Cells without 
bothering to take 
your flashlight along. 
Eveready Unit Cells 
mean brighter flash- 
lights and longer 
battery life. 











MAYHEW 


ORIGINAL 
SQUARE 
HEAD 
NAIL SET 


Retails for 15c 


A TOOL as tough as a battering 

ram. Has a perfectly knurled, 
non-slip handhold and a % inch 
souare head that makes the tool 
“stay put” on the bench. 





No. 435 is made in a uniform length 
of 4 inches, with points of 1-32, 
2-32, 3-32, 4-32 and 5-32 inch di- 
ameters. Packed 1 Dozen in a 
Display Box, either one size or as- 
sorted. 

Ask your Jobber for a trial assort- 
ment of Mayhew No. 435 Square 
Head Nail Sets. Both your Me- 
chanic customers and your profit 
sheet will commend your good 
judgment. 


MAYHEW STEEL PRODUCTS, Inc. 
SHELBURNE FALLS, MASS. 


AYHEW 


HAMMER 
FORGED 





The 
Original 
Hammer 
Forge.l 


Square 


Head 
Nail Set 





Tools 
That 


Endure 


TOOLS 
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Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 


They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


of the 


GRIFFIN 


‘*The Door Batt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 


These strong, all-steel hinges also give the 
right kind of “‘service’’ every time the doors 
are opened and closed. 





The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 

We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 
good condition. 





Let us send Catalog and quote prices 


Griffin Manufacturing Company, Erie, Pa. 
45 Warren Street, New York 74 West Lake Street, Chicago, Il. 











House Pumps That Give Better Service and Get the Business 
for Dealers 


MYERS HOUSE PUMPS are house pumps of quality. 
Do not compare them with ordinary pitcher or cistern 
pumps. They are in another class as are the sales and 
profits which come to dealers who handle them. 


From the standpoint of design, workmanship and finish, 
they are unequalled while the special improvements with 
which they are endowed accomplish so much in the way 
of easy-operation, large capacity and long time dependable 
service, that they quickly point 
the way to better house pump 


PATENTED Wusiness. 





New homes, many of them, will be built during the com- 
ing months. Alterations and repairs will be made on nu- 
merous others. Myers House Pumps are year through 
sellers but the peak demand for them occurs during the 
building season. Better look up your stock now and order 
such numbers ,as you will need during this period. Then 
you will have them when the calls are being made. If you 
are not already familiar with Myers House Pumps, drop 
us a line today and we will consider it a 
pleasure to send you literature showing 1I- 
lustrations of all styles of Myers House 
Pumps in actual colors, and quote you low- 
est prices. 














THE F. E. MYERS & BRO. co. 


ASHLAND, OHIO 
Ashland Pump and Hay Tool Works 


Ponce: 


PATENTED 
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Substitution may mean 
7a the loss of a good customer 4 ““ 
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Don't Do It! 7 


Give him the best and he will come 
back for more—especially when the 
best costs no more than the substitute. 
For this reason jobbers and dealers 
everywhere are learning the value of 
stocking Ferry Process Screws exclu- 
sively. 


Ferry Process Screws are backed by an 


organization with 17 years’ experience 
in heat-treating cold headed products. 
Their reputation in the automotive in- 
dustry for dependable products is well 
known. 


So why experiment by substitution— 
give them Ferry Products the first time. 
Write us now for particulars and prices. 


“Tf it’s upset—it must be heat-treated.”’ 


The Ferry Cap & Set Screw Co., Cleveland, Ohio 





PROCESS 


SCREWS 


























The 


should be encouraged ! 


St. Louis _ 


Perea 


NN 


“Tomorrow” Customer 


“Really don’t expect to buy today. 
Screen Cloth you have in your window so I came in out 
of the rain—been putting it off ’til spring.” 


That’s something like the trend of conversation. He 
Tell him something about “Per- 
fect” and “Nikolite” quality and durability. 


It won’t take long to sell him. He wasn’t quite ready to 
buy, but “Perfect” was too much of a temptation to “put 
off til tomorrow” what was just as easy to do today— 
with the assistance of “Perfect,” 


See your Jobber. 


Ludlow-Saylor Wire Co. 


I saw some of that 


a sale is made. 


Missouri 


RE ASE 
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Makes Refrigerator Doors “Airtite” 
$tops Cold Air Leak$ 


Cours down ice bills and waste by keeping cold air in 
and warm air out. 
Wirte “AIRTITB” Anyone that has a refrigerator or ice-box will appreciate 
over lap of rexrigerater the merit of Wirfs’ “AIRTITE CUSHION DOOR 
| SEAL.” Just strip it on the overlap of refrigerator 
doors and it provides a soft cushion-like airtite seal. 
— ice bills and keeps food better by stopping cold air 
leaks. 


Anybody can Apply it— 


. > 
Dimply tack Oo" — Jam Khe Conon! 
OR This item has proven itself a big stller. It is nationally 
advertised. Send for prices and samples at once. 


SF Made by the manufacturer of the famous “HOME 


»- 


bie COMFORT WEATHERSTRIP.” 

















E. J . WIRFS, Sole Manufacturer and Patentee 
A 128 SOUTH 17th ST., ST. LOUIS, MO. 


Same cross section when door is closed 











A Hose Clamp That Fits 
Any Hose of Any Size 


You can make a one-minute leak-proof per- 
manent repair job with the UNIVERSAL Hose 
Clamp, and it is never necessary for the dealer 
to carry more than two sizes in stock at any 


Patents =. time. 


March 20, 1 17 : . ; 
March 1, 1921 The Junior size for hose from % to 1% inches 


in diam., the Senior size for hose from 1 to 3 
inches; and both in series for larger diameters 
up to 6 foot or even more if necessary. 


The Universal Hose Clamp offers greatest 

value from either the standpoint of simplicity, 

flexibility, toughness, ease of attachment or 

perpetual leak prevention. It gives 100% 

service, pays good profits and sells fast. 

— in cartons of 50. Ask your jobber for 
em. 


Universal Industrial Corp. 


Hackensack, N. J. 
Sole Manufacturers 
DEPARTMENT OF SALES 


PHILADELPHIA ' BOSTON 
F. C. West Corp. T. Seott Eavenson Burton Rogers Co. 
616 8S. Michigan Ave. 1533 Cherry St. 755 Boylston St. 





CONSTRUCTION 
The Universal Hose 
Clamp consists of a band 
of tough steel, a bolt and 
a nut. The band has 
holes 4%” apart and is 
scored for easy break- 
off. Band is made of 
cold-rolled ribbon steel, 
rolled from steel, wire 
and guarantees rounded 
edges. Also electro- 
galvanized (not heat 
galvanized) .to give a 
smooth gray finish. These 
qualities mean every- 
thing to the life and 
service of the clamp. 














. DALLAS 
LOOK FOR THIS Harry Knight, 2218 Commerce St. 
TRADE MARK 
ee BD Simply place the band around 
hose, insert bolt in the near- 
est hole, tighten up the nut, 


then break off the overlap. 
That's all there is to it, and 
you have a permanent, leak- o 


proof repair job. 
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Cyclone 
FENCE — GATES 


STYLE “F” FABRIC FOR WOOD POSTS 
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ORNAMENTAL WALK GATES 
Sell Cyclone ‘Red Tag’’ Fence Cyclone Fence and Gates are built in 
and Gates —the nationally a variety of heights and handsome 
advertised line. Be sure of designs for any purpose. Write 


F ished i | 
10 and 20-rod pleased customers — volume office nearest you, Dept. 29, for 
Rolls. sales—steady profits. complete catalog and discounts. 


CYCLONE FENCE COMPANY 


FACTORIES AND OFFICES: 


The Mark Waukegan, Ill., Cleveland, Ohio, Newark, N. J., Fort Worth, Texas, 
Oakland, Cal. (Standard Fence Co.), Portland, Ore. (Northwest 
of Quality Fence and Wire Works) 


PRUPERTY PROTECTION PAYS 
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PAINTERS HOUSEWIVES 
DEC2ERATERS FARMERS 
MACHINISTS WINDewW- 
MILLWRIGHTS CLEANERS 
STEAM CARPENTERS 
FITTERS ROEOFERS 
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WE PAY THE 
FREIGHT 


FOR CATALOG 
AND LATEST PRICE LISTS 


W. W. Babcock Co., 





Bath, N. Y. 
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Stock Up Now 


HINGES—HASPS—CORNERS 
CATCHES—KNOBS—MENDING 
STRAPS—HOOKS—ESCUTCHEONS 





ALL CUTS REDUCED SIZE 


THE BRAINERD LINE 


LOCKS—HANDLES—MIRROR PLATES 
BOLTS—KEY CHECKS—FLUSH RINGS 





QUALITY —SERVICE 





No. 10 
CHICAGO OFFICE 





The Brainerd Mfg. Co. 
East Rochester, N. Y. 








207 Adams Express 
Bldg. 





No. 254 











Sell Them 
by the Set 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 


It isn’t hard. Every mechanic — the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the va of the case, its use in ‘keeping the bits in order and r at 
hand, preventing less, ete. Try it. 

Forstner Bits are the only bits that are not dependent on @ center or 
— °o- time RL fg. | eB eH og! a 
work t me; agged en every pa w smooth 
polished. They bore their way through ~W3 knotty, cross grained wood, 
leaving @ smooth hole and clean, polished 


Let us send you catalogues. Order through wud jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 

















An — Grindstone 


No. 55 Power 
Grindstone 
Watertight, one - piece 
trough — no joints to 
leak. Legs held tight. 
Adjustable truing at- 
tachments and tool 
rest. Truer unusually 
efficient. Bab- 
bitt Bearings. 
20 in. Pulley, 
5 in. face. Fits 
stones up to 42 
in. diameter, 6 
in. face, Weight 
478 lbs. In ordering 
state size of stone re- 


quired. 

No. 57 Power 
Grindstone 
Same as No. 55 only 
smaller and better for 
lighter work. Babbitt 
Bearings, Suitable for 
stones up to 30 in. 
diam., 4 in. face. 
Weight 165 lbs. In 
ordering state size of 

stone required. 


As good as an ATHOL Vise 


OU already know the unparalleled reputation of 
Athol Vises (perhaps you sell them). Here is an 
Athol Power Grindstone every bit as good as the 
best Athol Vise. 
It retails at a price not too high to discourage anyone 
purchasing it, and there are enough dollars in that sale 
price to satisfy you perfectly. 
No. 55 Model is for heavy duty, and No. 57 is for lighter 
work. Both are identical in design, operation and per- 
fection of service. Your Jobber will be glad to give 
you further details—if he can’t, we'll be glad to. Catalog 
36C is yours on request. 


ATHOL MACHINE & FOUNDRY CO. 
ATHOL MASS. 
























Si LZ7” ZB Cleaning Up Some Of The 45 





Railroad Troubles by using 


WHITING-ADAMS 
BRUSHES 


Sweeny Git heaven, ant angen he 


Send for Illustrated Literature 


JOHN L. WHITING-J. J. ADAMS CO., Boston, U.S. A. 
Brush Manufacturers for Over 114 Years and the 


do the rest. | 
| 


. Largest in the World a q 


SS 
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BETTER THAN A BOOK OF MERE WORDS COULD DO 
IT, DOES THIS GRAPH EXPRESS OUR DEPENDABILITY 


Y SALES over 191 


235% 


294% 
441% 
724% 





(Sales for 1919, the year in which we were founded, are taken as the base.) 


The increase in our sales from year to year is correctly illustrated by the above 
graph. The proportionate increases are also given in percentages in the column 
to the right. 


Surely, such popularity as that reflected above must be de- 
served, and doubly so in this instance, because when a firm 
that maintains no sales organization can keep its old accounts 
and secure new customers at the above rate, why that house 
MUST OF NECESSITY have a proposition of real merit. 

Don’t do yourself the injustice of buying your Spring Paint stock before get- 


ting our prices and other data. It will require less than ten seconds of your 
valuable time to write and mail a post-card. 


THE CON-FERRO PAINT & VARNISH CO. 


FIRST AND ELM STREETS, ST. LOUIS, MO. 











A Bench Vise That Holds Work Securely 


The “NEW WAY” Bench Vise is designed to meet the requirements 
of Carpenters, Mechanics, Farmers and Home Users who want a Portable 
Vise that will hold work securely and can be quickly attached to any board 
that is to serve as a bench. 
















It fits snugly into half-inch holes that may be readily bored into the 
board used. No bolting or screwing down necessary. So smail and so yo 
light, only 8 ounces, that a Carpenter or Mechanic can carry it in a tool kit, Y : 
together with other tools needed. Very rapid in operation and the greatest 
time saver made in small tools. 
















Made of Aluminum, will not break or rust. Retails like sixty at the low price of 
$1.25. Write. 





The “NEW WAY” Lawn Sprinkler [,, 207. 1. ». 


Vise lying on work bench ready 








to mount. 
- , : Bott ti h Vi 
[he fastest selling Sprinkler on the market. caniaiiel “cal dened po held 
Because the only Sprinkler that exactly imitates securely. Vise will hold a board 
natural rainfall. Covers an area of 30 to 40 feet. of any thickness or width that 


bench will allow. 








Very light, only 6 oz. No trouble to carry it 
from one place to another. Made of Aluminum— 
no rust. Retails at $1.25. Good profit. Send for 
proposition. 





FOUNTAIN EQUIPMENT & MFG CO. 


28 Opera Place Cincinnati Ohio 
Guaranteed | 
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“THE 
RELIABLE 
LINE” 


SCREWS 


Incorporated 1004 


Continental .O°R sna Mo 












The Dealer that 
stocks 


GENUINE 
ARMSTRONG 


Stocks and Dies 
Holds the 


TRUMP CARD 


The Armstrong Mfg. Co. 


Factory and Main Office New York Office 
Bridgeport, Conn. 248 Canal St. 








The Mechanic selects the 
Lidseen Positive Force Feed Oiler 


because he knows he can regulate the flow of oil 
by means of the operating lever. He also knows the 
spout cannot become clogged, as Lidseen Oilers are 
Force Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 
Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to sell it. 
37 different numbers. Copper plated or gun metal 


Ask your jobbers’ representative 
or ask us 


~ LIDSEEN PRODUCTS 


832-840 So. Central Ave. Chicago | 





Combination 
Service Wrench 


Does the work of a good monkey or pipe 
wrench. Made of a forged steel bar case 
hardened throughout. Construction has 
double strength. A time saver. Does 
away with carrying two wrenches. Guar- 
anteed. Sell them and better please your 
customers. Write for prices. 








BEMIS & CALL CO. 


Springfield Mass., U.S. A. 
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“Best and Nicest Handles We 


Have Ever Used—’ 
Says the Standard Churn Company of Wapakoneta, Ohio. 


The Standard Churn Company has made good churns for more than 40 years— 
nearly half a century. They have had much experience in buying materials. 


Naturally, it gratifies us very much to have the following said of our work: “The 
Kalkaska Handle Company has taken care of our handle requirements in very fine 
shape for several years. The handles they furnish us are very finely finished, run 
uniformly and are the best and nicest handles we have ever used.” 


We can make you say nice things too if we get a chance to figure. 


Kalkaska Handle Company, Kalkaska, Mich. 














SSS 


ATHER STRIP 


poze 


No Competition! 


Economy All Metal Weather- 
strips have no competition. 
They sell for the same price as 
the cheap, temporary strip, 
and are guaranteed to last a 
life time. “Economy” can be 
easily installed by anyone with- 
out removing the window. 


The Recognized Leader 


Satisfactory service year in and year out has won 
for GALVANOID the pre-eminent favor of the 
trade. It is heavily zincked after weaving by our 
modern electric process. Then a transparent coat- 
ing of varnish is baked on. This protects the at- 
tractive finish and adds to the firmness and dura- 
bility of GALVANOID. 


ORDER THRU YOUR JOBBER 


We also manufacture 


“AMERICAN BRAND” 


PAINTED — BRIGHT GALVANIZED — BRONZE — 
COPPER—KOPNIK—MONEL — SPECIAL GRADES 


American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Corporation 
General Offices: 41 East Forty-second Street, 
New York 


Western Sales Office: 208 So. LaSalle Street, Chicago 


Worcester Buffalo Philadelphia San Francisco 
Los Angeles 


SSP Reese eeeeaeeaaesee 
te soee 


SCVSSSTCSCEER SMES EEEeReeEs 
CITT Ti 
TTT TTitiisii tilts t tiiiiit it 
sseeensacee 
Seaeucectse 
Seseaeeceaes 
Seeeauaaces 


Hie 


Stiseeeebeessaaceuseccasaunestscenens® 


They come in two sizes, 36” x 
36” x 36” and 42” x 42” x 42”"— 
no waste. Complete equipment 
for one door or window in 
each carton, including instruc- 
tion sheet, and nails. 


AL WEATHER STRIP 


Have you received our Attrac- 
tive Circular with a Remark- 
| able Sales Plan, and a special 
\\\\\\ offer? If you haven't send for 
\\\ it At once. 
: \ Sager Metal Weatherstrip 
\\ Company 
Pn 162 W. Austin Ave. 
°o ° ° ° 
ix ook on Chicag®6, Illinois 


NOMY MET; 











HOW T UILD AS YOU GROW 


With Heller Shel it is not a necessary to tear out all of sour present shelving and new modern 
ment. Install At This ea 6 oe a After a few months oleae e additional profits from the first installation 


warrant install one or more cabinets until your store is completely modernized with Heller's Hardware Sh " 
ar sone age he pe Cotins Ba 008 Combination No. 122 shown here is the logical Com- 
bination to install NOW. 


Sise 23 feet, 5 inches ! q 
Solid oak exposure, antique 


EASY TO INST cut a of 
cbeiving, vo Combination on iS3 wi “Be 
t is not necessary to remove shel higher than 7 
2 inches as this will rest on top of Combination 
0. 


7 feet 1% inches high. 


Change can be made after working hours with yeur 
regular sales force. 


No interruption in your business and no confusien. 


Write TODAY for complete specifications and Cataleg 
Cabinet No. 322 Cabinet No. 369 Cabinet No. 365 No, 26-A. 


| WwW. C. HELLER & CO, - - - MONTPELIER, OHIO 
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STANLEY 





OX STRAPPING 


No. 3000 “Twinrold”’—Self-Tightening 


j in coils of 300 feet, is coiled double and has great 
tensile strength. The ribs allow nails to be driven ob- 
liquely, taking up the slack and drawing the strap tight. 















So 
Ss Sg i 


New York Chicago 


THE STANLEY WORKS 
New Britain, Conn. 


San Francisco 
Seattle 


Manufacturers of Wrought Hardware 
and Carpenters’ Tools 


Los Angeles 
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A TEGCO 
DIAMOND BEAUTY! 


(Patent Pending) 





A new TEGCO diamond shaped knob with brilliant 
facets and silvered center made from flawless glass. 
Base any finish. Cut shows No. 251, 1% inch size. 
No. 252 is 1% inch. A great seller—ask your jobber 
for list. 


Technical Glass Company, Inc. 


Santa Fe Ave. and 48th Street 
Los Angeles, California 


















The Pests are Coming 
So ls the Demand 


The farmer who goes out to 
fight the pests with an Acme 
Compressed Air Sprayer, knows 
he is “‘well armed.” For years Ve eam MEADE 
the Acme has been a leader. JD ALE Mue 
Long-Seam Tank yy ss 
Our No. 345 is a great favorite. 
It always satisfies. Galvanized 


steel or brass; lock-seam body. 
Tested to 60 pounds pressure. 


Seamless Brass Pumps 


Pump fitted with brass valve, 
in inside tank and sealed into 
top with heavy threads, abso- 
lutely air-tight. Easily re- 
moved for filling. 


Non-Clog Nozzle 


made of solid brass with phosphor- 
ic bronze spring. hrows even, 
fine mist spray, and it always 
works. The last word in sprayers. 


Sold Only Through Jobbers 
The Acme line is not sold through 
mail-order houses. We protect : 
dealer and jobber. Sold by job- > ; 
bers throughout the country. by att ! i hp 
Write 94 catalog and ‘Beats. ceva hres 
name of hearest jobber (aa, 

q OT TT 


Sprayers, Atomizers, Dusters, Hand Corn and 
Potato Planters 


POTATO IMPLEMENT COMPANY 
Dept. 11 Traverse City, Michigan 
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mm 
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Sherman Hose Clamps 





OP cotton 








H. B. SHERMAN MFG. CO. 








THREE LEADERS FROM THE SHERMAN LINE 


ALL OF HEAVY WROUGHT BRASS 


Diamond Nozzle 


The Best At Any Price 
Cest Less Than Other Geod Ones 


(lishelaad 


(Peenmtad | | 





THERE’S A PROFIT FOR YOU IN SHERMAN GOOD6—THE BEST FOR A QUARTER CENTUR 


Sherman Coupling 


There is no Substitute. Look for the 
Word Sherman Stamped on the Nut 


Bil 








\ P eee} 


BATTLE CREEK, MICHIGAN 
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Cold 
Chisel 
Jaws 


- Diamond Wrenches 
Please the Particular 


Made entirely of drop forged, high 
grade tool steel. Tougher, stronger, 
more durable. 


Correctly hardened and oil drawn. 
Full polisheed or semi-polished. Semi- 
polished has highly polished head with 
satin black handle, rust-proof finish. 


Address Dept. A for Complete Catalog 


Diamond Calk Horseshoe Co. 
Duluth, Minn. 


Diamond Tool Steel Wrenches make fast friends fast. 





















RETAILS 


With one chain, $1.25 
With two chains, $1.50 


A Big Seller 
A Money Maker 


an 





\ 
4 
* < ‘tiete. Wi 
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White Poll Parrot Swings 


Strongly made to withstand long hard use. No 
danger of breaking—safer and better than the old 
rope and board swing or the auto shoe. 

Oval hoop made of %” round steel. Back rest 
of flat band steel with double brace. Twelve inch 
wood seat. Finish, gray enamel with red seat. 

Each swing furnished with &’ strong, galvanized 
chain with S-hook. Can be put up or taken down 
in a jiffy and quickly adjusted to any desired 


height. 

32” high, 26” wide, 12” deep. Packed % doz. in 
crate. Shipping weight 75 lbs. per dozen. 

Sell two types, but carry one stock. Swings 
packed with single chain only. Order extra chain 
for double chain swing. 

Goes great as a leader to get people into your 
store. 


Dealers and Jobbers Write for Circular, Prices 
and Sample. 


White Mop Wringer Co. 


33-35 Mohawk St., Fultonville, N. Y. 
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Selling Fence Posts 


in Your Town? 












You can—-and profitably, too, providing 
you sell the kind that’s in constant de- 
mand. “Quick-Set’”? Steel Fence Posts not 
only create this demand but are of the 
type that can be sold along with your 
implement line. 







Just as you sell your customers good 
garden tools to replace the old worn ones— 


““QUICK-SET”’ 
STEEL FENCE POSTS 


can be sold to .replace the old, decayed 
wood posts. No trouble to set them. They 
can be driven firmly in place right from 
the wagon, for they “Drive Like A Stake 
and Anchor Like A Rock.” Write today 
for circular and prices. 


VY — BUFFALO STEEL CO. 
ane TONAWANDA, N.Y. “72 




























v7 Anchor {Jj 


to 


Anchor “« Brand 





Dealers who push Anchor Brand Wringers are making 
the sales therefore are getting the profits out of the 
wringer business. 


Anchor to Anchor Brand 


LOVELL MANUFACTURING CO. 
ERIE, PA. 


W orld’s Largest Manufacturers 
of Clothes Wringers 
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STOP HEED 


Replenish 
Your 
Stock 
with 

BOMMER 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Your dealer handles them, get 
New Catalog 47, you need it. 








SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


BOMMER 


Manufacturers 

















REGISTERED TRADE MARE 


POULTRY SUPPLIES 


If Your Jobber Cannot Supply 
You, Write Direct to Us 





Without joints, can be used for two different kinds 
of food at one time—lid will slide or snap on and off. 


Best 25c. and S50c. Retailer 


The Dayton Toy & Specialty Co. 
1021 East Fifth Street, Dayton, Ohio 

















BIG PROFITS FROM A 
SMALL STOCK 


You can turn over your 
stock of Everedy products 
often enough to return you 
a handsome profit. Here 
is a line that moves rapidly 
because it is well advertised 
and is known to users as 
the most reliable on the 
market. 





Cape any ‘size bottle. 
Made of steel and un- 


breakable malleable, 
nickel-plated. New steel 
handle. Wood or padded 
base. Releasing insert 


Cash in on this reputa- 
tion. Sell the Everedy line 
and speed up sales. Your in throat prevents 
. . bottles sticking. Retails 
jobber will supply you, or for $1.50. Plain base 
write us direct. Dealer * 


. dy Jelly B 
helps with each package. wverand Stand 


A _ . selling s aaee that 
retails for 75c. Extra bags 


25c. 
The Everedy Company Mveseby. Geen 


1 East Street Filter Bag and Stand 

i Stand made of nickeled 
Frederick, Maryland flat spring steel. Retails 
50c. Bag 50c., 75e., $1, 


according to 8 
“Old Bua” Bottle 
Capper 
A handy little hand or 
per. Retails for 10c. Big 


Everedy Fish Scaler 
*For the kitchen or the 

camp kit. Has 19 teeth. 

Retails 10c. 

Slight increase in prices in 

Canada and on Puacifie Coast. 





March 20, 1924 








What Is Advertisement ? 


Advertisement is the life of your busi- 


for “its money. Allow us to advertise for 
charge, and your sales on night- 
latches will inerease rapidly. 


Our plan is a simple one. You need only to 

carry our No. 202 dead bolt latch. Your customer 
will buy this latch in preference to all others. 
These are the reasons 

1. It is a burglar proof lock. 

2. It is a protection on a glass door. 

3. It cannot be opened by - ae anes when 
the bolt is set—assuring supreme 

4. It is an improvement. 

5. It not cost any more than an ordinary 
nightlatoh. 


These features create an increasing demand for this 
lock as our sales show Why not let your sales in- 
crease and thus improve your business? 

Remembering, a successful business is bullt on »« 
constructive plan—carry the No. 202 Ilco —~ ores 
We will be pleased to send you a mounted samp 


i) INDEPENDENT IOCKCO.M®> 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 
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The New | 
Boston Rubber Chair Tip 


SprinGriP 
Trade Mark The Tip and Its Parts 


Brass Washer Brass Nail 


=> 








Bronze 
Metal 
Pin Tumbler The Rubber Tip with 
the Brass Washer 
Padlock and Nail Moulded in 
Same. 
seat a Spring 
No. 602 Bronze Metal Pin Tumbler Socket 


Padlock 


“Well Built” well describes this Padlock. Its shackle 

. is case hardened steel thoroughly rust-proofed. Its 
case is Special “Bohannan” Bronze of exceptionally 
pleasing appearance and great strength: Its Bolt is 
extra heavy and locks shackle at both ends—giving 
added security. Its size is 2 inches. 


IO LIO ay 





MOD: 


& 
N 
, 
‘ 





When you see this Padlock you'll agree about its Patented 

being “Well Built,” exceedingly sturdy and salable. Send for Catalogue 

_ Why not write and ask for a sample? We'll send it sata 

| immediately with prices. Manufacturers of Rubber Specialties 
WILSON BOHANNAN, Inc. THE ELASTIC TIP CO. 
758-66 Lexington Ave., “la Sg N. Y. 370 ATLANTIC AVENUE BOSTON, MASS. 


ESTABLISHED 1860 




















Brings Boat Owners 
to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and 
make any boat perfectly water- 
tight and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


JEFF ERY’S 


Our 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 
shore. 

It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 


We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts, 









Mason Lines 
Chalk Line 
Fishing Lines 





Ashaway Lines are 
standard for length 


and weight. 





Ashaway Line & Twine Mfg. Co. 
L. W. FERDINAND & CO. ASHAWAY, R. I. 


150 Kneeland St. Boston, Mass. Manufacturers 6 oe he te” Linen, Cotton 
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Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 


HARDWARE AGE 
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Every Ford Owner NEEDS THIS 
WRENCH IN HIS TOOL KIT 





WALDEN- WORCESTER 


incorporated 
WORCESTER, MASSACHUSETTS 














— Stillson Wrench 


Built exactly the same 
as the Original Still- 
son. 

In all sizes. 










Parts are 
Interchangeable. 


OSWEGO TOOL CO. 


Oswego, New York 45 Warren St., New York City 
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HACK SAWS —- BAND SAWS 


« 
o 


AMERICAN SAW & MFG. CQ 



















es 


os : 
y Auger Bits 





Satisfied 

= Customers 
Profitable 
Sales 


Our bits and braces have been accepted as standard by the 
finest woodworkers for over fifty years. Bite for every 
| purpose—auger bits, dowel bits, car bits, machine hits, etc. 


Send for booklet. 
- Russell Jennings Mig. Cw... 
Chester, Conn. 
















2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 

OCK ISLAND MFG. CO. 


ROCK ISLAND, ILLINOIS 














SPRINGFIELD, MASS, U.S.A. 
|| 
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Floor Waxing Brushes 


An assortment of different styles 
and sizes. 


Send for Catalog covering a com- 
plete line of Brushes and Brooms 
especially made for the Hard- 


ware Trade. 


MILWAUKEE 
Brush Mfg. Co., Milwaukee, Wis. 


7%, 
as ax 
Ne 
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BLUE-KID 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 
1 Gal. Cans 2.25 per gallon 
ae it) 2 35 on “ 
WA a “ 945 “ “ 


FREIGHT ALLOWED 
not exceeding $1.00 per cwt. 


Compare these prices with what you are paying 
for equal analysis. 





Analysis 
Outside White 
Lead and Zinc 90.00% 
Calcium Carbonate 6.00% 
Barium Sulphate 4.00% 
Pure Linseed Oil 82.00% 
Mineral Spirits 5.50% 
Japan Dryers 10.00% 
Solution 2.50% 


Analysis on each package 
We confine ourselves to one dealer in a City 
Ask Us for More Information 


Progress Paint Mfg. Co., Inc. 
Louisville, Ky. 








ERVIDOR Service . will add 
much to your comfort during 


hotel. It not only obviates much of 
the need for tipping—it also insures 
superior service and gives a wel- 
come sense of privacy. 


Hotel 
Sinton 


the hotel of character, 
in the city of character, 
CINCINNATI 


Accommodations for 1200 guests 
Every room with bath and servidor 





Management of Joun L. HorGAN 








your stay. at .Cincinnati’s finest 








“QHIO” 


Shoe Lasts and Stands 







MADE 


ABSOLUTELY 
OF “SSD cuaranteep 
SEMI-STEEL 


AGAINST 
@ern" BREAKAGE 


a 











The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 











N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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‘Osborne High Grade Punches Besides Punches Our Lime Includes: 


A varied and attractive —* for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plum ’ Tools of superior quality. 

The above tools will a your customers as well as our famous Round and Oval Pwaches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 | 


Electrical, rope, 5 AFETY Ensign Bickford is the ORIGINAL 
. . t test tri 
barbed, plain, nails, rey Mont = ner Aas Sie alah 
tacks, spikes, bale- FUSE — oe ge va various 
4 > ranas o use, among 
ties, hoops, springs, which you should find 


netting, wire fences, one adaptable for your 

















steel posts, steel gates, trolley wire, rail bonds, 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 
crete reinforcement. Aerial tramways. 


Illustrated books describing uses, FREE 


American Steel& Wire 


Chicago—New York Company The Ensign-Bickford Co., Simsbury, Cesin., U. S. A. 




















[- ~—SsST0 NIVEL 
HONESTY —IN TACKS |] BOX STRAPPING 


“O-B” Brand Tacks are tacks in which 
you can feel the utmost confidence, for CARY MANUFACTURING co. 





you can bank on the honesty of their Manhattan Bridge Plaza, Brooklyn, N. Y 


maker. They are perfect tacks, with 
exactly centered heads and sharp needle 
points ; guaranteed full weight and count. 
Made in all styles. We also make 


Basket, Clout and Trunk Nails. 0. Lindemann & Co. 


“Q.B” Order both through yoyr jobber. If he Ton Manufacturers of 
BRAND can’t supply you, it will pay to write BIRD 


direct to us. 78% 
CAGES *™ 


Established 1863 
35-37 Wooster Street New York 












BAUR TACK CO. Indianapolis, Ind. 


























STANDARD CRAYON CO. WINTER BROS. CO. 
Danvers, Mass. Wreatham, Mass. 


| LUMBER AmericanCan | | TAPS 
CRAYONS S Dies, Screw Plates 
American Can Company 























Scythes since 1812, Axes since 1800 SASH CORD U. S. Clothes es Bin Co. oy “Montpeler, Ve. 


|RIXFORD MFc. co. NET WEIGHTS FULL LENGTHS 
Bast Epagng ve Sliver Lake Co., Newtonville, Mass. 1015 Union Bank Bldg. Pittsburgh, Pa. 











[ axes serrars ser LAKE| | ctcesy = 











GENUINE MARTY TRAPS 


2,000,000 Sold 






Lining and’ Best Blak Tin Key. A Real Man’s Razor 


and Best Block Tin Key. 
Beware of Imitations. Genuine are 





Burditt & 
Send for Catalogue ef Full Line Williams Co. 






Soe Ss kK “TORREY” 






































John oe Fanaa y narg hater N. J. J. R. Torrey Razor Ce., Woreester, Mass. seiben.” Shame. 
oe ge Elevators J. L. THOMPSON MFG CO. Easily first in the manufacture of 
Dumbwaiters Waltham, Mass. effective tools for stone-working. 
Write for Send for our Catalegue—FREE. 
a oe eae a TROW & HOLDEN CO. 
214 New St. Philadelphia, Pa. — = RIVETS=— | | Barre Vermont 








ey | BALE TIES | 


meet Attachments 


For connecting hose, to, smooth ee ae: 
pr Co. ‘ Baur Bale Tie Co. 





See niiadelphia, a. Pa. 
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own Ave. INDIANAPOLIS, IND. 
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G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 





| 
| | Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. sid 


u <== 











ja 
More Power to Your Trade 


400° greater flame intensity is a positive 
certainty with the superheating burner 


baffie in the new 
\ Seperate Needle Vetve 






Candee 


Eleven important improvements that torch 
users need—and will have. Safety Valve 
and: seamless, leakproof tank guarantee 
safety. -Dual needle system of fuel con- 
trol and ejection eliminates orifice troubles. 
Masterful Pistol-Grip Handle. Maximum 
power with present day gasoline or kero- 
sene, Your trade will buy Turner—they 
7 rey its assured advantages today, every- 
day. Order from TuoxexB jobber at once. 


DISTRICT REPRESENTATIVES 
San Francisco: Rice-Hitt Co., 623 Larkin St. 





The World’s Lergest FEr- 
Los Angeles: Rice-Hitt Co., 416 Hibernian Bldg, *lv#toe Manufacturers of 
Seattle: Rice-Hitt Co.. 1427 L. C. Smith Bldg. | Bluo bn ogy Fire Pots 
ew 


York: Turner Brass Works, 36 Murray St. and Brazer 








Because Spaulding Hard Fibre is light in 
weight and won’t mar furniture, it is 
widely used for vacuum cleaner handles 
and attachments. Its light weight recom- 
mends it to manufacturers who desire to 
keep down the weight of their products. 


Spaulding Fibre Company, Inc. 
304 Wheeler Street - Tonawanda, N. Y. 









HARD FIBRE 











Radio & Electrical Supplies 


Har Alter’s “POCKET- 
BOOK” is a net price, monthly 
catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 
If you have a radio or electrical 
department, ask for the late is 
sue of the “POCKETB OOK” 
and get on our list to receive a 
copy monthly. ‘ 
Since all in the 
“POCKETBO Kk ye net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.’ 


HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 








Chicago 














Every Home a Prospect 


The Lowell Clothes Line 
Reel can be used indoors or 
outdoors. 

Comes complete with 
hooks, screws and 36 feet of 
good stout braided cord. 
Made to last. 

Now being handled by 
many of the best. known 
Jobbéts and Dealers. Good 
profit. Write. 


Hoge Mfg. Co., sa 


215-217 Fulton St., N. Y. 


Lowell Clothes Line Reel 











Barnes Wall 
Bracket 
Kitchen Pumps 


attractively finished in bright 
red trim with nickel plated 
cylinder. The plunger rod is 
galvanized and stuffing box 
and valve seats.are brass. 

The “Puritan” (Fig. 200) 
is fastened to wall bracket 
and can be swung out of way 
when not in use. 


Send for prices of complete line. 


The Barnes Mfg. Co. 


Fig. 200 Mansfield, Ohio 





=e 








STAR HACK SAW 


Counter Salesman Display Rack 


Ask your jobber or write 
direct to us for informatien 
on how you can get this 
sales boosting, time saving 
device. Made of metal and 
handsomely decorated § in 
colors. 


LEMS oa Miaaatewn, New York 


"|, al 
































f JADDERS 


To a adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
NOISELESS CUSHION TIRE STORE tg 
tread full hand grips, rubber 
" gaeealien noe ry one a throughout, 
eliminate vibtation and noise and produce a ladder 
or 
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| RATES 


Box Display: $5.00 for 1 
10% Discount 


Set Solid: $3.00 for minimum of 50 words—6c for each additional word 
All Caps: $4.00 for minimum of 50 words—Sc for each additional word 


.00 for each additional inch 


Positions Wanted Advertisements—50% off the above rates 








Business Opportunities 


WANTED—To buy _ hardware 
business in Western Pennsylvania 
er Eastern Ohio. Must be good. 
Stock of about $10,000 or $12,000. 
Cash deal. Full description and 

iculars in first letter. Address 
Box G-26, care Harpware Acz, 


New York. 








Housefurnishings Department, for 
rent—New — en 
store doi a " iness 
wishes to sublet a eee ML me 

rtment doing $35,000 yearly. 
Address Box G-34, care HAarpware 
Acr, New York. 





Store and stock of Hardware for 
sale. Invoices about $4,000.00. 
Located several miles off railroad 
in beautiful agricultural community. 
Will sell reasonably, either with 
er without store building. $2,000 
down payment, balance easy terms. 
Coramunicate direct with owner. IIl 
health cause of selling. J. J. 
Fauver, Tedrow, Ohio. 7 miles 
from Wauseon, Ohio. 





FOR SALE—A CLEAN UP.-TO- 
E STOC 
FIXTURES AND THREE STOR 
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FIXT 

ABOUT $78,000. GOOD REA. 
ONS FOR SELLING. ADDRESS 
BOX G-60, CARE HARDWARE 
AGE, NEW YORK. 





~” 








Wanted to buy a general hard- 
ware store. Two young men look: 
ing for established business. FEast- 
ern States only. Address Box G-62, 
care Harpware Ace, New York. 





FOR SALE—Hardware store con- 
sisting of builders’ hardware, fac- 
tory supplies, automobile accessories, 
paints and all kinds of shelf hard- 
ware. Established 1893 on a main 
thoroughfare, Brooklyn, N. Y. Four 
shew windows. The buildings can 
be purchased or leased for a long 
term. Address Box G-63, care 
Harpware Ace, New York. 





FOR SALE—A $60,000.00 stock 
of general hardware, mill supplies, 
paints and sporting . Located 
in Northern Michigan. Or will sell 
substantial interest to parties com- 
petent to successfully manage a 
wholesale and retail business. Ad- 
dress Box G-65, care Harpware 
Acs, New York. 





Wanted—Young man with energy, 
ambition, and ten thousand dollars 
to invest and manage a retail store 
in good Louisiana town, Address 
Box G48, care Harpware Ace, 
New York. 





For a young man who is capable, 
honest and experienced in hardware 
here is an excellent opportunity to 
become a partner. Such a man can 
buy half interest in hardware store 
with fine stock invoicing at $15,000 
and located city second important of 
county. Indiana. Present partner 
retiring. Correspond at once. Ad- 
dress Box G-67, care Harpware 
Acr, New York. 


Business Opportunities 


Hardware and Machine Business 
for sale or trade for land free from 
incumbrance. In central North 
Dakota. Good live town, in lignite 
coal fields, large territory, have all 
the best hardware and machine lines 
including all of International goods. 
Prospects very good. Choice op- 
portunity. Address Box G-44, care 
Harpware Acs, New York. 














WANTED 


Gas Range Salesman 


Experienced Salesman who 
knows the Dealer and Jobber 
Trade in Texas and Califor- 
nia, and who is capable of 
handling bi business is 
wanted by an ern Manu. 
facturer of a complete line 
of Standard Gas Ranges and 
Appliances. The line is es- 
tablished in the _ territory. 
Give full particulars and ref- 
erences in your first letter. 


Address Box G 64, care 
HaRDWARB AGB, New York 














Wanted—Experienced Salesmen to 
handle patent garden implement. 
Liberal Commissions. State experi- 
ence, age, territory now covered, 
etc. Address Box 156, care Harp- 
ware Ace, 1420 Widener Bidg., 
Philadelphia, Pa. 





Positions Wanted 





A young man 23 years of age, 
married, who has had S$ years’ ex- 
perience in the hardware business 
desires connections with a reliable 
firm in the West. Address 
Se care Harpware Ace, New 
‘ork. 





Experienced hardware man now 
located in the Middle West, moving 
to Utah, and acquainted with Job- 
bers in that territory, wants to 
represent manufacturers selling to 

bers trade. Have had man 
years experience with jobbers. Ad- 
dress Box G-71, care HarpWare 
Ace, New York. 





Investments in men are important. 
They are good, bad or fair. Select 
men of calibre and sound training. 
Why not learn what men of this 
type are available for you? It is 
worth while, and the simple, pro- 
ductive way is through Harpware 
AGE Op ortunity Exchange “‘Want” 
Ads. se them regularly. Know 
the fields available man-power. Run 
ads seeking men of ability here as 
a regular policy. 











Catalog Compiler. Mr. manufac- 
turer or jobber. An experien 
Catalog Compiler, one who is able 
to take a job at the nning and 
follow it thru to the finish, is 
for an offer. Can you use s a 
man in your organization? Address 
_ care Harpware Ace, New 

ork. 


Positions Wanted 





Salesman: I have successfully 
sold standard merchandise to j 
and retailers for many years. . 
timately acquainted with trade im 
New York State. Am anxious to 
make a change and can produce re- 
sults on any quality line. Address 
we care Harpware Acz, New 

ork. 





MAN THIRTY-EIGHT YEARS 
OLD AND MARRIED WISHES 
POSITION AS MANAGER AND 
BUYER FOR WHOLESALE AND 
RETAIL HARDWARE CONCERN 

‘ERING GOOD RE. 
. 7 Cc 
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N YEARS. AD. 
DRESS BOX G-61, CARE HARD. 
WARE AGE, NEW YORK. 


Sales Accounts Wanted 








Constant change makes necessary 
new representatives for excellent 
lines that you could readily carry. 
Seek out these real opportunities for 
your benefit in an economical, high- 
class way. Hardware Representa- 
tives should larly use these 
Opportunity Exxchange Section ads 
to feel out the market, as well as 
fill their ‘“‘wants.” Make it a 
schedule practice. Every four 
months or so. 


Sales Representatives 
Wanted 


Salesmen desiring excellent side 
line for hardware trade, secure cur 
roposition of popular line of 5-25c 
aucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now 
seld and territory covered. Faucet- 


Fit Filter Mfg. Co., Malden, Mass. 








Exclusive representatives or sales- 
men wanted to call on the bard- 
ware or plumbers supply trade with 
a fast selling line of quality, hand 
forged tools. As we are manufac- 
turers and it’s an established line, 
we offer attractive commissions. 
Territories will be protected. Give 
full particulars, age, etc. Address 
Box G-39, care Harpware Aas, 
New York. 





Five salesmen wanted to sell on 
commission complete line of hard- 
ware and tools to work from the 
following points: New Orleans, 
Louisiana, Atlanta, Georgia, St. 
Louis, Missouri, Detroit, Michigan, 
and Minneapolis, Minnesota. Give 
complete information as to experi- 
ence, commission expected and refer- 
ences. All information will be held 
strictly confidential. Address Gen- 
eral anager, Drawer 1458, Hart- 
ford, Connecticut. 











Hardware Salesman—Capable man 
35-45 years of age will find this an 
opportunity of a life time. Salary 
and bonus to a competent man who 
understands the line. Write or 
phone for appointment. Klein’s 
Hardware Shop, White Plains, N. Y. 





SALES ACCOUNTS WANTED 


To the manufacturer who is 
seeking sales to the Hardware 
jobbing trade, we have a 
unique service to offer. 

As a firm of sales agente, with 
warehouse facilities, we have 
been established better than 50 


years. 

We travel New York, Penn- 
sylvania, Ohio, Indiana, Mich- 
igan, Ohio River territory and 
from Chicago west to the Rocky 
Mountains. 

«int i we, solicit and Poco 
pra every 
jobbing house th the U. S. A. 
e can give sales service to 
additional first class lines. 
Address Box G-38, 
care Harpwars Acz, New York. 


2) 




















Manufacturers repres entative, 
with New York office and estab. 
lished trade, calling on the whole. 
sale hardware, automobile, house- 
furnishing, exporters and 5 and 10 
cent syndicates, desires to connect 
with reliable manufacturer of hard. 
ware or kindred lines for the New 
York City territory on commission 
basis. ddress G-42, care 
Harpware Ace, New York. 








Experienced salesman covering 
Metropolitan and Eastern New York 
Long Island and New Jersey will 
carry additional lines of hardware 
or household specialties. Well ac- 
quainted with both retail and whole- 
sale trade. Interested in new prod- 
ucts or established specialties. En- 
crgctic, experienced, well acquainted. 

rite J. A. Kager, 1286 Madison 
St., Brooklyn, N. Y. 


Manufacturer of complete line of 
Tool Cases wants representative in 
metropolitan district and New Jersey 
also New England states. Want to 
make connections with party or 
parties a a line of —— and 
covering e territory thoroughly. 
Address Box G-69, aaee Sasowane 
Acre, New York. 





Wanted—Experienced tool and 
hardware salesman for New . 
land states. ey manufactures 
a line of tools and general hardware 
and some auto accessories. Sales- 
man with one or two other lines to 
take this line on a strictly commis- 
sion basis is desired. Corr d- 
ence strictly confidential. Address 
Oa, care Harpware Acz, New 

ork, 





Many lines carried by highest 
calibre representatives of sound 
hardware experience connected with. 
their men through our classified ads. 
Re gy 4 use and buy them T- 
self to keep your ‘line in heeilo of 
best salesmen and build volume. 
Know the Man-Power of the Mar. 
— a =, eee riodically’ 
requently—regularly. ake it 
habit, it’s worth white. Ld ss 











LIVE HARDWARE DEAL- 
ERS ARE CLOSE READERS 
OF HARDWARE AGE. 
It is the business ally of the 
field—for service to you. 
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Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 


CHAIN-LINK 

WIRE FENCE 

Ask for Catalog 
incinnati, O 


/ DEALERS WANTED EVERYWHERE 
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THE STEWART IRON WORKS CO., Inc.,225 Stewart Block, C 














BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


WD PROTECT THE DEALER. 


BROWN & SHARPE af P ay 
Providence, R. IL., 











SATELLITE 


Incandescent Lamps 


A guaranteed Tipless Line of ‘and Bal 
pungeten, Nit , Mill Ty B 
Lamas tet gives theslute 


nanan LAMP oA _ 
Hudson Street, New York City 











STRATTON 
HANDLES 


For Small Tools, Utensils, Blectricel Goods, Bie. 
STRATTON MFG. CO., Stratton, Maine 


A AO 
oem aaa 


Plain or enameled in 
colors. 





















BOLT 
CLIPPER 






“VICTOR” 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 
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Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





“TAPS and DIES 


The Famous “Carpenter Quality” 


qutti Precise Uniform Durable 


\/ J.M. Carpenter Tap and Die e Company 


Oldest Tap and Die Makers in 
Pawtucket en Island 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your gales. 

Made only by 


ANTI-BoRAX COMPOUND Co. 





Fort Wayne, Ind. 


Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quali 


CALDWELL MFG. CO. 
9 Jones Street Rochester, N. Y. 














U. S. E. EXPANSION BOLTS 
g™ baa’ Hh A Type 
| 4 aug UII i ices 





U. S. Expansion Bolt Co., 139 Franklin St., New York 





BROOKS 


Bright Iron and Brass Wire 
Goods 


ods — Wire Goads — 
M. S. BROOKS & SONS | 


CHESTER, CONN. 








The SEYMOUR SMITH Redland Pruner 


No. 18 A High Grade 
36 inch Warranted Pruner 
Forged Steel Parts, 
High Grade Ash Han- 
dies, Long Steel Fer- 
rule. Bolt and Nut with 
— Seni for Cata- 
e of Pruning Tools. 
SEYMOUR SMITH & SON, INC., Oakville: ‘Conn. U. 8. A. 


Sales Agents 
JOHN H. GRAHAM & CO., 113 Chambers Street, New York 





No, 15 
326 inch 


pumateie 

















(WILLIAMS 


WRENCHES 


You and your workmen will 
like ’em. 

Have you our catalog? 

J. H. WILLIAMS & CO. 
Brooklyn Buffalo Chicago 














———- 














THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 








STANDARD SINCE 1865 


For 58 years Priest’s Cli 
have en universal 

tion. one sell so readily yo 
} Horsemen. We 

make both kinds. 


American Shearer Mfg. Company 











Nashua, N. H. 
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THE ADVERTISERS’ INDEX is published as « convenience and not as & part of the advertising contract. Every care will be taken to index correstiy. 
No allowance will be made for errors or failure te insert. 
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Ace Hardware Mfg. Corp................- 102 Mh cece ce coe veeedeus 123 Progressive Mfg. Co. ...........ccccceee 114 
Renee Be, “Ts ccc canscsees woes 46 Per@emane &. Ces L. W. ....cctecvvecoss 121 Progress Paint Mfg. Co. ..............-- 123 
Alem Wis SOs Ses ccece wee eecuessuntanee 107 Ferry Cap & Set Screw Co. ............. 111 Pyrene Mfg. Co. ..........-.00:. Oe oe 48 
RG? Ge Ts Se Ghicedencachsuctcalue 125 SI, SD a i i i 45 Pyrex Sales Division ...............csec. 3 
Po a ee 124 Fountain Equipment Co. ............... 115 
Ampesionm Ged Gee ocivdeccecsescciocdeces 101 Fowler & Union Horse Nail Co. ........ 127 
American Pad & Textile Co. ........... 36 ft SS A eee eee 32 : R 
American Saw & Mfg. Co. ............. 122 Remington Arms Co. ...............0055 17 
ROE TE Be he wane 02 4nave snouts 103 G Richards-Wilcox Mfg. Co. ............. _.. 98 
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Snap on 


Snap-on Snap.o Why Pages and Pages 
of Socket Wrenches in Catalogs? 


DEMAND! 


Every mail order catalog with a tool department has 
page after page of socket wrenches listed. People 
want them—hundreds of thousands of them—and 
they go where they know they can get them. If they 
don’t come to you for them, it’s because they think 
you haven’t got them, or that what you have isn’t 
just what they need. But with a Snap-on Dealers’ 
Cabinet on your counter where no one can fail to see 
it, and our ““What Car Do You Drive?” book to make 
you a socket wrench expert, you can be socket wrench 
headquarters for your community. We have a sales 
plan to make it easy—write for them today. 




















DISTRIBUTING 
BRANCHES: 
Chicago, 1919 Michigan 
Ave. 
Philadelphia, 1511 Fair- 
mount Ave. 


Pittsburgh, 7232 Kelly St. 


Kansas City, 1933 McGee 
St. 
St. Louis, 2609 Washing- 
ton Ave. 
en 111 S. Tenth 
c 


Richmond, 519 W. Broad St. 


Denver, 1515 Larimer St. 


Snap-On Wrench Company, Mfrs. 


Milwaukee, Wisconsin 


nap-on 


INTERCHANGEABLE 


Socket Wrenches 


DISTRIBUTING 
BRANCHES: 


New York, 1776 Broadway. 


MOTOR TOOL SPECIALTY COMPANY Cig nian Adie he Aine 
St. 


14 E. Jackson Blvd., Chicago 


San Francisco, 280 Golden- 
gate Ave. 


Portland, Ore., 106 13th St. 


Indianapolis, 631 N. Illinois 
St. 


Atlanta, 227 Spring St. 
Dallas, 312 S. Ervay St. 
Seattle, 910 E. Pike St. 
Detroit, 4849 John R. St. 
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HE moment a Painter takes the Shasta brush in 
| his hand he wants it! 


So, too, does the man seeking a brush for odd jobs. 
Whether or not a man knows anything about brush 
values he recognizes that the Shasta is a bargain. Its 
quality and beauty are outstanding. 


And the price! Remarkably low for the quality! , 


A patented brush of positively unique construction, the 
Shasta actually is lower priced than the most ordinary brushes. 
In other words, the fact that it is patented and different 
makes it moderate priced! Usually it’a just the other way 
about. 


For years the Shasta has been a great seller for the mer- 
chant—and a wonderful buy for the customer. 

There isn’t a nail or a tack in a Shasta. The bristles are 
held by compression. The Shasta is guaranteed for use in 
paint, varnish, shellac, paint removers or any other material 
that will not first destroy the bristles. 


Made in three grades and five sizes and packed in (1) indi- 
vidual cartons; (2) dozens and half dozens to the box; (3) 
assorted on Easel Display Cards. Packed as desired. 


Check up your Shasta Stock and be ready 
for spring trade. Ask your jobber. 


} Merchants: Write for new THE WOOSTER BRUSH C. 0. 


famous 188 Pound Boy for 








bi window and store display Since 1851-One Family 
: which has helped th d 
of ‘aaeceain “a eae One Idea~Better Brushes Be OSTE. 





Wooster Brushes. IT’S 
FREE. 
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